











ALUMINUM HOOD and exhaust duct system 
controls drifting vegetable oil mist in food 


processing plant. ....... . page 60 
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The 
Triple -Fuel 








Joins 
the 
Field 
Family 
of 
Draft 





M +MG2 Barochek 


M +MG2 Single- 


for Solid Fuels Controls Acting for Oil 


A new triple fuel control, the M + MG2 is avail- 
able in 10” through 32” sizes for oil, oil-gas, gas,and 
solid fuel furnaces and boilers, employing either natural, 


induced or forced draft. A very heavy duty, highly sensi- 





tive control, it can maintain draft settings as low as 


M +MG2 Double-Acting 


.002” and as high as .3”. Write for 
for Gas or Oil-Gas 


application engineering data. 


FIELD CONTROL DIVISION 


of H. D. Conkey & Company, Mendota, I!!. 





{| Conco Building Products, Inc. + Brick, Tile, Stone 
AFFILIATES | Conco Materials Handling Div. - Cranes, Hoists 


Represented in Canada by Ontor Limited, 12 Leswyn Road Toronto 10, Ont., Canada 
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HEE 


It happens all the time. Installers put in 
their first PLIOTRON super-filter. The 
householders discover the difference it 
makes in fresh, clean air and long, trou- 
ble-free service. They start telling friends 
and neighbors about “their discovery.” 
And, presto, the man who put in the 
PLIOTRON filter starts getting calls. For 
everyone’s on the lookout for a product 
that outperforms all others. And its sup- 
plier is bound to cash in on a growing 
demand as the news gets around. 


The demand for PLIOTRON super-filters 


is certainly a growing one, too. For it’s 
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a depth-loader—not merely a surface- 
loader. It captures up to 5 times as many 
of those fine, hardest-to-catch dirt par- 
ticles—goes longer between cleanings. 
Then, a quick rinse and it’s restored to 
full efficiency. 

Users can easily see, then, that PLIOTRON 
filters are cheaper in the long run— 
despite their extra initial cost. And you 
can easily see, too, how one job leads to 
another—and another—when the filters 
you install are PLIOTRON. Want complete 
details? Write Goodyear, PO. Box 288, 
Akron, Ohio. 


PLIOTRON airR FILTER BY 


GOODFYEA 
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wens? 


Pliotron —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio THE GREATEST NAME IN RUBBER 
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Better Business Guide No. 5 
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N order to develop profitable mod- 
I ernization volume, every dealer 
needs someone to devote his full 
energies to the all-important job of 
personal contact. Find or train a 
man who can get out and get orders 
— he'll pay his own way and big 


dividends besides. 


Well Worth the Investment 


Consider these advantages of a full- 
time salesman: 

It stands to reason that the man 
who specializes in selling can do a 
better job of it: Practice makes per- 
fect. And because selling is his bread 
and butter, he has built-in incentive 
for success. 

A salesman helps extend your 
market... opens new areas to sales 
development. He's the key to the 
future growth of your business. 

Not least, he gives you a marked 
edge over those competitors who are 
content to settle for ‘“over-the-tran- 
som” sales. 


Where to Find Him 


Help Wanted ads, employment 
agencies, lists of graduates, sales or- 
ganizations — any of these sources 
will turn up a number of likely can- 
didates. Or perhaps someone already 
in your firm has indicated an apti- 
tude for selling. 

As for wages, that’s for you to de- 
cide. You can check with your local 
association of commerce concerning 
the wage average in your city for 
heating and air conditioning sales- 
men. In most cases, your man will 
prefer a salary-plus-commission ar- 
rangement. This will sustain him 
during his training period, and offers 
a continuing challenge for even 


A salesman 
multiplies your p 


he has been with you long enough 
to define a clear productive pattern, 
you might consider establishing a 
sales quota with a bonus arrange- 
ment for exceeding it. 


May We Help? 


Before you hire, you may wish more 


ON THE OTHER HAND — watch for these 
warning signals in choosing a prospective 
salesman: Frequent ‘‘job-hopping™; lack of 








rotit power 


information on screening your appli- 
cants, training, planning the sale, 
keeping records and other such in- 
portant aspects. Mueller Climatrol 
will be happy to offer recommenda- 
tions on any such questions. Contact 
our area representative, or drop a 
line to us directly. 


INITIATIVE — His time is money — 
he invests it well. 


CONFIDENCE — He hos respect for 
his employer, faith in his product, 
belief in himself. 


SINCERITY — He's learned that 
nine-tenths of selling is helping the 
prospect buy. 


INTELLIGENCE — He's alert to 
opportunity, allergic to failure. 


APPEARANCE — He grooms himself 
for success, 


STABILITY — He knows thot 
opportunity is hammered out — 
not handed out. 


Mueller Climatrol. 


2030 W. Oklichoma Ave., Milwaukee 1, Wisconsin; 


Western Zone: 1024 Westminster Avenue, Alhambra, 
California; Im Canada: 2490 Bloor Street, West, 
Toronto 9, Ontario, Canada. 


greater effort once he has gained 
experience. 

After he is able to navigate on his 
own, you'll want to hold weekly sales 
meetings in which to discuss his 
progress and problems. And when 


apporent progress in previous jobs; a record 
of ill health; poor credit status; past wages 
far above or below what you can offer; in- 
ability or unwillingness to cite references; 
complete lack of sales experience; less than 
a high school education; absence of ease or 


ORP 
enthusiasm. 


American Artisan, June 195 


Vv 








the editor’s 
notebook 





Thumbing Through 
This Month's Artisan 


we sce how setting up 

a realistic Bud g Make lhe 
Most of Modernization Aad 
vertising by eliminating wast 
ed money spent at the wrong 
time, in the wrong media or 
We 
which 


found 


on the wrong product 
find sample budgets 
been tested 


effective in many 


have and 


areas, } re 


sented as a starting point for 


dealer-contractors who wish 


to work out their own pro 


motion plans. We note sug 
gestions for 


basing monthly 


expenditures on total sales 
and on anticipated return in 


le ads, 


ious media which are 


and we consider var 


usually 
productiv € 


Subcooling 


and we review th 


cycle to deter 


refrigerant 


mine How Suh: 1d 
Superheating Affect Comt 

nents’ Capacitie Author § 
W. Reid’s analysis of thes 
two phases of the cooling 


cycle and their relationships 


to the each 


ope ration ot 
process paints a clear picture 
of the 


malfunctions 


causes and effects of 


which service 


men often encounter 


Heating 


. we go Over some prin 
ciples of good heating with 
Guy Voorhees, who asks, Are 
You Installing Complete 


Heating S mis 


Perimeter g ystem 
We are reminded that any in 
stallation which doesn't 
blanket all coldest exposed 
must be 
only a partial perimeter sys 
tem, and we study 
which 


areas described as 
diagrams 


show where incom- 
plete systems fall short. We 
find hitherto-unpub- 


tables of 4 in 


also 
duct 
capacities, presented to help 
dealer-contractors 
if the 


lished 


determine 


smaller ducts can be 





IT’S NEW! 
S DIFFERENT! 





IT’S SKUTTLE’S MODEL 711 
COUNTER-BALANCED UNIT! 


Increase your sales and profits with this new concept 
in humidification design. Sold as a package deal and 
completely assembled, the new Model 711 offers you 
these exclusive features: 


@ Self-adjusting to varied water pressures 


@ New type reversible seat 

@ No moving parts to wear, stick or clog 

@ Stainless steel springs and plate rack 

@ Oven-King heat-resistant glass evaporating 
pan for easy cleaning 

@ Impervious to rust and corrosion 

@ Quality tested Vapoglas plates 

e@ Completely assembled for ease of installation 

e@ Competitively priced 

@ Backed by time-honored SKUTTLE guarantee 


against defective parts and workmanship 


Write today for illustrated literature on the new Model 
711 and other profit-making models. SKUTTLE offers 
the most complete humidifier line in the industry. 


@a_kutile MANUFACTURING CO. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


ELECTRIC 


& 


RADIANT HEATERS 


HUMIDIFIERS PERMANENT FILTERS 
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used properly when more 
than one supply run is used 
in a room 
Exhaust 

and we solve a clean 


ing problem in a food plant 
where an Aluminum Ex: 
System Controls V 


Oil Mist produced by a pro 
essing machine. We sce why 
the 


contractor proposed 
t 
contra 


time-and-material 


for a custom made aluminum 


hood and duct arrangement 
which employs an electro 
air cleaner to remove th 


vegetable oil from the air 


return it to pro essing 
ment for re-use 


Young Men Urged to 
Enter Cooling Field 


THE GROWTH of any indus 
try is dependent upon th 
type and number of y ung 
men entering it. Everyone 


the air conditioning industry 

knows this industry is grow 
rapidly and 

grow for 


ing slated to 
many years to 


come. To encourage young 
men from high schools and 
colleges to enter the air con 
Air 
Conditioning and Refrigera 


tion Institute has published 


ditioning industry, the 


a booklet describing the op 
portunities offered by the in 
dustry. The booklet states 
“The opportunities avail 
able to college-trained engi 
neers who are needed in the 
industry to design, manufac 
ture, s pecify, etc., were 
pointed out by a former ARI 


preside nt 


who said 


Large 
segments of the public with 
the desire for air condition 
ing and the dollars to pay for 
it do not have air condition- 
ing today. Why? Because we 
did not have the salesmen to 
call, the engineers to lay it 


out, or the installation men 
to put it in. 
"The continued increase 


in the use of air conditioning 
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“Immediate deliveries 
from U.S. Steel Supply 
help us 


prevent 
lost ti 


says John Ziemba, 
Cook Techno ogical Center 


Morton Grove nois 


“Our highly important research program on 
Intermediate-Range and Intercontinental Bal 
listic Missiles must follow a rigid timetable,” 
says Mr. John Ziemba, Materials Estimator 
for the Cook Technological Center of Cook 
Electric Company. “Consequently, the im- 
mediate availability of materials—highly spe- 
cialized materials—is absolutely essential. 
“Certainly, our critical missile program can- 
not afford even temporary stoppage. That’s 
why we rely on U. S. Steel Supply’s Any 
STEEL, ANYWHERE, ANY TIME SERVICE to meet 
our strict time and material requirements. For 
example, their Chicago warehouse carries more 
than 400 different varieties of sheet stock 


U. S. Steel Supply 


Division of 


Mailing Address: P. O. Box 
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me 


99. Dept. F6, Chicago 90 


Here’s what Any Steel, Anywhere, Any Time Service means to Cook Technological Center 








alone. As a result, we can literally get same- 
day delivery on sheet steel in any size and 
quantity. In addition, we can draw on the varied 
stocks maintained at 17 other U. S. Steel Sup- 
ply Warehouses located around the country. 
Any STEEL, ANYWHERE, ANY TIME SERVICE 
is our guarantee against costly work delays.” 


Here's how this service can work for you! If 
you would like to see how other steel users are 
saving money and increasing profits as a result 
of ANY STEEL, ANYWHERE, ANY TIME SERVICE, 
write to U. S. Steel Supply at the address be- 
low. There’s a good chance that our representa- 
tive can help you eliminate idle equipment, 
increase production, and cut inventory cost. 


USS is a registered trademark 


United States Steel 


- General Offices: 208 So. LaSalle St.. Chicago 4, Il! 
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equipment in factories, com- 
mercial buildings, and resi- 
dences in the late 1950's and 
the 1960's 
create a 


is expected to 
demand for thou 
sands of additional mechanics 
who can install, maintain, 
and repair air cooling equip- 
ment. The number of air con- 
ditioning mechanics is ex- 
pected to grow at a faster 
rate than the labor force as 


a whole... .” 


Aluminum Oversupply Is 
‘Asset, Not Liability’ 


IF you've been hearing about 
the oversupply of aluminum 
and feel it will have an effect 
on the sheet metal fabricat- 
ing industry, you're right, ac- 
cording to Richard S. Rey- 


nolds Jr., president, Rey- 

nolds Metals Co. Mr. Rey- 

nolds had this to say: 
“The present oversupply 


of aluminum is not a liabil- 
ity but an asset. The chal- 
lenge of mass production has 
always been with us, but un 
til today we have lacked the 
metal to take advantage of 
the tremendous opportunities 
it offers us.” 

It is expected that by 1975 
architectural and construction 
uses will account for as much 
as 2,000,000 tons annually. 


Wright Gives Views 
On Metal Curtain Wall 


Most architects accept Frank 
Lloyd Wright as an outstand- 
ing authority in field 
because he is a_ practical 
visionary. I recently read a 
testament by Mr. Wright and 
was pleased to get his im- 
pression of the 
uses for metal curtain wall 
paneis. Mr. Wright had this 
to say: 


their 


potential 


“Anyone anything of an 
architect will never be con- 
tent to building 
merely (or chiefly) for the 
picture it makes any more 
than a man would buy a 


design a 








NEW FROM A-J! 
No. 200 SERIES 
CEILING DIFFUSERS 


18 different deflection patterns 


A-] 200 AIF 


A-] 200 CF 


A-J 200 BF 


Have a special air distribution problem? 
Solve it quickly, easily, economically with 
an A-J No. 200 Series Ceiling Diffuser. 


Extruded aluminum curved blades provide 
maximum air control with minimum resist- 
ance. Face bars are 1'/,” wide on 3/,” cen- 
ters. You can have your choice of multiple 
valves (No. 230) or opposed blade dampers 
(No. 240). Available in either sturdy steel 
or extruded aluminum frames. Chrome alu- 
minum enamel is standard finish. 


FREE new catalog just off the press. Write for 
your copy. 


Select Territories Available 


A-J MANUFACTURING CO. 


Dept. AG 3601 East 18th Street 


Kansas City 27, Missouri 
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horse merely by its color 
What kind of intellect must 
the critic have who, seein 
a building 


look of it, 


judges it by ‘th 
ignorant of the 
nature of its construction 
For the first time in S0« 
years a sense of architectural 
form appears as a new spirit 
ual integrity. Sheet metal and 
light metal castings afford 
permanent material for build 
ing exteriors. Enclosures ex 
tremely light in weight 
with 


bined such | structural 


elements relieve all 
buildings of surplus bulk and 
weight Structures are no 


longer ‘obese’ or likely 


fall of their own weight 


Walls require little or no 
tloor space. Spaces hitherto 
concealed or wasted or mad 


impossible by heavy walls 
are revealed and mad 


ful 


Gives Tips for Selling 
Home Air Conditioning 


HERE are three good sales 
points to use when talking 
with prospects ror ntral 
residential air onditioning 
systems. Ask the prospect if 


any competing salesman has 
told him 
1) To be sure that an in 


premises Is 


spection of the } 


made by someone competent 


to advise the proper size and 
type of equipment to give the 


most efficient 


ope ration 
Many elements enter into the 
proper sizing and selection of 
the type of equipment which 
should be used (the number 


and size of rooms, number 
of windows, exposure to the 
sun, insulation or lack of it 


buildings 


furnish shade 


trees or which 
. number of o« 
cupants, whether for con 
tinuous use or only part of 
the day or night, and many 
others ) 

2) To check into the 
electrical wiring system to be 
sure that it 1s adequate to 


handle the additional load of 
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roducing the newest addition to the 


LOCKFORMER LINE 








WHAT IT DOES 





Designed especially for fast, accurate cutting of stacked sheet metal. 

Cuts 50 to 70 stacked sheets at speeds up to 15 inches per minute. Adjustable 
blade speeds, from 100 to 3000 FPM, permits cutting any wood, metal or 
plastic without blade chatter. Will friction cut stainless steel up to 12 gauge 
with no distortion. Rugged, all-cast frame and 13% or 24 inch throats 
accurately handles any cutting job in the shop. 


WHAT IT SAVES 


Stacked cutting will actually produce duct work pieces up to 12 times faster 
than by hand. Contractors report that one man with a Lockformer-Bett-Marr 
can turn out more work than six men with snips. 





WHAT IT costs 


2-WHEEL MODEL 145M For as little as $445.00* you can put this high-production Band Saw to work 


for you. One job and you'll see how it actually outperforms saws costing 
6 times as much. By cutting labor costs 80 - 90% the Lockformer-Bett-Marr 
quickly pays for itself on the first few jobs. 


ideal for work not requiring 
maximum throat depth 


*13\4" throat model. Prices subject to change without notice. 


SEND COUPON FOR THE COMPLETE STORY 


A LS A A A A AS A A 

















| THE LOCKFORMER COMPANY 
l 4615 West Roosevelt Road, Chicago 5O, Iilinols | 
Please send me bulletin on the New | 
| Lockformer-Bett-Marr Band Saw. 
| Nome | 
| Address | 
manufactured by 

THE LOCKFORMER COMPANY | 

4615 West Roosevelt Read, Chicago 50, Illinois | City Zone__ State 
In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont Qe cues GED GEES Gu=D GEES GED GEES Ge) GE GE Ga aa = 
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the air conditioning equip- 
ment 

3) To be sure that the 
firm from which the pur- 
chase is made is reliable and 
can be counted upon not only 
to furnish a good installa- 
tion but to provide depend 
able service of the equip 
ment at any time 

These ideas came from 
the Air-Conditioning and Re 
frigeration Institute which 
has made a study of a num- 
ber of sales made during re 
cent years. Those customers 
who showed disappointment 
with their purchases had 
based their choice of installer 
on price rather than on fac 
tors which provide a sound 
basis for making a selection 


Urges Use of 
‘Hard-Sell Principle’ 


IF SALES are not as easy to 
make now as they were 
several years ago, don't con- 
sider this a condition that 
will continue indefinitely. I 
don't believe it will, even in 
remote locations. In a way, 
any decrease in sales can be 
turned to a dealer-contrac 
tor’s advantage if he has the 
courage to make use of the 
hard-sell’” principle in his 
operation A survey con 
ducted by Thomas Kenny 
marketing editor, Dun’s Re 
view and Modern Industry, 
shows that few businessmen 
are embarking on crash pro 
grams to revive sales In 
stead, most arc intensifying 
their regular selling efforts 
while some are developing 
new approaches to ride out 
any decrease in sales. 

Mr. Kenny says, ‘‘effective 
spending to boost sales is 
more important than ever be- 
fore. With an increased ad- 
vertising budget, a company 
can plan to step up its 
spending to locate the best 
prospects. Analyses of results 
obtained should be carefully 
made in order to keep a close 


10 




















INCOMPARABLE FEATURES! 


AUTO-FLO CORPORATION 


12085 Dixie St., Detroit 39, Michigan 
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check on critical spending 
From the survey results, 
Mr. Kenny has prepared the 
following eight-point check 
list of specific sales stimu 
lants. These stimulants are 
being put to use by several 
companies, and may be ot 
help to others 
1) Make everyone a sales 
man 
2) Seek out new areas of 
sales 
3) Conduct special pro 
motions 
+) Move more strongly 
into. growing markets 
5) Develop new produ ts 
(sheet metal con 
tractors should * 
especially interested 
this point ) 
6) Keep advertising 
strong 
) Turn the slowdown to 
your advantage by 
minutely examining all 
business functions and 
the effectiveness of in 
dividual employees 
8) Stimulate personal sell 


ing 


Tests Reveal Source 
Of Air Pollution 


WHILE attending the New 
York State convention, | 
heard Glenn Davis, manu 
facturers representative 
Schenectady, describe his ef 
torts to solve a_ corrosion 
problem being created by in 
filtration of polluted air. A 
long drawn out series of 
tests revealed that the ob 
noxious air was being 
created at a factory 40 miles 
away. It is interesting to not 
how much industrial pollu 
tion is Occurring and to learn 
about the steps that are be 
ing taken to solve the prob 
lems created 

One company which is 
working to solve these prob 
lems is Hemeon Associates, 
research = engineers, Pitts 
burgh. This group is using 
a method for tagging the 
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1938 Not what you'd call a ““‘boom” 


year by any stretch of the imagination. 
But things were looking up, though, for 
' a new type of furnace. A horizontal oil- 

fired furnace that could be installed overhead—up in the air and 


I 














out of the way. One designed especially to save valuable floor space 
and reduce construction, modernization and maintenance costs for 
commercial and industrial buildings. And so, in 1938, the first 
four “SHAFCONAIRES” were built and installed for a major oil 
company —who has specified them ever since! 


th. 
Year 






INE 


ACE 
NDED FURN 
THE ORIGINAL SUSPENDE y 


_—<@ea 
w 


—_— 1958 “Boom” year 





or not, things 
“Up in the Air LY are still looking up for SHAFCONAIRE. 
and out of } And they're looking up, too, for all who 


the way” distribute, sell and install this first and 
foremost line of overhead heating equip- 
ment. Why? Because only SHAFCONAIRE is backed by 20 years 
of successful, specialized experience in making and marketing 
quality suspended furnaces. Because the practical versatility of 
SHAFCONAIRE equipment has been proved time and time again 
to major buying factors in the commercial and industrial markets. 
And, finally, because SHAFCONAIRE is specified with confidence 
by more major oil companies, more national chain stores, more 
port authorities, more government agencies, more mining com- 
panies, and more architects, engineers and contractors than any 
other similar type of heating equipment 


WHOLESALERS AND HEATING CONTRACTORS: Models available for gas 
or oil and from 95,000 to 405,000 BTU output. Factory and y Ai 
regional warehouse stocks assure prompt, reliable delivery. Write - 
for complete information today: 


OQuerHead Hecitors, luc. 


1612 BOOK BUILDING + DETROIT 26, MICHIGAN + WOodward 2-4647 
Factory Location: Kalamazoo, Michigan 
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gases issuing from a smoke 
stack or other suspected 
source of air pollution. The 
method involves radio-activa 
tion of a tracer substance that 
makes it possible to deter 
mine how much of the total 
pollution is caused by the 
emissions 
plant 
The technique fills a need 
important both to 
and to public agencies, since 


from a particular 


industry 


it can resolve disputes as to 
the relative responsibility of 
different sources and lead to 
constructive action directed 
toward the real _ offender. 
This is the first time, to my 
knowledge, that the neutron 
activation technique has been 


applied to air 


pollution 


studies 

The method involves in 
jecting shots of very fine 
powdered antimony oxide 


into the stream of gases issu- 
ing from a smoke or exhaust 
stack. At the same time auto 
matic air sampling instru 
ments operating at scattered 
locations are ready to pick 
up any of the tracer powder 
that chances to 
After testing 


sam sles are 
P 


drift past 
1S completed, 
collected from 
the various 
analyzed to determine the 


quantity of any 


instruments and 


tracer pow 
der caught by the instrument 
hilter then 
be made to see how much of 
the air pollution from the 
stack arrived at that location 
with other 


Calculations can 


as compared 
sources 


Fair Profits Are 
‘Wages of Business’ 


HERE is a point all of us 
can appreciate, and it was 
brought up by a man who 
should know what he’s talk 
ing about John J. Hall, 
president of the Richmond 
Div., Rheem Mfg. Co. Mr. 
Hall said: 

“Fair profits are the wages 
of business and are in the| 
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FAN-\1:3 


BASEBOARD ())22533:35 


aahionghlh 





EASY TO INSTALL IN J 
AND Vow HOMES 


Perfectly in keeping with an environment of 
beauty, charm and luxury, FAN-AIR baseboard diffus- 
ers are the “something different, something better” 
that you can offer in heating and cooling as your 
distinctive feature styled to fit snugly into the 
baseboard with a minimum of protrusion, leaving 
wall and floor space unobstructed ... with a neutral 
finish for painting to harmonize with or complement 
the color scheme of each room sturdily built of 
20 gauge steel and engineered to satisfy the standards 
of good heating and cooling . . . easily installed, with 
built-in balancing dampers and instantly adjustable 
hoot openings. These quality products bring depend- 


able profits. Ask your Jobber ... or write. 


FAN-AIR 
COMPANY 


DOWAGIAC 





MICHIGAN 


THREE SIZES: 3’, 5’, 8° 





the editor’s 
notebook 





interests of the consumers 
Competition based too heavy 
ily on price cutting ind less 


than reasonable ear: 


tually is harmful to the pul 
lic 

People don't 1 ssarily 
want the cheapest prices 
They want to get more for 


their money 


the same thing. Our 


bility as an industry ts 
preserve a climate that will 
let us continue to provid 
consumers with the tyy ot 
systems that will prov ul 
right te scry th 


Lack of Communication 
Major Employee Concern 


HERI in eye-opener for 
businessmen concerned abx 
good employec re lat ons A 
survey was recently made 


determine the attitud 


ward their companies of 281 
white collar my lovees whe 
had joined a union. As might 
xpected, about 35 

] , 

i id ] pay 
But that wasnt th hiet 
sour ot liscont Forty 

“pressed i. 
faction with the ick 

' 
ploy ommunications 

A sury \ 0 he! s ai r 
white collar employees dis 
losed that this wa t wor 


oncern to them also. Wh 


asked what they we 1 lik 
oO sti ly if L ourses 
wer offered the gy 
numt 39 percent 

plied mpany pol s and 


procedures 

These are compelling 
sons for improv 
communications If you 


would like to undertake ar 


mployee communications 
program, write the Chamber 
f Commerce of the United 
states, Business Relations 


H St 


Department, at 1615 


NW Washington 6, D.C 


EpITor 


AMERICAN ARTISAN, JUD 1958 

















AMERICAN ARTISAN, J 









rfect size for every home... 


2,3, 4 and 5 h.p. 


CENTURY REMOTE 
COOLING 





al 


There are cooling coils and cabi- 
net to match every Century gas 
or oil fired warm air furnace. 


Full Range of cooling capacities 
provide the right installation every time 


Century keeps you a step ahead of the industry with its wider 

range of cooling capacities. Your customers can count on the 

ultimate in carefree, quiet, automatic central cooling witha - 

Century air or water cooled remote condenser of “just right” :° You can counton 
capacity for each cooling demand. Write today for all the facts - 

on Century central cooling engineered for comfort and sellability. 


t Self-Contained Unit... - entury 
Gives you a central cooling - 


package for homes heated with . 

steam and hot water. Air- ° 

cooled condenser iscompletely :‘ for comfort 

wired, ready for installation ° 

with pre-packaged Fiberglas . : 
ducts any place from attic to eeeeneoea eee ee eeeeeeeeeeeseeeneeeeeeeene ee @ 


basement or crawl space. A CENTURY 


natural, too, for installation 


with present warm air furnace ENGINEERING CORPORATION 


Caer Cedar Rapids, lowa 
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Honeywell T86 Round. 


World’s largest-selling 
thermostat. Watch-like ac- 
curacy and 100% dust-free 
mercury switch insures 
trouble-free installations. 
Snap-off outer ring can be 
painted to match wall color. 





T832, Day-Nite 
Round. Thermostat with 


manual set-back for lower 


T852, Electric Clock 
Thermostat. ‘Turns heat 
down at night, up in the 
morning — automatically — 
at any pre-selected time. 
Controls cooling through 





economical temperatures 
night or day—and has auto- 
matic temperature pick-up. 
Controls cooling through 
a reversing relay. 





a reversing relay. 
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Sure you're sure when the units you install have all-Honeywell control 
systems. They're backed by over 70 years of proved dependability. What's 
more, Honeywell's systems-and-service way of doing business backs you 
up 100 percent, at no cost to you. You get easier installations; simplified 
inventories; fast help when and where you need it, from 112 sales-service 
offices; educational programs for your staff—and above all, far fewer 


costly call-backs. Added up, these benefits mean more profit from 





every job when your units have all-Honeywell controls. Ask your 


Honeywell man to prove it. 


For information on Honeycwell’s 

complete line of controls systems one we 
for heating and cooling, call 

your local Honeywell office, or 

write Minneapolts-Honeywell, 


Dept. AA-6-18, Minneapolis 8, H ° C e 

Minnesota. Honeywell sales and WW WE 
WONEYWELL 

service coverage is world-wide. 
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YOUR American-Stardard p|STRIBUTOR 


AIR CONDITIONING DIVISION 


STOCKS EXACTLY THE | 
» LIGHT COMMERCIAL 


Air-cooled and water-cooled units... = deal with a local distributor who’s always 
2, 3, 32 and 5 hp packages and add-ons ready to give you fast delivery. What's more, 








You can meet the requirements of any he’s an air conditioning specialist. He'll pitch 
light commercial installation from the com- _ in with valuable technical help whenever you 
plete line of air-cooled and water-cooled _ need it... arrange credit if necessary... and 
package units and add-on units made by he'll give you full cooperation on advertising 
American-Standard Air Conditioning Divi- and promotion. Contact him today for com- 
sion. No need to maintain a costly inventory __ plete facts—he’s listed in the yellow pages of 


.no delays in finishing your jobs—you your telephone directory. 
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CONVENTIONAL WATER-COOLED PACKAGE INSTAL- AIR-COOLED SPLIT SYSTEM INSTALLATION. Model AC-A 
LATION. Model CCA water-cooled package units are hand- outdoor air-cooled condensing units and Model RC-B blower 
somely styled, ruggedly built, extremely compact. The 5 hp size, equipped evaporator units combine to provide 2, 3 or 5 hp 
shown here, is only 42 inches wide; the 2 and 3 hp sizes only 25 capacity. Covered by 5-Year Protection Plan. The evaporator 
inches wide. All are competitively priced... all have 100° can be oe from any suitable location within the condi- 
hermetically sealed refrigerant circuits covered by 5-Year Pro- tioned area . . . doesn’t use any valuable floor space. Four-w ay 
tection Plan, and numerous engineering extras that mean top directional air-flow grille (optional equipment) permits precise 
performance, low operating cost. Units are factory assembled control of air distribution for maximum comfort. The evaporator 
for quick, economical installation. Your customer knows that can also be connected to ductwork. Your customer knows that 
American-Standard quality protects his investment. American-Standard quality protects his investment. 
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RIGHT UNIT FOR EVERY 
AIR CONDITIONING JOB! 
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AIR-COOLED PACKAGE INSTALLATION. Model ACP air- WATER-COOLED PACKAGE INSTALLATION WITH DUCT- 


cooled packages are available in 2 and 344 hp sizes; completely WORK. Placed adjacent to the conditioned area, the Model 
self-contained, combining under one jacket a powerful twin com- HCA-F blower-equipped package unit can be quickly and 
pressor assembly, cond enser evaporator and blower. Refrigerant economically installed with simple ductwork to air condition any 
circuit is 100°, hermetically sealed and covered by 5- Year Pro- small store, office or other commercial establishment . . . Avail- 
tection Plan. Unit can be located outdoors on roof, as shown, or able in 2, 3 and 5 hp sizes, compactly designed, sturdily built. All 
installed through or against any outside wall, with or without have 100°, hermetically sealed refrigerant circuits covered by 
ductwork for air distribution. Your customer knows that 5-Year Protection Plan. Your customer knows that American- 
American-Standard quality protects his investment. Standard quality protects his investment. 


YOUR AMERICAN-STANDARD* AIR CONDITIONING DIVISION DISTRIBUTOR 
OFFERS THESE 15 BASIC SALES ADVANTAGES 


1 Complete Line—Heating and Air 6 National Advertising Support 12 Consumer Time Payment Plan 
Conditioning 7 Liberal Co-Op Advertising Plan 13 Sales and Technical Help From Field 

2 Famous Brand Name 8 Outstanding Sales Promotion Materials Experts 

3 Competitive Prices—Superior Quality 9 Complete Product Literature 14 Dealer Training Schools 

4 Factory Tested Units 10 Strong Dealer Identification Program 15 Financial Cooperation From Your 

5 Complete Stock at Loca! Distributors 11 Phone Book Trade Mark Identification Local Distributor 





* Amenican-Standard and Standard ® are trademarks of American Radiator & Standard Sanitary Corporation. 


American-Standard 


AIR CONDITIONING DIVISION 
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Now up to 10 feet long! 











2’ LONG 








Cuts Assembly Timel Part of a Complete Line of 
Standardized Fittings 
Saves Space in Your Warehouse! 


Milcor Furnace Pipe and Fittings save you money — help you do a better 
job faster. Because they are precision-made, they fit together easily. You 
get jobs that are snug, good-looking and stand up for years. You can stake 
your reputation on a Milcor installation! 


Call your jobber for prices, or write the nearest branch listed below. 


MIL LcOoR mene IED Stee! Family 


INLAND STEEL PRODUCTS COMPA Y 
DEPT. F, 4023 WEST BURNHAM STREET + MILWAUKEE 1, WISCONSIN « ITA © 
CH AGO VEL 4 . - 


e sft. Lo 











WHAT'S HAPPENING ... including Washington Letter 





Firms Optimistic Tite Pil ine ne 
On Prospects for 
Third Quarter i hg i: 


BUSINESS 


Pt 


‘ J05SE H NEAL 
New York Critry—In_ looking at th - 2 hon waned, B 


their companies prospects for the 


hird quarter of 1958, the majorit v 
thir juar t rity AW A R I) 





of the executives interviewed in the 
latest Dun & Bradstreet compilation . of ‘ kK rg” 
| CRI 
of businessmen’s opinions expected 4 
. a 
business would either equal or sur 
pass the comparable 1957 period 


(,00d sales are anticipated and steady Te Clyde MW. Barnes, Cditor 


prohts are toreseet Half of thos 
interviewed thought their profits ’merican “{rtisan 
the third quarter would equal those 


of las ei v hile Y percent hopes 
at year, while 29 hoped FOR OUTSTANDING JOURNALISM 


1937 


for an increase and only 21 percent 


expected 1 decline Nearly 80 





cent of the total number queried ex beak That me 
, ‘ies 


pected to need 


AMERICAN ARTISAN’S STANDARDS FOR RATING HEAIING SYS- 


orkers in the third quarter ol 958 . 
: TEMS was selected by Associated Business Publications as an outstanding 


on their pa IIs iT 

is they had wir payrolls a vea editorial contribution to the warm air heating and air conditioning industry. 

10 The 12 x 15 in. plaque was presented at a special luncheon in New York 
Continue P { City along with awards to 19 magazines representing other fields 


niques and specifications Manuals 


New SMACNA Program Offers now available are Gutters and Down- 


spouts. Skylights and Ventilators. 


Better Business Prescription and Flashings. A new manual on 


Duct Construction will be made avail- 





kien. tu The Sheet Met ind A new folder outlines the services able before the end of 1958. 
Air Conditionir Contractors Na provided by SMACNA. “Special Specific information for warm air 
tional Association has embarked or Study Reports” have been published heating and residential air condition- 
expanded program to provide a on Cost Allocation, Overhead in the ing dealer-contractors is available on 
Variety of assistance to contractors Sheet Metal Business. Forms of Bus these subjects: Municipal Warm Air 
ind dealer-contractors in the warn ness Organization. Mechanics Liens Codes: Lis ensing. Bonding. Re oistra- 
tir heating and sheet metal industry A Bookkeeping System. Insurance tion for Warm Air Dealer-Contrac- 
The services now availabk ncelude Reports, and Owner's Insurance tors: Certified Heating-Cooling In- 
business aids. technical brochures Several SMACNA committees are stallation Program; and Cooperative 
legal help, and assist e in forming engaged in matters having to do with Advertising Programs. 
local associations to serve loca labor problems Procedures have been Sheet metal contractors special- 
yroups set up by the group's national office izing in industrial ventilation work 
SMACNA serves contractors and and its assistant secretary in Wash are finding assistance in the informa- 
dealer-contractors specializi n res ington, D. C. to handle the labor tion being released by the committee 
idential sheet metal and warm. ait problems of members. These commit engaged in studying fume removal. 
heating, residential and commercial tees have produced information re waste material collection. toxic indus- 
air conditionin: ndustrial ventila lating to: Conditions of Agreement. trial gases. and plastic materials for 
tion, dust and fume control, and Welfare Plans in the Sheet Metal hoods and duct systems. 
sheet metal fabricatins Industry. Travel Pay. Paid Vacations. \ copy of the booklet “Your Pre- 
SMACNA has found that each of and National Agreements scription for Better Business” may 
these groups has separate and dis Committees made up of contra be obtained by writing to the Sheet 
tinct problems of its own, and the tors and dealer-contractors have Metal and Air Conditioning Contrac- 
issociation is set up to assist each worked to produce manuals dealing tors’ National Association. 170 Di- 
croup with its specific problems with sheet metal construction tech vision St., Elgin, Ill, 
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Now it’s possible to achieve both a visual and physical 
horizontal shadow line on the roof—with a Bermuda Roof 
of Follansbee TERNE. 


The distance between the shadow line can be varied to 
create the desired effect .. . and the effect will change as 
the sun moves and the width of the shadow line changes. 

The striking design of the Bermuda Roof can be adapted 
to all types of ranch designs and is finding widespread use 
in circular, triangular and hexagonal roofs. 


In addition to being a lifetime material, (there are many 
steel, installations of Terne in service for more than 100 years) 
pier wlan o<pagnace:s ag Gay vay tee + nal tad Follansbee TERNE can and should be painted—a distinctive 
we teat aoe advantage for color-conscious home owners. It allows a com- 
plete change of the exterior color scheme at any time. 











Follansbee Terne is carried in stock by 
~ ap Leading Sheet Metal Distributors Everywhere 


FOLLANSBEE 


STEEL CORPORATION 
FOLLANSBEE, WEST VIRGINIA 
Cold Rolied Strip Terne Roll Rooting Polished Biue Sheets and Coils 
Sales Offices in Principal Cities 
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announces 


Advanced New Air Cooled 
Summer Air Conditioning Units 


If you are seeking Air Cooled Add-On Units that are less 
complicated in design, more heavily constructed, easier 
to install and service — you can now have these advan- 
tages, and many more, with Luxaire — priced to give you 
a big jump on competition! 

The completely new Luxaire Air Cooled Condensing 
Units and Add-On Cooling Coils feature the same kind 
of ingenious design and excellent construction for which 
Luxaire is famous in heating. Put this excellence to work! 
Increase your cooling business and profits. See your 
Luxaire jobber today! 


2,3 and 5 H.P. Condenser-Compressor Units 

Built for extra years of trouble-free, heavy-duty performance, 
these all-new Luxaire Units have: 16 Gauge Steel, Zinc 
Coated Cabinet — Weatherproof Construction! Extra-large 
Condenser Coil! Efficient Centrifugal Blower! Top Air Dis- 
charge! Simplified Electrical Wiring! A Startlingly Low Price! 
Carry Underwriters’ Laboratories Label ! 


Revolutionary 
New 


ROUND or OVAL 
Evaporator 





A spectacular Luxcire development, the new Luxaire Round 
Cooling Coil affords exceptional advantages for add-on instal- 
lation in the plenum chamber, with: Lower, More Compact 
Size! Increased Cooling Surfaces in Less Space! More Effi- 
cient Condensate Drainage! Improved Mixing of Cooled Air! 

Available as an accessory with the new Round Coil, a 
new low-cost Snap Lock Plenum provides easy slide-in 
installation! Provides for future installation of coil, when 
used for heating only! Specially designed base is adaptable 
to wide variety of furnace sizes and makes! 


Assembled 


and Wired CS 
Gas Fired os 
Oil Fired 
Counterflow Horizontal! Furnaces 
Units 4 Oil Burning Sizes 


4 Gas Burning Sizes 





SPACES 
Assembled and Basement Type 413, 
Wired. Gas Fired Winter Air 415 
Oil Fired. Winter Conditioning Units : 
Air Conditioners Burn either 314, 
Ges or Oil 316. 











and 
New, Flat 
Horizontal - 
Flow Coils 





For duct installations the new Flat Cooling Coil is equipped 
with: Fully Insulated, Heavy Gauge Steel Cabinet with 
Baked Enamel Finish! Flanges for connection of Ducts! Con- 
venient Service Access Door! Built-in Condensate Drain Pan! 


Bel 


— 


Gas Unit 
Gravity Heaters. Combination Water Cooled 
Furnaces 5 Sizes Yeor ‘Round Add-On 
Burn either Air Condi- Summer Air 
Gus: OF tioning Units 


Conditioning 
Units. 3 and 
5 Tons 


2, 3or 5 H.-P. Air of 
Water Cooled. Burn 
either Gos or Oil 





THE 






@ 
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C. A. OLSEN MANUFACTURING COMPANY. .« e.varia. onto 


HEATING & AIR CONDITIONING UNITS 





Te boumseh engineering 


offers you a 


complete line for year-around air conditioning, 
priced to expand your market! 


By continuous improvement and expansion, Tecumseh hermetic compressors today represent 
the most complete and up to date line in the industry. And as an example of our constant 
cost reduction program, the Tecumseh 3 HP single phase compressor shows an overall price 
reduction of 24% since 1953 in spite of continually rising prices. 


Tecumseh compressors effectively utilize suction gas to dissipate motor heat — run smoother 
and quieter — deliver full capacity at 90° ambient with a 45° coil ... continue to cool 
even at 120°ambient or at 90% of rated voltage! Tecumseh mass production facilities offer 


economical choices of hermetic compressors in: 

* Horsepower ranges from 1 to 5 HP * Air or water cooled application ROTALOCK VALVI 
* BTU ratings from 10,700 to 62,500 * Low sound level operation 

* Internal and external mount models * Optional oil level sight glass 


*Single and three phase * Choice of tubes, solder valve, 
or Rotalock Valve 

Your best interests are continually served at Tecumseh. Write your Tecumseh District Office 

for the best solution to your central system requirements today! 


THE COMPLETE COMPRESSOR LINE—ENGINEERED 


Models 81516, B1613 Model B32P16 Models 874T16, B21T18 


1 HP, single phase, twin cylinder. 11,500 114 HP, single phase, twin cylinder. 16,- 2 HP, single phase, twin cylinder. 20,000 
and 12,350 BTU ratings. External mount, 500 BTU rating. External mount, air and 23,400 BTU ratings. External mount, 
air cooled compressors charged with F-22 cooled compressor charged with F-22. air cooled compressors, charged with F- 
Primarily designed for self-contained air Ideal for small attic installations, oper- 22. 2 HP compressors designed to broad- 
conditioners ated singly or in tandem, en the central systems market. 


The Leader Serving Leaders In The Air Conditioning And 


TECUMSEH PRODUCTS 


EXPORT DEPT. — P.O. Box 2280, 24530 Michigan Ave., 
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INDIVIDUAL SYSTEM REQUIREMENTS 


TO YOUR 


SINGLE PHASE <— THREE PHASE 


Models JE200, JB200, JE300, PJE300 
2 and 3 HP, twin cylinder. BTU ratings complete flexibility, along with economi- 5 HP, single phase, four cylinder com- 
from 22,500 to 38,000. All models except cal mass production to fill the exacting pressor. 62,500 BTU rating. Charged 
JE200 charged with F-22. Internal mount requirements of the year-round aid con- with F-22. Fully hermetic external mount 
hermetic compressors available for air or ditioning customer, compressor for large residential air con- 
water cooled operation. Designed for ditioning and similar applications. 


Model FB500 


Retrigerat 


COMPAN Y MARION, OHIO 


West Dearborn, Michigan TECUMSEH, MICHIGAN 
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WHAT'S HAPPENING... 


including Washington Letter 





Research Residence No. 4 
Now Under Construction 


CLEVELAND—The National 
Air Heating and Air 


Association is 


Warm 
Conditioning 
building a new re 
search residence 
of this kind 


of the newer 


its fourth project 
in Lincolnshire, one 
building development 
sections of Urbana, Ill. Construction 
and operation of the new research 
residence is under the supervision 
and direction of the association's re 
search staff at the 
Illinois. Completion is scheduled for 
July 1. 


Research Residence No. 4 will be 


University of 


an eight room, two and a half bath. 
split level home containing four bed- 
rooms. 2000 sq ft of floor space and 
a double garage. It will have cedar 
shingle siding. 2 in. of wall insula 
tion and 4 in. of ceiling insulation 
(typical of present project building 
insulation practices), storm sash dur- 
ing the heating season. and double 
glass doors between dining room and 
patio. 

Scheduled for study are such prob 
lems as air interchange among levels. 
drafts, 


seasonal load variations on 


each level. heating rooms over the 
garage. ete 


will be 


sonal and year ‘round basis 


Fac h of these proble ms 


investigated on both a sea 


Two supply duct systems will be 
built in, one with perimeter air out 
lets on all levels, and the other with 


high sidewall or ceiling outlets on the 


More HIC Promotion 
Material Now Available 


New York City A third group 


f advertising and display materials 
lo help local Home 


ouncil members make the most of 


Improvement 


the council’s national promotion has 
been mailed to approximately 1000 
dealers and others who have signed 
up as local HI Included 


are a suggested 


members 


window banner. 


press release. radio and ty 


spots. 


counter card and lapel buttons 


upper level. There will be several re- 
turn systems also, one with only one 
grille at each level, and the others 
having a return duct from each 
room. The lower level is slab floor 
construction, with ducts embedded in 
the floor. The middle level is over a 
crawl space, and the upper lever is 
over the garage, instrument room 
Design of the 


building will enable the blocking off 


and the utility room 


of portions of the house so that stud 
ies can be made of vear ‘round ai 
conditioning problems in single, one 
level, two-level or split level homes. 
as well as those with a slab on the 
ground floor, a crawl space or a 
basement. 

Researt h 


will include 


six miles of wires built into the struc 


equipment 
ture to provide instantaneous tem 
vrature information from more than 
| 

100 points inside and outside the 


house. within the walls, floors. and 


other parts of the house and from 


components of the year ‘round ai: 
conditioning system. These wires will 


connect with recording instruments 
and panels in one section of the gar 
age so that research engineers may 
study how the plant is functioning 
First cooling investigations will be 
conducted this summer: first heating 


investigations next winter (1958-59) 


Business Firms Plan To 
Match 1957 Spending 


(Continued trom page 19} 
According to the American Man 
agement Association. leading busi 


ness firms expect to match or top last 
vears figures for sales volume and 
AMA 


findings of a 


capital expansion during 1958. 
says that preliminary 
recent survey indicate that firms will 
spend as much or more money this 
vear than they did last vear on direct 
sales effort. advertising and sales 
promotion, research and product de 


velopment. 


i¢ ontinued from page 


Trends Point to 
More Housing, 
Better Buys 


Wasnincton, D.( 


19) 


Trends in the 
current real estate market point to 
better housing opportunities — for 
according lo 
FHA Commissioner Norman P. Ma 
son. Speaking in Atlantic City before 
the Central Atlantic 
ference, Mr. Mason stressed factors 


in the current picture that he believes 


American families. 


Appraisal Con 


not only encourage the building of 
more homes but help to give the 
buver a better house for his money 

The lowering of FHA down pay 
Mason said. 


bring more 


ment requirements, Mr 
has brought and will 
families of limited means into the 
market FHA 
applic ations took place following the 


\ sharp Increase in 


easing of last vear’s tight mortgage 
money situation. with the volume for 
April being the second 


the history of the agency 


highest in 

Existing 
home applications reached a total of 
17.860, a new all time record, while 


new home covered 


applications 
1.610 units. the highest figure since 
April 1955. Reports from FHA field 
offices also indicate an increase it 
builders’ 


plans lor lower 


priced 
homes 
In order to give faster service on 


I H \ held ofhe es now 


have permanent 


applications, 
panels of fee ap 
praisers available for help in smooth 
peak workloads, Local ap 


praisers are also being called on for 


ing out 
service in small towns where the ex 
Certified Ageney Pro 
gram of the FHA is being tried out 


perimental 


Construction Costs 


Continue to Rise 
New York City KF. W. Doder 


Corp. reports that building construc 


) 


tion costs went up 2 percent for the 


12 months ending in March. Costs 
are expected to continue rising at the 
rate of about 1 percent every four 
months. or 3 percent for 12 months 


(More news on page DBR) 


pag 
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RIMSET... 


today’s 
easiest-to-set, 
easiest-to-read 
thermostat... 
you simply 

dial the rim! 





PENN HEATING CONTROLS 


You always fulfill your promise of carefree, 



















O k sw dependable gas heating comfort with Penn con- 
“ : trols. They incorporate the “extras” to create 
prog ; better-satisfied customers for you! 
ae For example, the Penn RIMSET has features 
your customers want and can’t get with any 
other thermostat. It is easier to set... you 
simply dial the rim ... the scale remains 
stationary and is always easiest to read. There 
are many more advantages. Try Penn on your 
next heating job! 
Type 926 gos va T Type 520 liquid expan- 
straight-through ” sion combination fan 
ond vertical self g and limit control with 
seat. Pressure re quick calibrated dials for 
and ts rilat warm air furnaces. 





PENN CONTROLS, INC. cs. .isr 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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Dodge can tell you today 
what’s going to be built tomorrow 


Area 





looking 


* WHO'S GOING TO BUILD iT 

* WHERE IT’S GOING TO BE BUILT 
* WHEN BIDS ARE DUE 

* WHO'S BIDDING 


e WHO GETS THE JOB 


Moreover — by keeping you informed day by day 
on new construction activity, Dodge Reports 
reduce time spent chasing down rumors and 
making fruitless solicitations — help you concen- 
trate on active business. 

Dodge Reports not only supplement you. own 
knowledge of what's going on, but insure that you 
don’t overlook a good opportunity from a source 
you may rarely contact, and that you're not over- 
looked by those you do try to keep in touch with. 


F. W. Dodge Corporation, Construction News Division, Dept. 16068 
119 West 40th Street, New York 18, N. Y. 

I want to know how to get more new construction business 
Please let me see some typical Dodge Reports for my area 
I am interested in the markets checked below: 


House Construction 


Engineering Projects (Heavy Construction) 


Name 
Company 


Address 


for 
business ? 


General Building 


Dodge Reports cover every local market in the 
37 Eastern states. To make certain that you 
receive all the information you need in time to 
take action, over a thousand trained Dodge news 
gatherers total yearly more than 2 million per- 
sonal calls and 12 million phone calls on 138 
thousand regular sources of information — and 
many thousands of others who come into the 
market only once or infrequently. 

Whether your business is good, or you need 
work, it’s important that you have the oppor- 
tunity to go after the kind of business you like to 
get —that you have a chance to choose the jobs 
that could be most profitable for you. 

Send today for “Dodge Reports — How to use 
them effectively”, including the famous “Dodge 
Specification Form” that has helped thousands 
of others. It can help you select the kind and size 
of work that you can handle best, in the area that 
you can cover most profitably. 


Dodge Reports 


/ 
/ 
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PERIMETER "DIFFUSERS 























MODEL P-125... 








Today’s MOST ADVANCED DIFFUSERS .. . AT A TRULY COM- 


PETITIVE PRICE. Obsolete ALL others in APPEARANCE .. . DE- 
SIGN . . . PERFORMANCE! 
Because they ore FULLY ADJUSTABLE - « the new Titus 


MODEL P-125 diffusers are today’s only baseboard diffusers that 
con provide the proper throw and spread jor obtaining maximum 
performance from BOTH HEATING AND COOLING SYSTEMS. 


Years ahead in looks, too! New distinctive swept-line styling 
blends beautifully with any surroundings. 


New ECONOMY MODEL P-75 has same, superb styling and 
basic ADVANCED design os Mode! P-125 except does not have 
dual adjustment feature. CAN GIVE YOU THE CONTRACT 
AGAINST ALL KINDS OF PRICE CUT BIDDING BECAUSE THEY 
ARE BETTER LOOKING, ARE CONSTRUCTED BETTER, ABSOLUTELY 
OUTPERFORM COMPETITION. 


Both of these new Titus models have a large 32 sq. in. of 
free area. Both are quicker, easier to install. Provide lasting 
satisfaction ~ GIVE THAT EXTRA IN HEATING & COOLING 
COMFORT THAT MAKES AND KEEPS CUSTOMERS HAPPY. 


PROOF! 


7 Isovels from laboratory tests 
‘ . 

: prove Titus new adjustable 
perimeter diffusers FAR SU- 
PERIOR in PERFORMANCE! 
Dotted red line shows how 
cool air is forced to ceiling 
when Model P-125 diffuser is 
set for COOLING. Solid red 
line shows that when diffuser 
is set for HEATING warm air 
is diffused in broad pattern so 
it covers entire window or 
wall area. 









TITUS MFG. CORP., WATERLOO, IOWA 
[) Rush new free illustrated Titus Perimeter Dif- 


fuser Catalog 
[] Send name of jobber nearest me 
NAME 


COMPANY 


ADDRESS _ 


| 

| 
| 

| 
| 
é&e 
; | 4 








city STATE 
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WHAT'S HAPPENING... 


including Washington Letter 





SMACNA Reports on NLRB 
Union Hiring Hall Rulings 


Miami Fia.—Rules 
laid down by the National Labor Re- 


BEACH, recently 


lations Board relating to sheet metal 
heating 

labor 
contracts with unions to supply me 


through the use of 


contractors and warm air 


dealer-contractors who have 


chanics hiring 
halls were explained to chapter coun 


cilors and area advisers to the Labor 


Relations Committee of the Sheet 
Metal and Air Conditioning Con 
tractors National Association at 


tending the 15th annual convention. 


Attorneys R. S. Felhaber and Jack 
Demling (also assistant executive 
secretary) outlined the NLRB rules. 


which are: 

1) Selection of applic ants for re- 
ferral to jobs shall be on a non 
basis and shall not in 
be affected by 


bership, policy or requirements 


discriminatory 
any way union mem- 

2) The employer must retain the 
right to reject any job applicant re 
ferred to him by the union 

}) The parties involved must post 
in customary places complete explan- 
ation of the hiring hall arrangement. 
including the safeguards listed above. 

The NLRB went further and stated 
that even if these three requirements 
are met, the union and the employer 
will be liable for illegal 


crimination” in the actual operation 


“acts of dis- 


even though the language of the 
agreement is lawful. In other words. 
mere language is not sufficient the 


operation must also be lawful 
The sheet metal industry's Standard 


Form of Union Agreement as _ pre- 


pared by SMACNA’s Labor Relations 


Committee and approved by the 


Sheet Metal Workers International 
Association's national office for use 
by local unions should be altered to 


include the following 
1) Article I] 


to read: 


changes: 
should be 


“The union 


changed 
agrees to 
furnish the employer upon re- 


quest duly qualified 


jour ney- 


men sheet metal workers and 


registered apprentices in sul- 


ficient numbers as may be 
available. 
work 


contracted for by the employer 
in the 


necessary. if they are 
to properly execute the 
manner and under the 
conditions spe ified in this 
agreement, 


, of Article IV should 


be deleted. This section was in- 


section 


tended to relieve the employees 


from the obligation of belong 


ing to two unions under con 


ditions where legal union se- 
curity agreements exist and 
was never intended to have 
anything to do with hiring 


practices. In some areas, Sec- 
, of Artick I\ has 


interpreted to mean that union 


tion been 
membership is required before 
a journeyman can go to work 
outside the territorial jurisdic- 
tion of his local 
and for that should be 


deleted in order to avoid need- 


own union, 


reason 


less dispute 
Since the 
cle IV 


to-work”” states. 


Arti- 
‘right- 


enforcement of 
is illegal in all 
trouble can be 


at leting Artic le 1\ 


avoided by 


completely in right-to-work 
states. 

When the sheet metal indus- 
trys Standard Form of Union 


revised in 
1955. SMACNA suggested that 


all lo« al union 


Agreement was last 


“working rules” 


made a part of a labor agree 


be deleted. 


working 


ment by reference 


If certain “union 


rules” are desired as a part of 


the agreement. they should be 
specifically written into. the 
agreement as Articles and See- 
tions. subject to a check of 
their legality 

Employers and unions must 
understand that indirect prac- 
tices such as “referral slips.” 
“permits or “introductions” 


both 
trouble. 


can get employer and 


union in includin 


cases where any charge is 


made for the referral or pet 


mit. Under the present inter- 
pretations of the law it is legal 


for the 


man to a 


union to “introduce” a 
contractor for the 
of obtaining 


MUTT pose em lov 
pury I 


ment so long as the union will 


vive the same assistance in ob 


taining employment to non 
members as it does to members 
and so long as no charge or 
other condition is exacted from 
or placed upon the non-mem 
bers who are applying lor em 
But. it 


ployment clear 


that if a 


Is quite 


union does furnish 


inv “referral” service. for ex 
ample operate a_ hiring hall, 


the NLRB will 


service 


scrutinize that 


very closely to deter 


mine whether there is any il 
legal motive behind it. and any 
practices which tend to favor 
union members as against non 
union members will probably 


he ruled 


ployer who participates in the 


illegal. and any em 


discriminatory practices wil] 


be just as guiltv as the union 
SMACNA 


that 


informed its members 
more decisions resulting in new 
rules of this tvpe can he expected in 
that 


the future and contractors and 


dealer-contractors must continue to 


of NLRB and 


he prepared to comply with instruc 


study each new ruling 


tions issued 
Contractors can refuse to give em 


ployment to any job seeker, but the 


job seeke! cannot be refused work 
because he does not meet union re 
quirements oF union-contractor work 


agreements. 
| abo 


out that in the 


Attorney Felhaber 


past six 


pointed 
months 
drastic and far reaching changes 
have taken place in the sheet metal 
industry's labor contracts as a result 
of rulings by the National Labor Re 
lations Board. The situation. attorney 


Felhaber calls for week-by 


week exchange of information be- 


stated. 


(Continued on page 34) 
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New 
Steels are 


born at. 
Armco 





There’s no need to let 


a sudden shortage of stainless 


steel upset your work schedules. Just call your nearby 


Armco Distributor 
steel you need in stock 
from his 


If your requirements for 


ALABAMA 
BIRMINGHAM 
M. Tull Metal & oply C AB 
ARIZONA 
PHOENIX 
Ducommun Metals & ; 8 
CALIFORNIA 


BERKELEY 
Ducommun Metals & Supply - 
EMERYVILLE 
Electric Stee! Foundry 
LOS ANGELES 
Ducommun Metals & 
Electric Steel Foundry AB 
Earle M rgensen AB 
NATIONAL CITY 
Ducommun Metals & pply 8 
OAKLANL 
Earle M rgensen AB 
COLORADO 
DENVER 
C. A. Crosta, Inc. (A 
Electr Steel Foundry AB 


Metal Goods Corp. (AB 


CONNECTICUT 
HARTFORD 
The American Steel & 


Peter A. Frasse & Co., Inc. (AB 


teel Service Center 


‘hances are that he has the stainless 


ready for immediate delivery 


grade, size, or shape are out 


(A)—Sheet, strip & plate 


ILLINOIS 
n ra t & Wire C AB 
a8 t ery B 
KANSAS 
WICHITA 
Metal Goods Corp. (AB 
LOUISIANA 


NEW ORLEANS 
Meta! Goods Corp. (A 
The rieans Stee 


MAINE 
AUBURN 
Brown-Wales Company (AB 
MARYLAND 
BALTIMORE 
Seaboard Stee! & Iron Corp. (8 


MASSACHUSETTS 
CAMBRIDGE 
The American Stee! & Aluminum 
Corp. of Massachusetts (AB 
Brown-Wales Company (AB 
ndustrial Stainiess 
Steels, inc. (B 
FALL RIVER 


Congdon & Carpenter Co. (AB 


MICHIGAN 
DETROIT 
Sentral Steel & Wire Co. (AB 


MISSOURI 
KANSAS CITY 
Richards & Conover Steel Div. (A) 
NORTH KANSAS CITY 
Metal Goods Corp. (AB 
Metal Goods Corp. (AB 


E. E. Souther 


NEBRASKA 
MAHA 


Gate City Steel, in Omaha (A 


ARMCO 


Armco Distributors Will Meet Your 


Stainless Steel Needs in a Hurry 





of the ordinary, let your Armco Distributor know a few 


days in advance. He can usually obtain it without delay 


from Armco’s extensive mill stocks. 


If you don’t know the name of the Armco Distributor 
nearest you, just check this list. Armco Steel Corpora 
tion, 2268 Curtis Street, Middletown, Ohio. 


(B)—Bar and wire 


NEW YORK 

BUFFALO 
Peter A. Frasse & Co nc. (AB 
Seneca Steel Service Co. (AB 


SYRACUSE 


Peter A 





Frasse & C nc. (AB 


METROPOLITAN NEW YORK 
NEW YORK CITY 

Peter A. Frasse & Co., Inc. (AB 
HILLSIDE, N. J 

Edgcomb Stee & Aluminum 
LYNDHURST, N. J 

Peter A. Frasse & Co nc. (AB 
UNION, N. J 

Mapes & Sprow! Steel Co. (AB 


NORTH CAROLINA 
CHARLOTTE 
Edgcomb Steel Co. (AB 


OHIO 
CINCINNATI 
Central Stee! & Wire Co. (AB) 
CLEVELAND 
Cleveland Too! & Supply Co. (B 
Viking Steel C AB 
COLUMBUS 


Vorys Brothers, inc. (AB 


OKLAHOMA 
TULSA 


Metal Goods Corp. (AB) 


OREGON 
EUGENE 

Electric Steel Foundry Co. (AB 
PORTLAND 

Electric Steel Foundry Co. (AB 


PENNSYLVANIA 
PHILADELPHIA 

Edgcomb Stee! Co. (AB 

Peter A. Frasse & Co., inc. (AB 
PITTSBURGH 

William M. Orr Co., Inc. (AB 


STEEL 


YORK 
Edgcomb Steel Co. (AB 
York Corrugating Co. (A 


RHODE ISLAND 


PROVIDENCE 
Congdon & Carpenter Co. (AB 


TENNESSEE 
MEMPHIS 
Meta! Goods Corp. (AB 


TEXAS 
DALLAS 

Metal Goods Corp. (AB 

Moncrief-Lenoir Mfg. Co. (AB) 
FORT WORTH 

Maxwell Steel Co. (A 
HARLINGEN 

Moncrief-Lenoir Mfg. Co. (AB 
HOUSTON 

Metal Goods Corp. (AB 

Moncrief-Lenoir Mfg. Co. (AB 
LUBBOCK 

Moncrief-Lenoir Mfg. Co. (AB 
SAN ANTONIO 

Moncrief-Lenoir Mfg. Co. (AB 
TEMPLE 

Moncrief-Lenoir Mfg. Co. (AB 


WASHINGTON 
SEATTLE 
Electric Steel Foundry Co. (AB 


SPOKANE 
Electric Steel Foundry Co. (AB 


WASHINGTON, D. C 
York Corrugating Co. (A 


WISCONSIN 
MILWAUKEE 
Central Steel & Wire Co. (AB 


DOMINION OF CANADA 
MONTREAL, QUEBEC 
Firth-Brown Steels, Ltd. (A8 
TORONTO, ONTARIO 
Firth-Brown Steels, Ltd. (AB 
VANCOUVER, B.C 
Esco, Ltd. (AB 





FLORIDA 
JACKSONVILLE 
M. Tull Metal & Sug - 
MIAMI 
M. Tull Metal & 
TAMPA 
M. Tull Metal & Supply C AB 
GEORGIA 
ATLANTA 
J. M. Tull Metal & Supply C AB 
=— 
pRMCO 
\/t 
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Armco Division « She 


eld Division * The National Supply Company * Armco Drainage & Metal Products 


Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Stee! Products 
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7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More People — Four million babies yearly. | 


5 popula- 
tion has doubled in last 50 vears! 


And our prosperity curve 
has always followed our population curve. 

2. More Jobs—Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 

3. More Income 


Family income after taxes is at an all-time 
high of $5300 


is expec ted to pass $7000 by 1975. 

4. More Production—U.S. production doubles every 20 
years. We will require millions more people to make, sell and 
distribute our products. 


5. More Savings — Individual savings are at highest level 


ever—$340 billion—a record amount available for spending. 


AMERICA ALWAYS OUTPERFORMS ITS PROMISES 


We grow so fast our goals are exceeded soon after they are set! 








6. More Research — $/() billion spent each year will pay off 
in more jobs, better living. whole new industries. 

7. More Needs 
than $500 billion worth of schools, highways, homes, dura- 
ble equipment. Meeting these needs will create new oppor- 
tunities for everyone. 


In the next few years we will need more 


Add them up and you have the makings of an- 
8 other big upswing. Wise planners, builders and 
buyers will act now to get ready for it. 


FREE! Send for this new 24-page illustrated 
booklet, “Your Great Future in a Growing cae 
America.” Every American should know these 

facts. Drop a post card today to: THE ADVER- 
TISING COUNCIL, Box 10, Midtown Station, 
New York 18, N. Y. 


ma 


Growing America 
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I QUICK 
e INSTALLATION 







QUICK-CONNECT TERMINALS offer 
@ more rapid wiring method, yet do 
not interfere with conventional studs. 


SPEED NUT welded inside shell of 
G-E fhp motor permits fast outside 
connection of conduit fitting. 








te He. mag 


= 
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BETTER 
e PERFORMANCE 





SUPERIOR MYLAR® INSULATION (right) has 
35 times the moisture resistance of ordinary 
paper insulation, resists effects of heat and age. 





OLD STVE 6G-E FORM & 
MOTOR MOTOR 





DOUBLE LUBRICATION LIFE provided by 50% 


more oil, and efficient oil retention system cuts 
maintenance to a minimum. 


G-E BLOWER MOTORS 
PROVIDE . 


ae 3 Ways 


to cut your 
installation 
and service time 





LOCAL 
Do SERVICE 








= 
= ees 
I9T)33 
ie 


PROMPT REPAIR SERVICE through General 
Electric's network of Small 


Stations is as near as your telephone. 


Motor Service 





REPLACEMENT MOTORS are also available 
locally. G-E Form G replacement motors pro- 
vide top-quality, long-life performance. 


*Reg. trade-mork of DuPont Co. 


FOR MORE INFORMATION ON G-E FHP MOTORS, WRITE SECTION 702-51, GENERAL ELECTRIC COMPANY, SCHENECTADY, N. Y 


GENERAL @@ ELECTRIC 












NOW... | 
FROM ALCOA! | 


AN ENTIRELY NEW 


GUTTER AND 


_ 






























Joints Riveted and Cold-Sealed 
on the Job, Easily, Quickly. 
Alcoa’s patented joint sealant 
and exclusive riveting method 
provide tough joints that with- 
stand heavy loads of ice or snow 
without pulling apart or loosen- 
ing. Hot soldering on the job 
or in the shop is ended. 


Modern, Simplified Fittings for 
Faster Installation. The exclusive 
Alcoa design eliminates one- 
third of the fittings you normally 
use! Miter section is new, sim- 
plified, easier to use. Now you 
can head for the job without the 
old-style corner and downspout 
sections, slip joint connectors, 
strap hangers and gutter spikes. 
No hot soldering either. Alcoa 
fittings fit snugly, assure a better 
looking job. Fewer fittings and 
joints mean less work for you. 
































TT 














Two Special Hanging Systems to 
Do the Job Right. Fascia apron 
and bar hanger for replacement 
installations, roof apron and 
strap hanger for new construc- 
tion. Both hangers allow the 
gutter to expand and contract 
with changing seasonal temper- 
atures. Because Alcoa gutters 
are “free-floating,” joints can't 
pull apart. Back of gutter is 4” 
higher than front to protect 
the roof and shingles against 
backed-up water. 
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DOWNSPOUT SY 


Easier to install, extra strong, better looking 


Here’s the extra-heavy Alcoa® Aluminum gutter and downspout system* that goes up faster and 
easier—with on-the-job riveted and cold-sealed joints. It’s a rigid, watertight system that outmodes 
the ready-made systems you've been working with. Check the features highlighted here—strongest 
gutter on the market, entirely new hanging system, exclusive riveting and sealing method, simplified 
fittings, and clean, attractive lines that homeowners want. 





PRECISION-MADE GUTTERS, FULL .032” THICK. This gutter is made to ~~ 


stand up—you can lean a ladder against it when you have to. It’s 


’ 
wo 
- 





manufactured to !¢,” tolerance. Joints fit and seal better with less ‘ 

work. Alcoa gutters are available in 16-ft lengths that help speed up : 

the job, eliminate joints. Size is standard 5”. Available in either OG 

or half round with plain or embossed finish. 

ey ; O32 SHEET 
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Made of Durable, Extra-Heavy Alclad Aluminum. Alcoa Aluminum 





gutters are a full 20 thicker than other ready-made aluminum = 
gutters sold today! They're superior because they're alclad—made ALCOA ©. 
with an especially durable, corrosion-defying surface. The Alcoa ALUMINUAA 


Anweermee Comrany OF ameeen 


Aluminum gutter and downspout system is made to last! 
“ALCOA THEATRE” 
NEW TESTED AND PROVED JOINING METHOD Exciting Adventure 


r cit ves 6 = “ae Alternate Monday Evenings 
Alcoa Gutter Seal. The result of **Pop”’ Riveter. Simple to load, no- fh 1 
thorough Alcoa research and simple to use. Operates like a hee Ome, 
i - 





testing. Joints are easily bonded plier. Loaded riveter inserts into 
by applying sealant to over- hole. Then pressure is applied 
lapped surfaces, fitting and with one hand and joining ; 
riveting. Joints stay watertight. surfaces are riveted tight Ask your distributer or local metals supply house for new Alcoa Aluminum Gutters and 
Downspouts. Mail coupon today for detailed information 
| Please send me complete information, including installation dota, 
| on new Alcoa Aluminum Gutters and Downspouts. 
| Aluminum Company of America 
Ey | _1957-F Alcoa Building, Pittsburgh 19, Po. 
\ 
“ f Nome 
_ | Firm 
4 | Address 
j | City State —— 
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WHAT'S HAPPENING ... including Washington Letter — 





Surveys Indicate Big Air Conditioning 
Market, Point Up Lack of Sales Effort 


STAUNTON, Va.—Air conditioning 
is bought, not sold.” according to the 
Westinghouse Electric Corp. This 
conclusion is based on a survey r¢ 
cently conducted by the firm which 
indicates that 94 percent of the home 
owners who have purchased central 
residential summer air conditioning 
systems have never been called upor 
by an air conditioning salesman. 

A similar situation exists in the 
commercial and industrial market. 
according to a survey recently com- 
pleted by the “Freon” Products Div. 
of E. I. Du Pont De Nemours & Co 
The Du Pont firm surveyed establish- 
ments that are currently non-air con 
ditioned as well as those planning 
the installation of additional equip 
ment or 


replacement of — present 


equipment. Respondents — indicated 
that in most cases they have not been 
contacted by an air conditioning 
salesman. Only 30 percent of retail 
food and drug stores and 26 percent 
of eating-drinking establishments 
covered by the survey said they had 
been approached by a salesman. 
Poorest showing was in the personal 
business and repair service category. 
where it was indicated that only one 
in six or seven had been contacted by 


salesmen. 


Penalty for Violation 
Of New NLRB Rulings 


(Continued from page 28) 


tween SMACNA’s national labor 
committee and the area advisers lo- 
cated in all key labor areas. Unless 
necessary recommendations are pro- 
vided by the national labor commit- 
tee and put into practice by local 
labor committees, violations of the 
recent NLRB rulings are almost cer- 
tain and severe penalties possible. 
Members of SMACNA are being 
kept informed by their Labor Rela- 
tions Committee through the national 


office in Elgin. 
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The Du Pont company says that if 
survey respondents follow through on 
current plans, 1958 will see an in- 
crease of 20 percent in the number of 
commercial-industrial establishments 
equipped with summer air condition 

In addition to new installations. 
indicates. 


the survey 24.000 owners 


of currently air conditioned quarters 
plan to add to their present systems 
within the next vear. while 29.000 


owners intend to replace existing 


equipment. Preliminary findings in 
dicate that from a tonnag standpoint. 
the industry's greatest sales potential 
exists in the retail establishment cate- 
gory (food and drug stores, eating 
and drinking establishments, person- 
al-business-repair services) Based 
upon averages of the equipment now 
in use in such establishments. the two 
and a quarter million currently non- 
air conditioned stores and shops in 
that classification represent a poten 
tial of about 20 million tons of sum- 
mer air conditioning equipment 


At the Hot Springs. Va.. 


of the Air-Conditioning and Refrig- 


meeting 


eration Institute, a panel of “experts” 
concluded that the market for new 


homes is better today than it has 


been in many vears. and that manu- 
facturers of residential air condition 
ing, whose business has leveled off 
without achieving even 10 percent of 
the market potential. should devote 
more sales and promotion efforts on 
builders of new homes. The panel 
was of the opinion that if new homes 
are built with air conditioning. oldet 
homes will “come alone” with mod 
ernization work in order to keep up 


with the modern trend 





National Warm Air Heating 
and Air Conditioning As- 
th Annual 
convention is set for De- 
cember 4-5, Hotel Statler, 
Cleveland 


ae 
sociation's 

















Record Classroom 
Building Predicted 


WASHINGTON, D.C.—School — con 


Ac ‘ ording 


to the Chamber of Commerce of the 


struction continues high 


United States, a record is indicated 
in 1957-58 school vear bond sales 
which provide for 70.300 classrooms 
Other 


( hambx r says 


methods of financing the 


probably will add 30 


percent to this figure 


FNMA Launches Program 
For Lower Priced Homes 


Wasnincton, D. ¢ The Federal 
National Mortgage 


established a Special Assistance Pro 


Association has 


gram for the purchase of low and 
moderate priced housing mortgages 
of $13.500 or less that are insured 
by the Federal Housing Administra 
tion or guaranteed by the Veterans 
Administration. 

The program went into effect April 
| As of April 24, 
FNMA . resident J 


man, the association had entered into 


according to 
Stanley Baugh 
commitment contracts totaling $63. 
181,000 for the purchase of 5389 
government backed mortgages cover- 


ing this type of housing. 


What Makes Home 
Ready for Cooling? 


CLEVELAND—A_ suggested policy as 
to what characteristics of a warm 
air heating system should be con 
sidered essential in order to identify 
that system properly as “ready for 
the addition of cooling” has been 
issued by the National Warm Ai: 
Heating and Air 
sociation. Prepared at the request of 


FHA, by 


association with FHA representation 


Conditioning As 
a special committee of the 


and approved by the association's 
board of trustees, the suggested pol 
icy has been submitted to FHA for 
its consideration. Listed are qualifi 
cations covering: 1) structure and 
air distribution utility 


and 3) equipment and ac- 


system; 2) 


services: 


cessor ies, 
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the quality tellis...the quality sells 
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aai-> 41 e)i-mer- Tale) compact— 
fastens to ceiling ols 
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Easy solution to a wide range of 


residential and commercial 


new 


cooling problems... 


COMPACK 


“packaged” waterless cooling conditioner 


This versatile new cooling conditioner lends itself to 


an exciting variety of cooling applications 


meets 


your need for maximum cooling efficiency in little or 
no floor space at all! 

It is designed for free air discharge or use with a 
may be suspended overhead or posi- 
tioned on the floor. Waterless operation assures quieter, 
thriftier operation—establishes a new concept of cooling 
performance. The complete re- 


duct system 











Janitrol “Compack” 
in parallel with 
warm-air “up-flow” 
furnace completes a 
year ‘round comfort 
system. 


Janitrol “Compack” 
blower coil unit with 
up-flow furnace in first 
floor closet or utility 
room. 


Janitrol “Compack”’ 
in attic—cools entire 
house through small 
ducts feeding dif 
fusers near ceiling 
of rooms below. 


or 


ing 

noise 
Janitrol Compack 
Janitrol’s complete line of con- 
ditioners for cooling and heat- 
ing-cooling applications. Ask 
your 
for full details. 





frigeration assembly is housed 
in 
that’s engineered for comfort- 
cooling with outside air tem- 
peratures to 125° F. 

For your next residential 
commercial job, 
controlled, high-efficiency cool- 
free from objectionable 


remote air-cooled unit 


provide 


and drafts with the 
one of 


Janitrol representative 


In basements with 
y low headroom, 
““Compack” saves 
space—may be 
suspended from 
joists and utilize 
existing warm air 
ducts through a 
by-pass system. 





“Compack” installed 
———<— overhead in an office. 
Whisper -quiet, it never 
intrudes to disturb 
busy people. 


“Compack” feeding a 
duct system in modern 
store. Several “Com- 
pack” units can be com- 
bined to meet a vanety 
of cooling needs—pro 
vide zone control where 
desired. 


“Compack” installed 
upright on the floor in 
restaurant. Draftless, 
free-air discharge 


ARCHITECTS, ENGINEERS AND 
ote] mai? Vengo). t-mal, ifel- i 7 wale), me). aril ed = 


Write today for complete specifications on Janitro!l cooling and 


heating in buildings of every type. There’s no obligation. 
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SRA-7—22 


000 btu 
SRA-9—35,000 btu 
A-401 and 403—47,500 btu 
SRA-11—58,500 btu 
A-603—76,000 btu 


WIN-SUM-MATIC 


Year ‘round 
conditioner 
Combines thrifty gas 
heating, waterless cool- 
ing in little as 3-3/5 
sq. ft. of floor space 
Famous 20 year war- 
ranted Dura-Tube heat 
exchangers. Unique by- 
pass gives correct alr 
flow for heating and 
cooling without seasonal 
adjustments. Air cooled 
Pride O’ Yard unit is 
low, sleek, efficient . . 
ADD-ON cooling op- 
tion—install for heating 
only, add cooling later 
Upflow and downflow 
models, 80,000 to 
200,000 btu./hr to 
120,000 on down flow 
heating, 2 
76,000 btu./hr. cooling 


capacities * 


»? O00 to 


SRA add-on 
cooling 

Adapts most any warm 
air furnace for thrifty 
efficient central coo 
Cooling coil mounts in 





duct, beautiful air cool- 
ed Pride O’ Yard unit 
goes outside. Powerful, 
quiet performance with 
outside temperatures to 
125° F. Easy to install 
Waterless operation 
eliminates plumbing, 


sewage, water supply 
problems. 22,000 to 
76,000 btu./hr. Capa- 
cities * 

Gas-tired 


Duct furnaces 
Designed for installa- 
tion in a duct where the 
air is circulated by a 
separate blower. Espe- 
cially adaptable for in- 
dustrial heating appli- 
cations in combination 
with cooling. DUCT 
Series 55 in five sizes 
from 85,000 to 225,000 
btu./hr. Series 75 in 
sizes 200,000 and 300,- 
000 btu./hr. may be 
combined to _ provide 
unlimited capacity 
range. 
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CAPACITIES* 


*95° F. Dry Bulb air entering con 
denser, 80° F. Dry Bulb, 67° F. Wet 
Bulb air entering evaporator, ap 
proximately 400 CFM per 12,000 
btu 


In Canada: / Moffat Heating & Air © 











The OUTSTANDING EXPONENTS of 


EFFICIENCY — EXCELLENCE and ECONOMY 


For RESIDENTIAL and APARTMENT AIR CONDITIONING 
SELECT and ASK YOUR SUPPLIERS FOR THE FINEST— 


A SERIES DESIGN is OFFERED For EVERY COST LEVEL 
YOU NAME IT—U.S. HAS IT— GET The BEST and SAVE! 


U.S. PRESENTS—The UTMOST in QUALITY of REGISTERS the Most MODERN, Completely Equipped, and One of 
and GRILLES For HEATING and COOLING AIR CON- the LARGEST FACTORIES in the Register and Grille 
DITIONING at the VERY LOWEST COST LEVEL — From Industry. 








GET THE BEST— IT COSTS NO MORE— PROBABLY COSTS LESS 


U.S. PERIMETER and CONVENTIONAL AIR CONDITIONING REGISTERS — DIFFUSERS 
and GRILLES SET THE PACE FOR THE BEST FOR LESS— QUALITY CONSIDERED 







No. 153 A.C. Register Single Valve No. 256 A.C. Register Multi-Valve No. 249 Adjustable Multi-Valve 











No. 192-L Multifilex Register No. 105 A.C. Diffuser Register No. 175 A.C. Base Intake 


PLUS Complete Lines of STYLES of INTAKES and GRILLES to Complement all Supply STYLES 


REALIZE THE BEST and ECONOMIZE THE MOST — 
U.S. PERIMETER FLOOR and BASE DIFFUSERS 


, 


No. 1000 U.S. BASE DIFFUSER 











The NEW No. 1500 U.S. ROUND CEILING DIFFUSERS 
NOW AVAILABLE 


The NEW No. 2500 U.S. SQUARE CEILING DIFFUSERS , ’ 
L AVAILABLE VERY SOON 


IDEAL FOR RESIDENTIAL SYSTEMS — APARTMENTS — MOTELS — 
Low in Cost— Superior Quality. WRITE for Bulletin SS wv 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS e KANSAS ciTty ° ALBANY 
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Six Reasons 
for Turning to Ryerson 
for Steel 


Sheet metal fabricators tell us that these six reasons keep them coming 


back to Ryerson for galvanized and every other steel requirement 


1. Exact length on net weight basis — When your galvanized can be cut 
from stock width coils we can furnish 4 to 16-foot lengths in \” in- 
crements—with the savings of a net weight price. 


2. One sure source for all requirements — Nobody comes even close to 
equalling the size and variety of Ryerson stocks— whether steel is in 
scarce or plentiful supply. 


3. Highest quality—For example, bright, ductile galvanized sheets, 
uniform in coating and true to gauge, that work easily and form 
without danger of cracking or peeling! 


4. Correct weight —and fair prices year in and year out. 


5. Good packaging — Tightly banded steel, skidded with sound lumber, 
cuts labor costs, adds protection to the steel and makes handling easier! 


6. Absolutely dependable delivery — A priceless assurance when delays 
could mean idle workmen or even lost business. 


Next time you need galvanized —or any kind of steel—turn to Ryerson 
with complete confidence. 


€=) RYERSON STEEL 


Member of the <({0Ty'> Stee! Family 


Principal Products: Carbon, alloy and stainless steel—bars, structurals, plates, 
sheets, tubing— aluminum, industrial plastics, metalworking machinery, etc. 





JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
DETROIT + PITTSBURGH * BUFFALO * INDIANAPOLIS * CHICAGO + MILWAUKEE * ST. LOUIS * LOS ANGELES » SAN FRANCISCO « SPOKANE © SEATTLE 
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AMERICAN 


ARTISAN 


Putting Profit Into Air Conditioning 


DURING THE COOL SUMMER experienced in most parts of the country 
in 1957, many dealer-contractors sold summer air conditioning installations 
at only slightly above their cost in order to move the equipment they had 
purchased in advance to meet the anticipated needs of the peak season. 


7 seep 

= In our trips around the country during the past spring, we've talked 
with a number of dealer-contractors about their plans for this summer. Most 
of them expressed some concern about whether the low pricing schedule 
used in 1957 to move inventory would affect the selling price of systems to 
be installed during the 1958 season. 


The public has indicated that it wants central residential air condition- 
ing and that price is not a primary consideration. However, when home 
owners receive bids from several dealer-contractors, they are inclined to 
favor the contract showing the lowest price because they believe each con- 
tract represents the same type of installation. They want a good installation 
— one that will provide the comfort they believe they should have for their 
investment — and they want to be sure that the company making the instal- 
lation will service the equipment adequately if malfunctions should occur. 


These are two excellent sales points that the dealer-contractor can play 
up to his adv antage in his sales presentation for central residential air con- 
ditioning. 


The availability of replacement parts, from either the dealer-contractor 
or his wholesaler, is an important item that should be considered by the 
purchaser at the time he signs an order. 


The dealer-contractor's responsibility to provide good service is a most 
important obligation which he assumes at the time of the sale. The cost of 
maintaining an adequate inventory of parts and competently trained service- 
men must be included in the selling price of a central year ‘round air con- 
ditioning system. Submission of a bid without consideration of these two 
important ingredients is unfair not only to the dealer-contractor, but also 
to the purchasers of the system. 


Prices asked for central summer residential air conditioning, either for 
modernization of existing systems or for new installations, must include 
these expenses. Proper engineering, installation and servicing of central 
summer air conditioning systems are also expected of the warm air heating- 
air conditioning dealer-contractor by the public. Recent surveys indicate that 
over 80 percent of all central residential summer air conditioning installa- 
tions are made by warm air heating-air conditioning dealer-contractors. 
Therefore, it is up to this group, which has more experience than anyone 
in the residential air conditioning field, to set the pattern for both perform- 
ance efficiency and compensation in return for technical know-how. We be- 
lieve that the dealer-contractor who will sell all the advantages of central 
residential summer air conditioning and who points out the reasons why 
the price he asks is fair will continue to get the largest share of the market 
and a fair profit as his compensation. 











Air Conditioning Check-List Plays 


Dual Role in Sales Promotion Plan 





DIRECT MAIL PIECES composed around American Artisan’s Summer Air 


Conditioning Check-List provide strong prospect appeal. Elmer Love, president 


Love Sheet Metal Co., prepares a mailing piece for spring use 


CENTRAL RESIDENTIAL summer air conditioning sales are 
not made in any appreciable volume by those who do not 
have a sales promotion plan for locating prospects. This 
is the conviction of Elmer Love. Love Sheet Metal Co 
Indianapolis, who has built a plan on experience accumu 
lated during previous summer selling seasons and_ to 
which he has adapted American Artisan’s new prospect 
locating tool. the Summer Air Conditioning Check-List 
Mr. Love says the Summer Air Conditioning Check-List 
can easily be included in any established selling program 
He plans to use it in two ways: 1) as a direct mailing 
prece and 2) as a cold canvass presentation tu | 

As a direct mail program, he intends to send out about 
3900 copies within the Indianapolis metropolitan area 
Some of the people on his mailing list will receive only 
one copy of the check-list: others will receive as many 


as three copies during the summer selling season 





Direct Mail Makes Attractive Cooling Offer 





_- 
RETURNED CHECK-LIST provides an excellent opener 


sci 
Phe check-lists are sent with a covering letter specif 
for the salesman to make an appointment to discuss cen 


i cally designed to point out to the prospect the advantages 
tral summer residential air conditioning and explain 


effects of points prospect has checked of checking his air distribution system to see if central 











COLORFUL SALES PORTFOLIO proves an excellent 


loser after the salesman has demonstrated the equipment 


EVERY JOB IS ENGINEERED to meet the require- 
ments of the individual home. Howard Nixon checks the 
specifications 


This dealer-contractor is boosting add-on cooling 


sales volume by applying American Artisan’s con- 


sumer-directed promotion tool to 1) plant ideas in 


home owners’ minds by direct mail, and 2) add 


power and versatility to salesmen’s presentations 


in the showroom and in prospects’ homes 


esidential air ndit be added and to explain 
that Love Sheet Met { vill show him an economical 
vay I ! ng svstem to provide 
vear ‘round 

The letters are prepared at a commercial printing 
shop and mailed from th mpany's office. The mail- 
ng is timed to reach home rs during the 1958 cool- 


ng seasor wher ney ire the 


most likely prospects for 
this typ ot work 


Property Values Considered 


Three consecutive davs of | weather, Mr. Love be- 
lieves, will thoroughly convince prospects that they should 
have vear ‘round air conditioning in their homes. Pros 
pects are selected for the mailing list from a criss-cross 


directory which gives names and addresses and indicates 


whether the prospect rents or owns his home. Only home 
owners in the neighborhoods selected are contacted. 


Neighborhoods are selected for 


canvassing on the basis 


of property values, which is a fairly good indication of 
the approximate annual income bracket of a family. 

The effectiveness ota ferent mailing pieces is checked 
for pulling powel ind those that have the strongest 
An an A 


ippeal (as indicated by the number of sales) are con- 


tinued from one year’s program to another. 


Weather Dictates Campaign’s Intensity 


During hot weather, newspaper advertising is used 
five days a week. Ads are not inserted on certain days 
when most of the newspaper advertising is for groceries, 
department stores, etc. Neighborhood newspapers are 
used to reach residents of specific neighborhoods. All ads 
urge readers to contact the company for free copies of 
the Summer Air Conditioning Check-List. 

Ads two columns wide and 5 or 6 in. deep have been 
found to be the most effective and have the strongest 
pulling power. The company has also found that headlines 
which promise savings or reduced operating cost draw 
strong reader response. This fact has been proved time 
and again by checking keyed ads during previous sea- 


sons in similar programs. 


Follow-Up Call Produces Appointment 


When a prospect returns the check-list, the next step 


is a quick follow-up by telephone to ask some additional 


1] 


questions relative to the points checked in the spaces 
provided on the form. This gives the salesman an oppor- 
tunity to make an appointment to demonstrate equip- 
ment which fits the prospect’s indicated needs. 

Once the appointment has been made, a demonstra- 
tion of the equipment required is offered. Sometimes a 
prospect is invited to the office to see the equipment, 
and the closing sales presentation is made under ex- 


tremely favorable conditions in the showroom. 


Portfolio Pictures Comfort 


The closing demonstration found most effective by Love 
Sheet Metal Co. is a display featuring an illustrated port- 
folio that not only describes the equipment in detail but 
presents large color photographs that help the prospect 
visualize how the equipment will appear in his home. 

Salesmen have found that pride of ownership is one 
of the most important points to emphasize in developing 
the prospec t's desire for ownership of summer air condi- 
tioning. The prestige of being the first in the neighbor- 
hood to purchase a central air conditioning system ranks 
second. The third most effective point brought out in the 
sales approac h is the comfort created by producing the 
correct indoor summer temperature and humidity. 

In these presentations, salesmen find that most pros- 
pects insist on having the latest and most modern model 
on the market. 


Design, Engineering Stressed 


Another point emphasized in the sales presentation is 
the importance of proper engineering and adequate de- 
sign. The salesman informs the prospect that only through 
proper attention and consideration can the system be 
designed to meet his specific needs. Usually, installation 
of the system is postponed as long as three or four days 
(if competitive pressure does not prevent) on the tested 
theory that customer confidence is strengthened when the 
salesman points out that time is needed to engineer each 
job properly. The delay also permits better scheduling of 
work when a number of jobs are on order. The com- 
pany s management reasons that if the salesman promises 
to install the job the very next day, the customer might 
decide the job is easy to install and wonder if the price 
is excessive. He may also assume that the company’s 
services are not in demand, which tends to play down 
the prestige factor. 

Sometimes a prospect decides to postpone his order 
between the signing of the contract and the scheduled 
installation date. Mr. Love has found that a properly sold 
customer will seldom cancel his contract. This is espe- 
cially true if a down payment, no matter how small. has 
been made. 

After the system has been engineered to the customer's 
needs, it is scheduled for installing. The company has 
established from experience that installation of an add- 
on central residential air cooled remote system takes 


about 28 man-hours. All persons involved in the installa- 


12 


tion have their work scheduled and coordinated so that 
each of the workers sheet metal men, electricians, re 
frigeration and servicemen appear at the proper time 
to complete their portion of the work within eight hours 
This is another sales point brought out by salesmen. They 
point out that inconvenience to the home owner is mini- 


mized by coordinating the work. 


Check-List Used in Presentation, Too 


The usefulness of American Artisan’s Summer Air 
Conditioning Check-List does not expire with location 
of the prospect. It is used very effectively as a point of 
reference in the sales presentation. To keep each sales 
man’s approach from becoming “stale” through constant 
repetition, Mr. Love frequently gives him a fresh point of 
view to inject in his presentation. The check-list provides 


fresh viewpoints and conversation openers. 


Power Adjustment Is Safety Feature 


Experience has shown that when central residential 
summer air conditioning is added to an existing system, 
additional power usually must be provided for the equip 
ment. It has also been found in estimating that for th 
amount of work involved the electrical cost comes to about 
$1 per amp. For example, if a 100 amp system is being 
installed the cost involved is approximately $100; if a 
200 amp supply is installed, the additional cost over and 
above the air conditioning equipment installation is ap 
proximately $200. This figure is included in the bid but 
the prospect is told that this amount cannot be entirely 
charged to the addition of cooling equipment, because 
most residential electrical distribution systems are over 
loaded as it is, and installing adequate wiring in a house 
to meet the demands of electrical appliances added since 
the house was constructed must be considered as an 
overall safety feature. 

In selling central air conditioning svstems to people 
who plan to build new homes, salesmen are instructed 
to remind the prospects to tell the lending agency that 
their homes are being year ‘round air conditioned. in 
order to obtain the maximum allowance in the loan 
appraisals. 


Old Leads Followed Up in Spring 


Leads held over from the previous summer are con 
tacted at the beginning of the first hot spell of early 
spring. even though the warm weather lasts for only 
a short time. These leads have been found very fruitful. 

Spring service calls for heating systems also provide 
openers for discussion of adding summer air condition- 
ing. The servicemen, who usually have the best opportuni- 
ties on this approach, are instructed to advise heating 
service customers to consider the advisability of adding 
summer air conditioning to their present systems. Here 
again, the check-list is used effectively to emphasize the 


benefits provided by year ‘round air conditioning. 


AmerRIcAN Artisan, June 1958 








Budget Makes the Most 


of 


Modernization Advertising 


Setting up a well-planned budget is the only way to assure 


the full benefits of advertising and maintain some measure- 


ment of the effects of promotions. Here are some samples 


and suggestions for organizing a productive modernization 


promotion campaign 


THE RETURN ON MONEY invested in sales promotion a 
tivities is hard to estimate because of the intangibleness 
of the effect of successful sales promotion. However, it’s 
a recognized fact which cannot be written off as coinci 
dence that business people who employ planned advertis- 
ing programs enjoy healthy growth 
The success of any modernization program depends 
on the effectiveness of its promotion Modernization pros- 
pects must either be contacted at the precise time that 
something has caused them to realize their need for 
modernization, or be developed “cold” from the status 
of disinterested or uninformed home owners into that of 
customers. Only consistent and well-directed advertising 


can accomplish these objectives 


Start Cooling Promotion Early 


In the case of modernization of an existing air distribu 


tion system to accommodate central summer air condi- 


tioning equipment a prospect must be prepared in ad- 
vance of the first hot weather. To locate such a prospect, 


the dealer-contractor must promote the benefits of year 


‘round air conditioning early in the year. Modernization 
which includes central summer air conditioning must be 
continuously promoted to develop prospect interest and 
action. 

The analysis of sales promotion media is the most im- 
portant part of a dealer-contractor’s budget preparation 
because a budget must be directed and adjusted to fit 


local environment. 


Market Determines Media 


Dealer-contractors who analyze their sales promotion 
activities annually find that certain media used success- 
fully in some localities are ineffective in their particular 
areas. On the other hand, media which might have been 
unproductive in other areas could very well prove to be 
the most fruitful techniques in their sales promotion pack- 
ages. An example is the success enjoyed by an Indiana 
dealer-contractor who continues to use drive-in theater 
advertising because he finds it his most inexpensive 
source of good year “round air conditioning prospects. 


Yet many firms which have tried drive-in theater adver- 


TABLE 1—-SAMPLE BUDGET is starting point for effective modernization advertising campaign. Note 
that advertising percentage each month equals anticipated percent of annual sales for next month 


JAN 
Theoretical 


percent of 5 5 a a 14 
sales 
Theoretical 
percent of 
advertising 
budget 


5 9 9 4 12 
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FEB MAR APR MAY JUNE JULY AUG SEPT OCT NOV DEC 


12 8 9 10 8 6 5 


8 9 10 8 6 5 5 
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TABLE 2——-REALISTIC PROMOTION BUDGET breaks down heating and cooling expenditures by month to 
coincide with public interest. Totals show percentages and expenditures for comparison with sales 

















Jan Feb Mar April May June July Aug Sept Oct Nov Dec 
Redic ae ° «© wa.) SS. Se ee 180 180 a . 
c ° rs) 90 180 180 270 270 90 ° ° rs) 0 
4 
Televisi 
elevision c 
Daily H 120 120 120 120 120 120 300 900 900 450 120 120 
Newspaper Cc o 0 360 600 900 900 900 300 ° ° ° 0 
Weekly “ 
Newspaper Cc 
4 200 400 
Direct Mail 
; c 200 400 
Telephone H 20 20 20 20 20 20 20 20 20 20 20 20 
Book c 20 20 20 20 20 20 20 20 20 20 20 20 
Billboards . 
Exhibits oi 350* 
Cc 350* 
Special 4 
Promotion r 
Percent of H1% 1% 1% 5 3 5 3 9" 9% S% 1% 1% 
Budget ¢ 1/6 1/6 6 13%, 91, 10 10 3%, 1/6 1/6 1/6 1/6 
indies H 140 140 185 580 340 540 410 1100 1100 650 140 140 
cope ¢ 20 20 670 1550 1100 11960 1190 410 20 20 #20 #20 
— 160 160 855 2130 1440 1730 1600 1510 1120 670 160 160 
H = Winter Air Conditioning Cc Summer Air Conditioning 


*Annual Home Show 





tising in other areas have found that very little response 
has been attributable to home owners who were exposed 
to this type of advertising. 

Sales promotion budgets must conform with local buy 
ing habits. Usually dealer-contractors have only limited 
The 
object is to stretch this money by investing it in promo 


tional media _ that produce the best results. A 


amounts of money that can be spent on advertising 


dealer 
contractor in Springfield, Ill. uses direct mail, daily news 
paper, radio and telephone book advertising as his only 
This dealer 


contractor has an annual volume of $235,000 and spends 


sales promotion contacts with the public. 


5 percent for sales promotion annual cost of 


ior an 
$11,695, half of which is paid by the manufacturer of 


his heating and « 


ooling equipment 


Promote a Month Ahead of Peak 


The strongest sales promotion activity should precede 
by one month the peak periods of public interest in the 


products to be promoted. The first horizontal row in 


Fig. 1 shows the theoretical month-by-month contribution 


( percentagewise ) to a dealer-contractor’s 


sales 


of 


annual 


volume. This table has been checked in a number 


tt 


localities and has been reflective of the 


found relatively 
dealet 


in the 


amount 


the 


of work performed by 
Mason-Dixon line. Thos 
their annual volume is spread more evenly over the 


Phis of 


vails in these 


contractors above 


southern states find 


course is due to the moderate weather which pre 


localities and the longer summer air co 


ditioning season. Thus, to get the most return on his sales 
promotion investment. the dealer-contractor would sched 
ule the of the 


penditure s (second horizontal 


percentage innual sales promotional eX 


column in Fig. 1 lor any 
one month to match the percentage of total annual sales 


April, | | per 


cent of the ad budget would be spent for sales promotion 


for the following month. For example. in 
activities, because 14 percent of the annual sales volum: 
can reasonably be expected to be accounted for in May 
(The reason for this high percentage of sales in May is 


be ing 


of winter 


that central summer air conditioning systems are 


sold and installed at this time. and a number 


systems are being replaced and modernized 


Use 
Fig 


dealer-contractor and is a good starting point for com 


Sample as Basis 


. L is a theoretical budget recommendation for anv 
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parison ol his owt 


ratio ind lor Dui 


of his sales promot 


Springtield th 


total metropol tal 


Idi 


800. The Springfiel: 


tor s iles promotior 


OOO used a bud 
Radio spot anno 


newspaper wivert 


; 


his promotior pla 


doubled. and the 
nsertions. Direct 


each. Tel phone 


month. In additio 


i booth ! the int 


nee 


of his ads were t 


} 


' 


sales volume against his advertising 


ng his own chart for the allocation 


ion exper ditures 


roper has a population of 81.500: its 

1 population is approximately 131. 
{ dealer-contractor who spent $11,695 
btain an annual volume of $235. 
similar to that illustrated in Fig. 2 


ts cost him $3 per minute. Daily 


were 350 per insertion Most 

imns wide by 6 in deep. When 

ed for a larger ad, the width was 

id was issified in the budget as two 

pieces were charged at 10 cents 

1k advertising amounted to $40 per 

to these activities. the firm pure hased 
home show for 8700 


Heating, Cooling Expenditures Separated 


so { il 1 mv 
mita 1} 

it | th } 
total cost was s} 
Note th | 
levoted to sur 
direct I ii] | 
mailed. Two hu 
tir heat yuIp! 
pieces alee the 


THE HEATING, air conditioning and 


I 2 was broken down into 
tising heating and cooling. 
ymbols H and C heading each hori 
I booth. used during April. 
prod cts, and the 


1 betwee! the two categories 
March and April all direct mail was 
111 nditioning. During March. 200 


April, 400° pieces wer 


maui pieces promoting warm 
t went out in Mav. and in June 400 
subject of heating. were mailed. Both 


sheet metal check-lists published in 


the March American Artisan Mod- 
ernization Issue can be used as di- 
rect mail pieces, for presentation 
by salesmen, as giveaway items for 
home shows, etc. Designed to re- 


Chicago 2, 


mind home owners of their mod- 
ernization needs, the two-color 


check-lists are available at the fol- 


lowing prices: 


Quantity 


50 
100 
200 
300 
400 
500 

1000 
2000 
3000 
4000 
5000 


Standards cards are two cents each 


Awl \ 








letters in the heating direct mail campaign were directed 
toward preventive maintenance and outlined the advan- 
tages of cleaning the system immediately at the end of 
the heating season. Promotion of this type at this time of 
the year is expected to develop leads for replacement of 
existing furnaces, modernization of air distribution sys- 
tems and addition of summer air conditioning equip- 
ment in conjunction with heating system modernization. 

Telephone book ads were slanted toward both heating 
and cooling equipment and the monthly promotion cost 
of $10 was divided equally. 


Radio Promotion Varies with Seasons 


Radio promotion is used eight months a year. Radio 
spot announcements begin in March with 15 spots on 
heating and 30 on summer air conditioning. Spot an- 
nouncements are selected to follow popular local or net- 
work programs. Note that the number of spots increased 
to 30 for heating and 60 for central summer air condi- 
tioning during April. In May and June, heating promo- 
tion is dropped from the radio promotion program. In- 
stead, 60 spots (about two a day) featuring central sum- 
mer air conditioning are scheduled during May. and 90 
averaging three each day) are made in June. In July. 
one heating and three central residential summer air 
conditioning spots are scheduled each day. During 
August, heating spots are increased to 60. while central 
summer air conditioning promotion is reduced to one 
per day. After August, no summer air conditioning spot 
announcements are made. However, 60 heating spot an- 


nouncements are used in both September and October. 


To: The Editors 
American Artisan 
6 N. Michigan Ave. 


Please rush the following quantities: 


Heating check-lists 
Summer air conditioning check-lists 


Sheet metal check-lists 


























Cost Standards for Rating Heating Systems cards 
$ 0.85 Enclosed is my check for $. ... to cover reprinting costs. 
1.35 (Please print) 
2.70 Name 
4.05 Company 
5.40 
6.75 Street Address 
13.50 City and State 
27.00 
37.00 lam a dealer wholesaler manufacturer 
48.00 
59.00 other 








The number of announcements is based on listener 
response, as checked by a rating service which informs 
the dealer-contractor what program his audience has 
listened to and evaluates the appeal of the spot announce- 
ment. 


Newspaper Ads Geared to Public Interes 
N pay Ads ( 1 to Public Int t 


Newspaper advertising is used throughout the year. 
Note in Fig. 2 that newspaper ads are run on an average 
of once a week during January, February, November and 
December. This advertising is restricted to warm air 
heating. During March, an average of one ad per week 
promotes heating equipment and three additional ads pet 
week are used to sell central summer air conditioning. 
During April, May and June the firm runs one ad a 
week on central heating equipment; in April, five ads 
per week concentrate on central summer air conditioning 
equipment. May, June and July advertising is increased 
to one ad a day on central summer air conditioning. In 
August, the central summer air conditioning advertising 
schedule is reduced to 10 insertions which are placed 
early in the month. Note also in Fig. 3 that 30 heating 
equipment ads are run during August and September. 
This schedule is cut in half—to 15 insertions—in Oc- 
tober. 


Totals Show Percentages, Cash Outlays 


The three lower lines in Fig. 2 show the percentage of 
the budget spent for each type of promotion during each 
month. the subtotals of the actual amount of money spent 
each month for heating and for cooling and the grand 
total of money spent for each per month. 

In formulating a sales promotion budget, the dealer- 
contractor should remember that a company’s reputation 
is built not only on the quality of the installation and 
service work performed. but also on the number of 
prospects it contacts either directly or through indirect 
routes such as advertising. For this reason, repetition in 
ads is essential to establish and maintain in the public 


mind a company’s name and the services it has to offer 


This business principle is recognized as essential to the 


success of every level of any industry. 


Stick to Simple Point 


Advertisements, whether they be newspaper, radio or 
direct mail, should contain one basic idea and one strong 
selling message. If a number of messages must be told 
they should be treated separately. 

In every case the company’s name and_ telephone 
number should be prominently displayed to motivate 
prospects to call immediately for further information 
Another essential point to be brought out in planning 
sales promotion activities is that readers or listeners 
should be selected. Blanket coverage may not pay off be 
cause it reaches too many people who cannot be con 
sidered prospects for financial or other reasons. 

Originality is a prerequisite in any successful sales pro 
motion piece. It is necessary to separate advertisements, 
whether they be written or spoken, to make them stand 
out from those of other advertisers competing for the 
consumer's dollar. 


Several Ways to Check Response 


Dealer-contractors can check the effectiveness of their 
sales promotion activity by several methods of measuring 
public response. Keyed coupons can be used in news 
paper ads, and check-lists and other information can be 
offered to people responding to either the written o1 
spoken ads. Telephone numbers can be used for specific 
periods of time, then changed, to determine the effective 
ness of a sales promotion activity. Street addresses can be 
varied in different types of ads to find out the public's 
response to a certain type of appeal 

Every sales promotion plan requires periodic review 
ing. Successful dealer-contractors advise a vear-end check 
of the methods used to create public interest’ and 
acceptance. weighing ‘these methods against the results 
obtained during the year and readjusting the sales pro 
motion budget to coincide with the anticipated response 
for the vear ahead. 


Ohio Association Studies Profit-Loss Figures 


IN RESPONSE to a request by the Ohio 
Sheet Metal Contractors’ Association about 4 
News. many of the state’s sheet metal 
contractors have furnished informa 
tion which shows fairly consistent 
profit and loss figures for various 
sizes and types of firms. 


An estimate of the mean figure 
cal indicates that companies with 
$300.000 annual sales show a gross 


profit figure of about 26.5 percent. 
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Typical net profit before taxes is 


percent. Direct labor costs 
run about 35 percent and material 
costs about 38 percent. l percent 

In the $100,000 to $300,000 group, 
typical figures are as follows: gross 
profit, 28.5 percent; advertising, 2.5 
percent; telephone expenses, 0.0 per- 
not average, but more or less typi- cent; truck expenses, 1.5 percent; 
shop and office rent, 1.3 percent; of approximately 11 
business expenses, 0.35 percent; net 


profit. 7 percent. 


Companies in the under-$100,000 
group show a typical gross profit of 
approximately 32 percent. Less than 
was spent on advertising 
and very little was allocated for office 
salaries. Truck expense averaged 1.7 
5 percent; direct labor 31 percent; 
business insurance, about 1 percent: 
and shop rent 1 percent. A net profit 
percent was 
common for most of the smaller com- 


panies, 
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PRACTICAL APPLICATIONS 


for engineering, installing and servicing 


Review of refrigerant cycle shows: 


— Subcooling 


Superheating 


residential cooling systems 





Affect Components Capacities 


Familiarity with these two phases of the refrigeration cycle 


will help servicemen find, analyze and correct 


malfunctions in all parts of the air conditioning system 


AN UNDERSTANDING of the refrigera- 
tion cycle is essential for anyone en 
eaged in the air conditioning busi 


ness. Only through the ibility. to 


analyze symptoms of trouble can we 
expect to make the necess ary corres 
tions. Customers can't be expected to 


tolerate expense and = inconvenience 
because a serviceman lacks a com- 
plete grounding in the fundamentals 
of the refrigeration cycle. This month 


We shall focus attention on two 
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By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


phases of the cycle: 1) liquid sub- 
cooling and 2) suction vapor super- 
heating. 

The familiar pressure-heat  dia- 
gram is sketched in Fig. 1. To under- 
stand this diagram we must remem- 
ber that any common refrigerant can 
exist in at least two states liquid 
and vapor. We must also remem- 
ber that 


water as a liquid at 


atmospheric contain 


pressure can 


only a limited amount of heat and re- 


main a liquid. Further heating will 
cause it to become a vapor. Liquid 
with all the heat it can hold (before 
starting to change to vapor) is called 
saturated liquid. For a given pres- 
sure there is always a corresponding 
temperature at which liquid is satu- 
rated. Line L in Fig. | represents the 
amount of heat at saturation that a 
refrigerant 


certain contains in its 


liquid state. Thus, at pressures P, 


and P, a pound of liquid can con- 
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2 LIQUID REFRIGERANT IS SUBCOOLED with suction vapor t 
crease amount of heat the refrigerant can absorb in evaporator. This ar 


rangement can be used effectively in residential applications 


tain, respectively, /) and H/. Btu and at 


subcooled condition {’ can be 


no more. brought back to a saturated condition 
by either adding heat at pressure P? 
or by reducing pressure at constant 
heat content //,. 


We are now ready to say that liq 


Subcooling Defined 


Suppose liquid at point A and 


pressure P, is cooled below its satu- uid refrigerant which exists in any 


ration temperature (just as water at combination of pressure and_ heat 


atmospheric pressure might be cooled content that puts it in the region to 


the left of line L in Fig. 1 is called 


subcooled liquid. Refrigerant having 


below its saturation temperature of 
212 F). The final condition of the 


liquid might be represented by point 


any combination of pressure and heat 


1’ where the heat content is only H content which puts it in the region 


Btu per lb. Liquid at any tempera- between lines L and V., as shown. for 
example, by point B. would be a mix- 
ture of both liquid and vapor. Refrig- 


defined by 


ture less than the saturation tempera- 
ture for a given pressure is called 


subcooled liquid. Note that liquid erant conditions which 


put it on the line FO is called satu 
rated vapor. Refrigerant at point D”, 


for instance, contains exactly — the 
amount of heat per lb that is neces 


sary to vaporize all of it 


What Is Superheated Vapor? 


Like walter, 


changes to Vapor at a constant tem 


liquid refrigerant 
perature tor a given pressure Thus 
the temperature of saturated liquid at 
point { is the same as the tempera 
ture of saturated vapor at point D” 
If heat is 


D” there will be a rise in tempera 


idded to vapor at point 


ture. Vapor which has a temperature 
higher than that necessary for satu 


ration is known as 


superhe ited 
Points C’, D and D’ repre 


sent superheated 


Vapor 


Vapor since they 
higher 


than do thei respective 


indicate more heat (and a 
temperature 
saturation conditions shown 


as points 
C and D” respectively 

Let is now ipply I Y 1 to the 
ictual components which produce r 


frigeration. In i simple evele. refi 


erant might leave the condenser and 


enter the expansion valve as satu 
rated liquid at pressure P, as repre 
sented by point {. It leaves the ex 
pansion valve and enters the evapo 
rator at conditions represented by 
point B. Here the pressure is ?’, and 
the heat content is / 
from the heat content represented by 


Notice that point B is 
the region between lines / ind | 


no change 
point 1) 


This tells us that if we start with 

pound of liquid at point 4, we shall 
have less than a pound of liquid at 
point B since part of it will boil off 
to vapor as the pressure is reduced 
Vapor produced from liquid during 


t pressure reduction process is called 


flash 


gas. In certain” refrigeration 
systems, particularly low temperature 
systems, flash gas can seriously 
reduce evaporator capacity, and 


therefore. it must be removed from 


the liquid and piped back to the 


( ompressor 


Liquid Absorbs Heat from Air 


Getting back to our cycle. we have 
a refrigerant mixture of mostly lig 


uid but some vapor being fed into 
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What Is 
‘Air Conditioning’? 
True air conditioning pro- | 
vides comfort in all sea- | 
sons of the year, accord- 
ing to the American Soci- 
ety of Heating and Air - 
Conditioning Engineers. 
The ASHAE defines air 
conditioning as follows: 
“Air conditioning is the 
process of treating air so 
as to control 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the con- 
ditioned space.”’ 





simultane- 


the evaporator coil as presented by 
point B. In the evaporator the liquid 
receives heat from air which is being 
ooled. This heat iuses the liquid to 


boil and change to 
As each pound of refrigerant 


passes through — the evaporator it 

receives heat in the mount of H 

1, and becomes saturated vapor at 
) t ¢ w he re t < } n pres 

“OF [he mmpressor adds energy i 


ising the vapor pressure to P,. Note 


hat point J at which refrigerant 
eaves the compressor and enters the 

denser is the superheated 
ipor re fo! t pressure 
P.. the vapor at D) has a temperature 


Condenser De-Superheats Vapor 


two jobs: 1) It 


must first de superhe it the 


The condenser has 
vapor by 
cooling it from point D to point v" . 
2) Then it must condense the 
it D” to liquid 
plete the evel 


\ por 
it point 4 to com 
1B DA The 


heat removed by the 


total 
ondenser in 
inv evele is equal to the sum of the 
heat absorbed in the 
that added by the 


Consider 


evaporator and 
compressor 
igain what happens in 


In the {BC DA cvcle 


just described. we said that 


the evaporator 
reirig 
erant enters the evaporator at point 
B and leaves at point C. Each pound 


ot liquid converted to \ Ipor between 
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these 


points absorbs heat in the 
amount of // 1, Btu. The amount 
of heat a pound of refrigerant can 


absorb in the evaporator 1s known as 
the availability of the refrigerant. In 
Fig. 1, the availability can obviously 
be increased if point B moves to the 
left and point C moves to the right. 
For example, if refrigerant leaving 
the condenser at point { were further 
cooled to point 1’, we could have 


liquid entering the 


evaporator at 
point B’. Furthermore, if saturated 
refrigerant vapor were allowed to stay 
in the evaporator and absorb addi- 
tional heat. it would leave at point 
C’. The availability would now be H, 


H, Btu per Ib 


Add More Coil Surface? 


There are some practical factors 
we must consider in connection with 
the increased availability we are 


seeking. Suppose refrigerant enters 
and leaves the evaporator at points 


B and ¢ 


pound to absorb more heat, so we 


respectively. We want each 
begin to add more coil surface. Let 
us say the new surface is added to 
the outlet of the original coil. Vapor 
still leaves the original coil at condi- 
tion C and enters the new surface 
where it will pick up superheat until 
it reaches point C’. The additional 
surface we must add per Btu gain in 
superheating is much greater than 
the amount of surface per Btu of heat 
absorbed in that part of the coil 
where evaporation is taking place. In 
other words, it is not economical to 
use evaporator surface for absorbing 
superheat in the vapor in order to 
Actually, how- 


ever, some superheating (5 to 10 deg) 


increase availability. 


in the evaporator is necessary to as- 
sure that dry vapor and no liquid 


will enter the compressor. 


Consider Two Cooling Media 


Consequently, our best hope of in- 
creasing availability is to subcool liq- 
uid. The problem is how to do it. 
cooling 


Basically, there are two 


media that may be considered: 1) 
the condenser water. and 2) the cool 
suction vapor on its way to the com- 


pressor 


In normal condenser operation, liq- 


uid refrigerant must be drained 
from the water cooled tubes as fast 
as it is formed, to keep the tubes free 
for further condensing duty so they 
can maintain the desired condensing 
temperature. If the liquid were al- 
lowed to accumulate in the shell un- 
til the 


these 


lower tubes were covered, 


tubes with water passing 
through them would subcool the liq- 
uid. Since most condensers are not 
designed for this function, the liquid 
as formed can be expected to drain 
out of the shell in a saturated condi- 
tion such 


in Fig. 1. 


necessary 


as represented by point A 
In order to subcool, it is 
to provide an additional 
heat exchanger in which liquid re- 
frigerant can give up some of its heat 
to water. 

The temperature rise of the con- 
denser water passing through the in- 
side pipe of a subcooler is quite 
small: at 3 gpm per ton it is about 1] 
deg for 25 deg subcooling; at 2 gpm 
per ton the value is 1 deg for 17 deg 
subcooling, and at 1 gpm per ton 1 


deg for 8.5 deg subcooling. 


Pressure Drop Is Important 


The use of suction vapor to sub- 
cool liquid refrigerant also requires 
a heat exchanger. In the case of wa- 
ter, the pressure drop is usually of 
little consequence since water is gen- 
erally available at sufficient pressure. 
In the case of vapor, however. pres- 
sure drop between the coil and the 
compressor is vitally important be- 
cause of its effect upon compressor 
capacity. For this reason, vapor- 
liquid heat exchangers are usually 
made so the vapor passage imposes 
no more pressure drop than would 
an equivalent length of suction line. 
Pressure drop in the liquid passage 
affects only the pressure available for 
passing the liquid through the ex- 
pansion valve. The valve, of course, 
selected for the 


available pressure drop across it. 


can be expected 

Now let's take a look at the actual 
results that can be achieved by liquid 
subcooling. Considered by itself, sub- 
cooling always represents a thermo- 
dynamic gain. It is not always a net 


gain, however, as we shall find. The 
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exact gain can be calculated for any 


given combination of evaporator and 
condenser temperatures, but for prac 
tical purposes it amounts to about 0.5 


percent of capacity tor ¢ ich degree 


rf cooling. 

When water is used for subcooling. 
the lowest temperature to which liq- 
uid refrigerant can be cooled de- 
pends on the temperature of the wa 
ter available. When suction vapor is 


limited because of 


the difference in the 


the vapor and liquid. Because of the 


used, cooling Is 


sper ific heats of 
lower specific heat of the vapor, its 
temperature rise is greater than the 
temperature drop of the liquid for 
each unit of heat exchanged. The 


ereatest theoretical range of 


liquid 
subcooling in a counterflow cooling 
unit. therefore. is calculated as the 
ratio of the speci hye heats times the 


differs nee 


perature of the liquid and the initial 


between the initial tem- 


temperature of the vapor. In an ac- 
tual heat exchanger the range of sub- 
cooling would, of course, be less than 
theoretical. 

For example, suppose we consider 
cooling liquid refrigerant 12 at 105 
F in a heat exchanger with vapor at 
15 Fk. The ratio of specific heats of 
vapor to liquid for this refrigerant 
0.15/0.24 0.625. The 


theoretical cooling range of the liq- 


is roughly 


uid would be 
i.0 deg \ 
these conditions might be 25 deg, for 
a 121%, 


0.625 (105 15) 


practical limit under 


percent ¢ apac ity gain 


Superheating Affects Capacity 


We have 


does not always represent a net gain. 


said that liquid cooling 


When water is the coolant. there is 


always a net gain. When suction va- 
por is used as the coolant, however. 
anv gain might seem to be largely 


offset by the decreased pumping ca- 
pacity of the compressor. The com- 
pressor pumps a constant volume of 
vapor. The specific volume of the 
vapor would increase due to the tem- 
perature rise in the heat exchanger. 
This means that the compressor could 
handle fewer pounds of superheated 
vapor than of more nearly saturated 
Fewer minute 


vapor. pounds per 


means fewer Btu per minute. 


THIS SPECIAL SERIES 


...0n subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


ee 


IT ALL BEGAN 


| ... with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 


Once again. we want to find out 


what 


Many 


able heating of the suction vapor, as 


happens in actual practice. 


tests have shown that reason- 
might occur in the process of liquid 
subcooling. results in only an insig- 
nificant decrease in the capacity of 
small compressors with a bore and 
stroke of perhaps up to 1 in. In 
larger compressors superheating does 
have an appreciable effect on com- 
pressor capacity; therefore, any gain 
due to liquid cooling is offset almost 
entirely by the decrease in compres- 
sor capacity due to the resulting 
higher specific volume of the suction 
vapor. With larger compressors liq- 
uid subcooling must be accomplished 
by some external coolant such as 
water. 

The reason superheated suction va- 
por has less effect on the capa itv of 
a small compressor as compared with 
a large compressor is related to the 
ratio of the metal surface in the va- 
por passages in the compressor to 
the volume of vapor handled by these 
The smaller 


passages. compressors 
have considerably more metal surface 
per unit of gas volume than do the 
larger 


units. Because of the higher 


metal-area-to-vapor-volume ratio in 
the smaller compressors, the hot met- 
al surfaces have a greater unavoid- 
able heating effect upon cool incom- 
ing vapor than they do in the larger 


compressors. In other words, there is 


SPECIFIC PROBLEMS 


... treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW, 
PRACTICAL APPLICATIONS 


..+.to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 


of case histories, procedure 
outlines and specific ex- 
amples. 


more unavoidable su 


inherent and 
perheating is associated with small 
compressors than with large compres 
sors. Therefore, the effect of pre 
superheating vapor in a liquid-vapor 
heat exchanger is much less pro 


nounced in a small compressor. 


No Increase in Horsepower 


Liquid subcooling increases com 
pressor capacity without any increase 
in horsepower. Capacity is increased 
by virtue of the fact that availability 
in the evaporator is increased so 
more heat is absorbed by each pound 
of refrigerant handled by the com 
pressor. If liquid cooling were added 
to a given system, the evaporator 
pressure would drop, reflecting the 
increased compressor capacity. If the 
evaporator pressure were maintained, 
it would be necessary to add to the 
evaporator surface. 

In addition to being used to in- 


crease compressor capacity, liquid 
subcooling is sometimes employed to 
reduce flash gas in a liquid line in 
which there is a pressure drop or 
static lift 


valve. The 


ahead of the expansion 


expansion valve cannot 
function properly when it is fed a 
mixture of liquid and vapor. 

The use of liquid subcooling is 
largely a matter of whether the re- 
sults achieved can justify the cost of 


the additional heat exchanger needed. 
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NEW PRESIDENT Walter F. Limbach is flanked NEW DIRECTORS elected for four years are (1 to r) A. B. 


by “assistants” Clarence J. Meyer, treasurer (left) 


and R. K. de l'Etoile, vice president 


and Clovis Hendry 


Osgood, Harvey Anderson, Gilbert Dorsett, L. B. McConnell 


SMACNA Maps Industry Service Programs 
SS 


THE ENTIRE PROGRAM of the 15th an 
Sheet Metal 


Contractors 


nual convention of the 
and Air 
National 


to strengthening the sheet metal. air 


Conditioning 


Asso lator was dedicated 


conditioning and 


warm air heating 


industry. Committees and panels pre 


sented ideas, programs and_ plans 


whereby the msocialior wo ild ac 


‘ umulate and disse minate niorma 


tion that can be used by sheet metal 
contractors and warm air heating 
air conditioning dealer-contractors to 
build more profitable business organ 
izations, 

during the 
Miami Beach. 


included such sub 


Programs conducted 


convention, held in 
Fla. Mav 8-10. 
jects as: employers’ insurance, liai 
son committees, apprenticeship train 
ing, curtain wall panel construction. 
substitute materials for sheet metal. 
codes, 


duct construction methods. 


production fabrication, labor rela- 


tions, performance standards for 


heating systems, ventilating require- 
ments, local association promotional 
programs and many others 

New officers elected to serve for 
Walter F. Limbach. 


one year are: 
Pittsburgh. 
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ideas submitted at the 


president: R k. de 


. . . based on improved sales and management 


15th annual convention in 


Miami 


Beach to build profit for dealer-contractors 


Etoile. Cambridge. Mass.. vice pres- 
Clarence J Mev er. Buffalo. 
Wilder, Elgin, Ill.. 


secretary. Past 


ident: 
treasurer: J. D 
President 
Nat N. Leas. Fresno, will serve as a 


executive 


member of the board of directors 
New directors elected for a four 
vear term are: Harvey Anderson. 
Gilbert Dorsett, Dallas: 
Clovis Hendry. Baton Rouge, La.; L. 
B. McConnell. Lansing, Mich.; and 
A. B. Osgood, Minneapolis. Also 


serving unexpired terms on the board 


Chicago: 


of directors are: G. R. Cummings. 


EMPLOYERS’ IN- 
SURANCE plan was 
e i at general 
meeting and individ- | 
ually. Contractor F. 
A. Perkins (left) 
discusses pertinent 
point with insurance 
representative R. J. 
Moseley 


Meriden, Conn.: J. Frank Park, Los 
Angeles: L. Rav Brooks. Chattanoo- 
Waters. Rocky 
Charles W. Schmitt. 


va. Tenn.: Gordon 


Mount. N. C.: 


Rochester, N. Y.: Robert E. Peter- 
son. Kansas City. Mo.: M. T. Buck- 
ley, Wichita, Kans.; C. A. Pfahl. 
Akron, O.; Robert L. Bayless Jr.. 


Phoenix, Ariz.: Dion E. Mannen. 
Cleveland: D. E. Shytle. Washington, 
D. C.: and William Van Genderen. 
Denver. 


Convention delegates saw the com- 


pleted draft of the Duct Construction 









RECOGNITION for services as presi 
dent and director was given Nat N 
Leas (left) by Richard FE. Walsh on 


behalf of association, with presenta 


WISCONSIN DELEGATES and ladies’ auxiliary held their month 


ly district meeting during the convention 


tion of engraved and autographed 


plaque 


FUTURE TRENDS in. architectural 
sheet metal were described by panel 
ists (1 to r) R. I Paret, M I Buck 
ley and Wm. J. Perkinson, who pre 
KANSAS CITY DELEGATES and wives formed one of the large dicted a marked increase in use of 


contingents representing the Midwest curtain wall panels and availabilit 


of many new designs 


' ! é 

VENTILATING FORUM included report by 

Angelo Hoffmann (left) on the completed draft 

of the association's newest manual, Duct Con 

struction. Trends that new ventilating codes are WARM AIR HEATING dealer-contractor panel outlined associa 
expected to follow were described by Henry J. tion's expanded program in this field. Seated (1 to r) are F. W 
Couch (right) in reporting on revised Chicago McGhan, R. S. Schmeider, Dee Cramer, Walter Marth and Jack 
code. E, B. Brown Jr. (center) was moderator Demling. Standing are C. A. Pfahl and Bernard Lawrence 





INDUSTRIAL VENTILATION PANEL members (I to r) 
R. K. de l’'Etoile, Dick Hepper, L. B. 
Ihde review sequence of presentation on subjects relating to 
requirements for automobile plants, foundries, grain eleva- M. 
tors, wood working plants and nuclear plants 


Manual that 
issemble 
with Ar 
presented 
the manua 
hine ind t 
volved in the 
constructions 
In outlir 
Mr. Hoffn 
ind consult 
it extremely 


thev cat write 


tions the instruction 
sheet metal contract 
the air distribution 
itions It will iis 
essary writter 
sheet metal contracto 
engineer can retet 
listed in the mam 

Phe duct const! 
tains specitheations 
sure-low velor 


ire luce duc 


strictly to details 


t des 


rication of duct 
mended of sta 
offered to 


engineering ind { 


simp! 


Phis manual 


distributed by the ¢ 


Panel Provides Sales Stimulus 


Warm aul 


tors learned about 


heatir dealer-contrac 
individual and co 


operative sales promotion and selling 


McConnell and Del 


programs that would contribute to 


the improvement of their business 


This 


provided by a 


operations information ‘was 
panel consisting of 
Flint. Mich 
Bernard Lawrence. 
Greenville. Pa. dealer-contractor; F. 
W. MeGhan, FHA engineer; Clyde 
M. Barnes. editor 
Jack Demling 


secretary: ( 4 


Dee Cramer. dealer- 


contractor: 


American Artisan: 
assistant 
Akron dealer- 


Schmieder. 


association 
Pfahl 
contractor: Robert 8S 


Milwaukes association 
retary: and Walter 


executive sec- 
Marth. Milwau- 


kee dealer-contractor 


Tested Ideas Described 


Among the 


this panel were: 


subjects covered by 
the cooperative ad- 
vertising program conducted by the 
Sheet Metal Contractors’ 

Milwaukee: use of American Arti- 


Standards for 


Association 


Rating Heating 

stems as a sales tool to upgrade 
the prospect's choice of a warm alr 
heating system to one that will pro- 
vide maximum comfort for the home 
owner as well as a fair profit for the 
FHA’s Mini- 


Standards andthe 


dealer-contractor: and 
mum Property 
new book now being prepared for lo 
cal office use which will replace the 


}1 specification books now used. 


Insurance Plan Available 


Members of SMACNA after July 


| will have a group insurance pro- 


APPRENTICESHIP AWARDS were made by Nation- 
al Joint Training Committee: (1 to r, seated) Joe 
Kaberlein, chairman; William M. Hawkes and David 
Todd; (standing, 1 to r) Frank Kramer, Ralph 
Nickolas and Edward P. Hudoba 


gram that contains these features. ac- 
cording to L. Rav Brooks. chairman 
1) high 


limits (up to $40,000), 2) low cost. 


of the Insurance Committee: 


}) tax exemptions. 4) settlement op- 
tions. 5) no age limit. 6) no medical 
examination, and 7) coverage of all 
key personnel, 

One other advantage of this group 
insurance program is that any size 
business is eligible to partic ipate and 
the polic ies are convertible. without 
medical examination, at any time an 
owner or key employee decides to 
sever connections with the company. 
An employer is the only person who 


cannot be made a beneficiary. 


‘Trade Practices’ Well Accepted 


{ report by Executive Secretary 
J D. Wilder on the success of the 
association's program to bring more 
work into the sheet metal industry 
through assisting architects and engi- 
neers in writing specifications, indi- 
cates that the “Code of Trade Prac- 
tice for Ventilating and Air Condi- 
tioning” is béing very well accepted 
and that many sheet metal contrac- 
tors are now being given the oppor- 
tunity to submit bids as prime con- 
tractors rather than as subcontractors 


as has often been th practice. 


Chicago Code Provides Pattern 


The evolution of the present Chi- 


cago code from its original form in 








1871 to its latest revision in 1957 
was described by Henry J. Couch, 
executive secretary, Ventilating and 
Air Conditioning Contractors’ Asso- 
ciation of Chicago. This code estab- 
lishes a pattern for other local 
ventilating codes. It has three funda- 
mental characteristics: 1) it is a per- 
formance code and not a specifica- 
tion code; 2) it is based on cfm per 
sq ft rather than on air changes per 
hr or cfm per person; and 3) it is 
based on room use rather than on 
class or type of building. 

Tables on room use are included 
in the 1957 Chicago code. These ta- 
bles specify the supply and return 
This 


must 


cfm requirements per sq ft. 
means that every contractor 
prepare his bid on the same basis. 
making it impossible for any con- 
tractor to influence building owners 
or general contractors to accept a 
lower bid based on some other meth- 
od of calculating equipment and sys- 


tem capacities. 


Tells How to Get Apprentices 


How to attract young men into the 
sheet metal trade and train them ef- 
ficiently was discussed by the Ap- 
Forum. A bro- 
chure prepared by the National Joint 


Apprenticeship and Training Com- 


prentice Training 


mittee was introduced and delegates 
were advised to use the brochure to 
locate good apprentices in order to 
minimize the admission for appren- 
tice training of those youths who are 
unsuited for this trade. 


Announce Contest Winners 


The Apprentice Training Forum 
also announced the winners of the 
annual contest conducted by the Na- 
Joint 
Training 


tional Apprenticeship and 
Committee for the Sheet 
Metal Industry. Joseph J. Kaberlein. 
secretary of the committee. awarded 
a plaque to the Los Angeles Appren- 
ticeship Committee for having the 
best apprenticeship training program 
1957. The 
cepted by R. E. Hay. Runner-up in 


during award was ac- 


this contest was the Milwaukee Joint 


Apprenticeship Committee. which 


was awarded a framed certificate 


that was accepted by Frank Kramer, 
chairman of the Milwaukee commit- 
tee. 

Awards to apprentices were based 
on their length of training and the 
skill exercised in fabricating the 
problems assigned. Winners are: 

First year—Ernest Hensler, Seat- 
tle, first award; Clifford M. Crowley, 
Everett, Wash... second award: Je- 
rome J. Meyers, Minneapolis, third. 
Duane P. Herdlick, 
Canton, O., first; Donald Sykes, Col- 
linsville,  IIl.. Edward G. 


Second year 


second; 


Sellnow Jr. 
third. 

Third year—Glen McDaniel, 
Grand Rapids, Mich., first; Gilbert 
A. Carrillo, Los Angeles. second: 
John E. Sickle, Cleveland, third. 

Fourth year—Arthur D. Gagnier. 
St. Paul, Minn., Peter L. 
Gust, Milwaukee, second; William 
Vaughn, Tulsa, Okla., third. 


The 1959 convention is scheduled 


\ oorheesy ille. N. \ 


first; 


to be held in Colorado Springs, Colo.. 
at the Broadmoor Hotel during the 


last week of May. 








A NEW INDUSTRYWIDE SALES promo- 
tion campaign aimed at stimulat- 
ing wider consumer understanding 
and purchase of central residential 
air conditioning has been 
launched by Minneapolis-Honeywell 
Regulator Co. 

The new promotion is being car- 
ried out in cooperation with manu- 
facturers of residential heating and 
cooling equipment. During the first 
two weeks. 107 out of 118 manufac- 
turers had indicated their support. 

The plan is known as the RA 
(Residential Air Conditioning) pro- 
gram. It is expected that RAC will 
cost at least $100,000. 

Key to the year ‘round air condi- 
tioning promotion is a new 24-page 
consumer book which is designed to 
take the mystery out of summer air 
conditioning for the average home 
owner and to create a desire for its 
full benefits. 

Copies of the booklet are being 
made available at cost to participat- 
ing manufacturers. who in turn will 
handle distribution through — their 
own organizational setups. 

“About 200.000 families this year 
will start 
life ‘entral summer air 


tioning.” K. L. Wilson. 


enjoying a new way of 


Honeywell 


Industrywide Program 
To Promote Central 


Air Conditioning 


vice president, said. “This campaign 
will spotlight for the home owner the 
facts about summer air conditioning 
and do much to correct the miscon 
ception in the public mind that it is 
expensive to buy and operate.” 
The consumer booklet contains in- 
formation on the difference between 
cooling and year ‘round air condi 
cooling unit is 


tioning. what size 


needed for a particular home, how 
much it will cost to own and operate 
a summer air conditioning system, 
the types of financing available, the 
various control 


systems offered and a check-list of 


refrigeration and 


the things a home owner should con 
sider before purchase. 

The campaign will be kicked off at 
the consumer level by a four page 
advertisement in the July issue of 
House Beautiful magazine. Names of 
participating manufacturers will be 
listed. 

Any contractor, wholesaler or deal- 
er wishing to participate in this na- 
tionwide central summer air condi- 
tioning campaign at a local level can 


obtain the entire promotional pack- 


age by writing to Minneapolis- 
Honeywell Merchandising Depart- 
ment, 2753 Fourth Ave. S.. Minne- 


apolis. Minn. 
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PROVEN TECHNIQUES for 
r, seated) H. M 


W. Millsom, Ralph Bell, George Sprick and Frank E. Mehrings 


increasing sales were described by panel of wholesalers and manufacturers (1 to 
Carnahan, Walter Burnside, A. R. Rees and Henry Rossell Jr. Standing, Clyde M. Barnes, Carl 


Wholesalers, Manufacturers Optimistic 


THE PROSPECT of an early increase 
in sales volume was very much in 
evidence at the llth annual spring 
National Heating 
and Airconditioning Wholesalers’ as- 


sociation held in Atlanta. Confidence 


convention of the 


in the industry's future was reflected 

by the 240 wholesalers and manufac- 

turers who attended the meeting 
“Sales and More 


theme of the convention and the dis- 


Sales” was the 
cussion topic of workshop sessions 
designed to point the way to more 
business at a better profit for all seg- 
ments of the industry 
More Sales” 


The “Sales and 
theme was defined as 
the key to the existence of the heat- 
ing and air conditioning wholesaler, 
in a workshop panel session moder- 
ated by Clyde M 
Artisan. 


Barnes. editor. 
Panel 


included Ralph Bell, Richmond Sup- 


American members 


ply Corp.. Richmond, Ind.; 
Sprick, Modern 
New Haven. Conn. 


George 
Equipment Corp.. 
; Walter Burnside, 
Niles Sheet Metal Supply, Inc.. Niles, 
O.; H. M. Carnahan, Penn Controls, 
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. . . about the industry’s future 
as it was viewed at the spring meeting of National 
Heating and Airconditioning Wholesalers 


Goshen, Ind.; Carl W. Millsom. Per- 
fection Industries Div.. Hupp Corp.. 
Cleveland, O.; Frank E. Mehrings. 
Heating Supply and 
Peoria, Ill; A. 
Heating Minneapolis, 
Minn.; and Henry Rossell, Jr.. Heat- 


ing and Air Conditioning Div., Amer- 


Service Co.. 
R. Rees, Waterbury 


Supply Co., 


ican Radiator & Standard Sanitary 
Corp.. New York, N. Y. This panel 
covered: 1) increasing sales per 
salesman; 2) competing with the di- 
rect selling problem; 3) increasing 
sales in the home replacement mar- 


ket: and 4) sales training. 


@ 5 Steps Close The Sa 


Setting the pace for the workshop 
discussions, Mr. Barnes outlined the 
five steps to every sale; 1) contacting 


?) 


or locating prospects; 2) arousing 


prospect interest; 3) creating pros 
pect preference; 4) making the sales 
preseatation; and 5) closing the sale. 


He pointed out that the information 


presented by the panelists could be 
applied to these five steps. 
@ Increase Salesmen’s Output 


How to Increase Sales per Sales- 


man was covered by Ralph Bell and 





PROGRAM SCHEDULE is out- 
lined by 


Tommy 


convention chairman 


Thompson (center) to 
John Robertson, association presi- 
dent (left) and Wilbur R. Bull, 


executive director 


w 
uo 





“WHOLESALER OF THE FUTURE’ 


panel projected possible changes in the 


years ahead. Seated are (1 to r) G. D. Herringa, Frank Kohles, H. L. Godwin. 
Standing, Don Kinnan, R. C. Hamilton, Bert F. Dart 





READING AMERICAN ARTISAN editorial, “Auditing the Industry 


are (1 to r) Noel E. Girard, Roy (¢ 


Audit’ 


Brainard and A. G. Earnshaw 





( peorge 


Sprick. Mr. Bell 


mended that wholesalers adopt a pos- 


recom- 


itive point of view and pass along 
this enthusiasm to their salesmen. In 
so doing, he said, the wholesaler en- 
courages salesmen to use the many 
sales tools available. He also pointed 
out that salesmen could profit by 
scheduling more early and late calls 
and more luncheon calls to take ad- 
vantage of the periods during the day 
when dealer-contractors have more 
time to discuss their problems and 
ways to increase their sales volumes. 
Mr. Sprick estimated that 80 per- 
cent of the average wholesaler’s sales 
are made by 20 percent of his sales- 
men. To get the most out of a sales- 
“orowing 


man, he recommended 


them yourself.” Every program for 





training salesmen. he said. should in 
clude information on advertising, in 


ventory control 


problems. business 
management proble ms. and utilizing 
sales promotion materials to the best 
advantage at the dealer-contractor 


level. 


Walter 


peting with the Direct Selling Prob- 


Burnside, covering Com 


lem, recommended that wholesalers 
establish a firm buying policy which 
takes advantage of volume discounts 
but avoids excessive inventory stocks. 
He also suggested that wholesalers in- 
crease their dealer-contractor train- 


ing programs to prove that a whole- 


saler is the best source for assistance 
when its needed. On this same 
subject. Mel Carnahan expressed his 
conviction that the economic stru: 
ture of an industry would determine 
the best method for handling distri 
bution problems. He pointed out that 
dealer-contractors must— rely upor 
wholesalers for many services. since 


manufacturers may be too far away 


to provide issistance when it is 
needed most. 
s e Replacement Sal 


How to Increase Sales in the Home 
Replacement Market was covered by 
( W. Milsom and Frank | Mehr 
ings. Mr. Millsom said moderniza 
tion is a specialist's field, calling for 
a large variety of equipment and 
components to meet the needs of the 


installing dealer-contractor. Such it 


ventories, he frequently 


explained, 
overburden the dealet contractor and 


handled by the 


saler Therefore. a wholesaler who 


can best be whole 
spec ializes in modernization and cat 
ries an adequate stock of parts not 
only will be assisting his dealer-con 
tractor customers but also will in 
crease his own sales because he has 
the equipment needed on short notice 


Mr. Mehrings outlined a 


of how his company, by specializing 


case history 
in modernization market require 
ments during 1957, was able to in 
crease its volume to a much highet 
level than he had anticipated. Fol 
lowing the same program for 1958 
he has found that sales have con 
tinued to increase during the first 
three months of this vear because of 
his efforts to develop a group of 
dealer-contractors into specialists in 


work. He 


recommended several programs soon 


modernization strongly 
to be available to help develop pros 


pe ts at the dealer contractor level 


The importance of sales training 
was covered by \ R. Rees and 
Henry Rossell, Jr. Mi Rees recom 
mended hve wavs to train salesmen 


effectively: 1) on-the-job training: 
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2) self-training; 


work clinics; 4) 


SeSSIONS: ind 5 


onterence veneral 


sales meetings 


In deseribing each of these meth 
mds. Mr. Rees reviewed case histories 
ff successful uses of these techniques 
it his organization Ni Rossell 


pointed out the sales 


level to help 


dealer-contractors and their salesmen 


importance ol 


training at the local 


conduct effective 


presentations TT 
prospects homes. He recommended 
that a continuous dealer-contractor 


sales training program established 


DV every wholesaler 


A second workshop session devoted 
to picturing the heati: 
wholesaler of the future 
kdwin 


ir Scott-Choate Publishing Co Par 


ditioning 
was moderated by 
elists were H. L. Godwin, Souther 
Durham, N. C.; Bert | 
Dart. W. G. Morton. Int 
\. ¥.; Don Kinnan, Air Con., In 


a 3 


Detroit; R. ¢ Hamilton, Lookout 
Supply Co., Chattanooga Pent 
Frank Kohles, William Wallace ( 
Belmont, Calif.; and G. D. Herringa,. 


Hart & Cooley Mig. ¢ Holland 
Mich 

Don Kinnan predicted that typical 
wholesalers of the future would be 
handling non-competitive es on al 
exclusive basis aad would be faced 
with an increasing number ol pro} 
lems Irom direct-buvins eneral 


ontractors who apparently have litth 
regard for the quality of heating sys 


tems being installed I the new 


houses they build 


@Wholesaler Ga 


likelihood cal be seen by 


Herringa that manufacturers 


Little 
Gc. B 
of heating and air conditioning sys 
tem components will be marketing 
their products through anyone other 
than wholesalers. He pointed out that 
component manufacturers must get 
their products into the hands of the 
user as quickly as possible, through 
channels as economical as practical in 


order to produce the quantity neces 
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NEW INSURANCE PLAN offered 
by association § is 
Robert H 
Legler (left) and Walter Burnside 


explained by 
Swart (right) to F. W 





PRIVATE 


vided much of the extracurricular 


CONFERENCES pro- 


activities of the 
Crombie 


meeting. James 
(left) and Lee 
discuss distribution techniques 


Haines 





sary to keep the selling price com- 


petitive with other manufacturers 


@ See Bigger Inventories 


The wholesaler of the future will 
be faced with the problem of carry- 
ing a complete and increased inven- 
torv of all 
dealer 


F. Dart. who also recommended that 


equipment needed by 


contractors, according to Bert 


wholesalers review their dealer-con- 


tractor sales programs periodically to 
make sure they are up to date and 
offer not only financial help but also 
1 well-rounded sales promotion as- 


Frank Kohles ex- 


contractors to be 


sistance program 
pects larger dealer 
future, and 


more numerous in the 


recommended that wholesalers con- 
tinue to remind dealer-contractors of 
the services they render, to prevent 


these larger operators from insisting 


on bigger discounts than it is practi- 
al for a wholesaler to offer. Mr. 
Kohles listed these wholesaler serv- 


ices as quis k delivery. clear-cut pric- 


ing policies, adequate inventory, 
credit extension and engineering as- 
sistance. 

Heating and = air conditioning 
wholesalers of the future will be han- 


dling all the 


ufactured for 


component parts man- 
refrigeration 


according to H. L. 


systems. 
Godwin. who has 
recently investigated a trend pointing 
toward an early change in policy by 
manufacturers who 


produce parts 


and supplies for refrigeration sys- 


tems. He pointed out that competition 


in that segment of the industry event- 
ually will benefit the heating and air 


conditioning wholesaler. 


@ Electric Panel Heating Is Inadequat 
Competition from electric panel 
heating was discussed by R. C. 


Hamilton, who has faced this prob- 
lem for a number of years due to the 
low power rate in the Chattanooga 
area. He indicated that some form of 
electrical heating would be installed 
in many future air distribution sys- 
tems but that the electric panel heat- 
ing systems being installed today are 
proving unsatisfactory both from the 
standpoint of comfort and because of 
their inability to be adapted to the 
addition of residential air 
He predicts that heat 
pump installations will grow in vol- 


central 
conditioning. 


ume and that electric strip heaters 
will be used for duct distribution of 


air. 


@ Industry Audit’ Explained 
An explanation of the second 
of Management 
Air Heating In- 
William T. 


Reich, who helped prepare the docu- 


American Institute 
Audit of the Warm 
dustry was given by 
ment for the report. Mr. Reich re- 
viewed the procedures used to ac- 
cumulate and analyze data from in- 
dustry members and attempted to 


verify some of the institute’s re- 


ported findings. 








Sheet 





Metal Distributors 


Accept Sales Challenge 





P*4 


STEEL SITUATION should start to 


show improvement in third and Lee J. 


fourth quarters, L. S$. Hamaker tells cussions and 


sheet metal distributors 


“WE ARE IN A TROUGH between two booms. the next one 
of which will make our past performances look pale by 
comparison, predicted L. S. Hamaker, general manager 
of sales, Republic Steel Corp., to members and guests at 
the 48th spring meeting of the National Association of 
Sheet Metal Distributors in Chicago May 8 and 9. This 
comment typified the predictions made by qualified mai 
ket analysts who generally agreed that business could be 
expected to start its upturn about the third quarter of 
this year. These business forecasts were tied in with other 
discussion topics dealing with improved selling and man 


agement tec hniques. 
MARKET ANALYSES 

Mr. Hamaker reported that steel has been consumed 
considerably faster than it has been produced in the past 
several months, and that steel operations should pick up 
late this year. He said market studies indicate that resi 
dential construction will be up considerably in 1958, and 
called attention to the fact that business barometers such 
as banks, investment houses, the stock market and large 
corporations remain financially sound. indicating that 
there can be no logical cause for panic. 

Mr. Hamaker reported that continuous galvanized sheet 
metal is in ample supply and that the “white rust” prob 
lem appears to have been solved by new coatings. 

Business Economist George W. Cloos held the same 


note of cautious optimism, reporting that the decline is 


SUGGESTION FROM FLOOR about improving sales promotion is mad 








le by 


Haines during informal management forum which produced lively dis 


sound ideas from members and guests. Discussions were led by 


President Lou Demmler from podium 


beginning to take on the characteristics of th reneral 


adjustment predicted several years ago; and as such 
amounts to no more than a te mporary slump 


He said the consumer is coming back into th 


e market 
more pronouncedly due to better merchandising and et 
couraging economie “1i¢ns sue h as depletit , ny ntories 
ind declining prices and business recoveries 1 sore 


fields. Mr. Cloos reported that economists are finding s 
nals which indicate that prices are idjusting ind there 


is good reason to believe a leveling-off is imminet 





Pe ERTS 
si aes Gi, bh 


Analyzing the subject of sales planning lor proht Lee 
J. Haines. E. I 


ments the distributor must supply to his dealer-contra 


Souther Iron Co.. outlined the five ele 
tors: 1) a good product, 2) quick service. 3) dependabl 
service, 4) sales aids on both free and cooperative basis 
ind 5) occasional financial help. He suggested featuring 
a product-of-the-month as a continuous sales campaign 
which builds up concentration of products, lets the trade 
know what the distributor carries and familiarizes the 
distributor's salesmen with the products handled. These 
products, he recommended, should be promoted fully dur 
ing the month with every means at the distributor's dis- 
posal. 

On the subject of sales promotion, A. M. Roberson, 
C. M. MeClune & Co.. said the distributor must recognize 


two basic responsibilities: to promote his produ ts to the 








Cautious optimism toward future business, displayed by speakers, mem- 


bers and guests at the National Association of Sheet Metal Distributors 


spring meeting, is based on confidence in distributors’ ability to correct 


adverse conditions with improved selling and management ideas 


SHERATON = 








ALL-OUT PROMOTION of selected 
items is the only way to assure full 
benefits of sales campaigns, said A 
M. Roberson 





INFORMAL DISCUSSIONS 


SECOND-GUESSERS GET TOGETHER to review developments of the meet- 
ing. Frank McNerney looks over shoulders of (1 to r) Vice President J. J. 
Worley Jr., President Louis F. Demmler, Vice-President A. B. Lewis and Past 
President A. M. Vorys, in post-meeting discussion 





dealer-contractor ind to help the de aler-contractot pro- 
mote them to the publ He recommended: 1) solicit pro 
motion help from the manufacturer; 2) set in an ade 
quate supply of the promotion item: 3) extend the pro- 
motion for 90 to 120 davs and follow up immediately 


with another promotion: +) present and demonstrate pro 


motion items to salesme it sales meetings; 5) set up a 
promotion committee to manage the campaign; 6) as 
sign specific colors and designs to « italog inserts. order 


blanks. broadsides, etc. for quick identification of each 
promotion produ t. He said promotion which doesn't 
go all out to accomplish its purpose can be considered 
fully productive 

“Men make the difference.” said Sales Consultant 
Verne R. Martin. in suggesting 


caliber salesmen to guarantee future profits. He said job 


that distributors seek top 


openings should be exposed to a large number of appli- 
cants who would be carefully screened. He recommended 
asking applicants who survive the first screening for 10 
references, which would involve getting opinions of other 
than close friends and relatives. As a final safeguard, he 
suggested that the interviewers prepare a list of questions 
to ask themselves about the applicant after the first per- 
sonal interview. These would include personal impres- 
sions, estimation of persuasive power, age, degree of 
alertness and enthusiasm, family relationships, caliber of 
references, amount of education and common sense. 
Personnel administrator Edward M. Ryan. discussing 


stimulation of employees for self-improvement, said em- 


ployees who have been promoted are living testimonials 
to the possibility of advancement in the company. He 
listed the intangible incentives for employees to improve 
themselves as job security, personal satisfaction, approval 
by others, chance for promotion, sense of participation 
and prestige. 

J. J. Worley Jr.. N. B. Handy Co., 


members on new products and information which had 


read reports from 


been solicited to help other members take advantage of 
latest sales and technical developments through improved 


industry communication. 


\ highlight of the meeting was a half-day management 
forum moderated by President Lou Demmler. Demmler 
Bros. Div.. Anchor Sanitary Co., which featured ques- 
tions, comments and suggestions from members and 
guests about market potentials, responsibilities of manu- 
facturers and distributors, budgeting, purchasing. stock 
control, collections and economy measures. Distributors 
and manufacturers present agreed that steps should be 
taken to assure improved product knowledge among sales- 
men at all levels. The forum was extremely well-received 
by members and will be a feature of the next meeting in 
Atlantic City. 

Following the formal sessions. members and guests 
were invited to tour the plants of Dreis & Krump Mfg. Co. 


and Lockformer Co. 





Aluminum Exhaust System 


Installation of aluminum hoods and removable ducts 


processing machinery was made on a time-and-material 














MECHANIC PREPARES TO WELD aluminum 
section of duct to slot type hood. Aluminum rod 
and heli-arc (argon gas shielded) weld produces 
a smooth, non-oxidizing joint 


BOLTED SECTIONS ARE CHECKED for accu 


rate fit by layout man and mechanic 











the problem: 


SHEET METAL CONTRACTORS are often 
called on to employ their skill, tools 
and produc ts to solve the problems of 
many different industries. Frequently, 
the conditions are peculiar to a par- 


ticular process and are without prec- 


60 


edent from the sheet metal man’s 
standpoint. 

Recently, for example, Metal Fab- 
Atlanta, was asked by 


a manufacturing firm to fabricate an 


ricators, Ine.. 


exhaust system for one of its food 


processing machines to eliminate 
drifting mists of vegetable oil during 
one of the processing steps in the 


finishing stage. 


Mist Drifts to Machines 


The problem developed at the 


point where wafers emerge on a 
conveyor belt from the oven. At this 
point, a machine sprays the wafers 
with a coating of vegetable oil. 

The mist from the spraying nozzles 
tended to drift outside the machine 


and deposit on cooler surfaces of the 


equipment, requiring considerable at 


tention to keep the machines clean 


Suggests Time-and-Material Job 


When Metal Fabricators, Inc., was 
asked to submit its bid, President 
Charles A. Barnes recommended that 
the job be done on a time-and-mate 
rial basis, because its unusual nature 
made it impossible to draw on past 
experience for comparable examples 
for figuring costs. He explained to 
the prospect that under such circum- 
stances a bid often must include a 
safety factor or cushion to assure a 
fair profit for the sheet metal con- 
tractor. Mr. Barnes’ recommenda- 
tions for a time-and-material contract 
were accepted by the company pul 


chasing agent who placed the order. 
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Controls Vegetable Oil Mist 


to keep vegetable oil film from collecting on food 


basis because of the uncommon aspects of the job 


HOOD 


AND DUCT sect 





* 


0.080 ga alumi 


DISMANTLING FOR 
facilitated by 


DAILY CLEANING is 
application of hinged bolts with 


num form essential parts of custom made remov- 


able exhaust system. Welder and shop foreman 


wing type nuts 
discuss delivery schedule 








the solution: 


AFTER STUDYING the condition. the 


company installed a hood on each 


side of the machine at the points of 


heaviest mist concentration. Space 
limitations necessitated a long. nar- 
row inlet opening attached to a rec- 
tangular duct. Two rectangular ducts 
(one on each side of the machine) 


join at a wye connection to a round 
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duct. which in turn feeds into the 


existing exhaust system. An_ elec 


tronic air cleaner, installed just 
ahead of the connection between the 
new and existing ducts. removes the 
oil droplets from the air stream and 
delivers the recovered oil to equip- 
ment which processes it for re-use in 
the spraying operation. 

The exhaust duct system was fab- 
from 
sheet. All with 


lL. in. drawn aluminum welding rod. 


ricated 0.080 ga aluminum 


joints were welded 


Ducts Must Be Dismantled Daily 


Because the system handles oil- 


laden air, the must be dis- 


ducts 
mantled every day for scouring. To 
facilitate the removal of duct sections 


for washing, sections are held to- 





bolts 


nuts. Flanges at the points where the 


gether by hinged with wing 


ducts are formed into sections assure 


tight connections. (Screwing wing 
nuts against the flange tightens the 
bolts. ) 


sections can be opened for cleaning 


swiveled Rectangular duct 
bv loosening standard aluminum 
sheet metal screws and removing the 
side plates. Screw slots in the side 
plates have enlarged holes at one end 
so the plates can be moved laterally 
and lifted over the heads of the 
loosened sheet metal screws without 
removing the screws altogether. 

The installation satisfactorily elim- 
inated the troublesome oil drift and 
the time-and-material agreement re- 
sulted in a fair price for the customer 
and a fair profit to the contractor for 


an unusual job. 
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HUGH REID'S SHEET METAL PATTERN 





Use Simplified Method to Make a 
Center Transition 90 Deg Elbow 




















PATTERN 
PROBLEM 








... utilized here to make 
a transition and connec- 
tion within smallest possi- 


ble 
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K 
4 
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Elevation TA 
“| yb’ Nn 
1 PATTERN PROBLEM SOLVES space : a, 
factor in dust collector installation where N 4 
space for fan-to-collector connection is limited ~ 
es \ 
o /y \\ 
y 
Fan 4 
MoTorR 
aval 
Plan 
THE PATTERN PROBLEM for _ this called for a 12 ft clearance above Note: For the simplified prob 
month is part of a dust collection the finished floor to permit operation lem solution, the end view is not re 


system used in a manufacturing plant 


with a heavy grinding 


Specifications for 


operation. 
equipment —ar- 
rangement limited floor space to a 
minimum. Further complicating the 
sheet metal contractor's problem, all 
the air handled was to be cleaned 
and returned to the working area to 
curtail the cost of heating makeup 
air. Equipment selected included a 
dry, bag type dust collector approxi- 
mately 22 ft high. 

A structural steel platform was re- 
quired to support the blower and its 
motor. 


Structural specifications 
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of lift 


boxes 


fork trucks to 


installed 


service tote 
under the dust col- 
lectors. 

In meeting these requirements, the 
allowable length to make the fan-to- 
collector connection was severely cur- 
tailed. The effective fitting to 


meet the condition was the transition 


most 


elbow shown in the plan and eleva- 
tion views (Fig. 1) and developed in 
this month’s pattern problem. 

Given the front view and the end 
view of a 90 deg 


elbow, the following is a step-by- 


center transition 


step solution of the pattern problem. 


quired; it is drawn for clarification 
of shape and dimensions. The back 


and throat patterns must be devel 


oped ahead of the side pattern. 


Front View, Fig. 2A 


a) Draw the 3 in. horizontal 


line 
RS. From point R, measure 2 in. to 
the right mark the Point O 


From point S, extend line RS to the 


and 


mark the 
From Point O’ draw 
at 90 deg to line RS. 

6b) With O’ as center and radius | 


right | in. and 


point 0’, 


a line upward 
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ALL DRAWINGS have been reduced 15 Percent in size for reproduction on this page 
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in. draw a 90 deg are and mark the 
top intersection point T. From point 
T, measure up | in. and mark the 
point U. With O as center and radius 
2 in.. draw a 90 deg are from point 
R. From point U, draw a line tangent 
to the are and mark the intersection 
Point O02. Divide the are R-02 into 
two equal spaces and mark the cen- 
ter point OL. 

c) Draw the work lines A. B. C. D. 
KE and L. Bisect the line E and 


through the ares draw the line M. 


Back Pattern, Fig. 3 — 


a) Draw a horizontal center line 
and establish point 03 at the right 
end. From Fig. 2A. 
length R-O1 and transfer this length 


to the left of point 03 (Fig. 3) and 


measure are 


mark the point 04 
01-02 (Fig. 2A). transfer this length 


to the left of point O4 (Fig. 3) and 


Measure the art 


mark the point 05. Transfer line 02- 
| from Fig 2A to the left of 
point O5 (Fig. 
06. 


») and mark the point 


b) Through points 03, 04, 05, and 
06. draw lines perpendicular to and 
extending on both sides of the center 
line. From the botton of Fig. 2B. 
transfer the given 14 in. dimension 
above and below the center line at 
point 03 (Fig. 3) and mark the 
points W and P. From the top of Fig 
2b. transfer the given 114 in. dimen 
sion above and below the center line 
at point 06 (Fig. 3) and mark the 
Points V and P’. Draw the lines \ 
W and P’P 

c) From points 04 and 05 (Fig. 
>) draw lines perpendicular to and 
extending on both sides of the center 
line and intersecting lines P’P and V- 
W. Label the intersection points 07 
and N 

d) Draw a line from point P per- 
pendicular to line WP and extending 
to the left of line NN. Mark the dif 
ference in length of lines 03-P and 
04-07 with the letter H. Mark the 
difference in length between lines 
03-P and O5-N with the letter K. 
Draw a line perpendicular to line 07- 
07. extending from lower point O07 
to the left of line NN. Mark the dif- 
ference between line lengths 04-07 


and 05-N with the letter G. Draw a 


line from lower point N_ perpendic- 
ular to line NN and extending to the 
left of line VP’. Mark the difference 
in length of lines O05-N and 06-P’ 
with the letter F. 


Throat Pattern, Fig. 4 


a) Draw a horizontal center line 
and establish the point O08 at the 
right end. From Fig. 2A, measure 
are length ST. Working from point 
O8 (Fig. 4) transfer length ST to the 
left of point 08 and mark the point 
09. Through 08 and 09 draw lines 
perpendicular to and _— extending 
above and below the center line 

b) From Fig. 2B. transfer the giv- 
en ly in. above and below point 08 
(Fig. 4) and mark the points Z and 
(). From Fig. 2B, transfer the given 
11, in. length above and below point 
09 (Fig. 4) and mark the points X 
and Y. Draw the lines XZ and YQ. 

c) From point Q (Fig. 4) draw 
1 line perpendicular to and extending 
to the left of line XY. Mark the dif 
ference in length between lines 08-0 
and 09-Y with the letter J 


Side Pattern, Fig. 5 — 


a) Draw a 3 in. horizontal line 
and mark the 


Transfer line ¢ 


points R’ and S’ 
from Fig. 2A to the 
of a right angle. and 
transfer the difference 
in length between lines 03-P and 04 
O7 (marked H) to the _ horizontal 
leg. The hypotenuse line HC is the 
developed line. With poini S’ (Fig 


vertical leg 


from Fig. 3. 


5) as center and radius HC, draw 
an are above point R’. 

b) Transfer line A from Fig. 2A 
to the vertical leg of a right angle 
Transfer the rise distance H from 
Fig. 3 to the horizontal leg. The hy 
potenuse HA is the 
With point R’ (Fig. 5) as center and 
radius HA. cut are HC and mark 
the point OV’. 


developed line 


c) From Fig. 2A. transfer line D 
to the vertical leg of a right angle. 
From Fig. 3. transfer the rise dis- 
tance K to the horizontal leg. The 
hypotenuse line KD is the developed 
line. With point S’ (Fig. 5) as cen 
ter and radius KD. draw an are to 


the right of point OV’ 


d) Transfer line B from Fig. 2A 
to the vertical leg of a right angel 
From Fig. 3, transfer the difference 
in length of lines 04-07 and O5-N 
(marked G) to the horizontal leg 
The hypotenuse line GB is the de 
veloped line. With point Ol (Fig 
3) as center and radius GB. cut ar 
KD and mark the point 02’ 


e) Line L is transferred from Fi 


2A to the vertical leg of a= right 
angle and the rise distance F from 
Fig. 3 is assigned to the horizontal 
leg. The hypotenuse line FL is the 


developed line. With point 02’ ‘Fig 
9) as center and radius FL. draw an 


are above and to the right of point 


, 


~ 


fy Transfer line E from Fig. 2A 
to the horizontal leg of a right angk 
From Fig. 4, transfer the difference 
in length between lines 08-0 and 09 
Y (marked J) to the vertical leg 
The hypotenuse JE is the developed 
line. With point S’ (Fig. 5) as cen 
ter and radius JE, cut are FL and 
mark the point T’ 

g) Set a compass at line length 1 
in. (line TU, Fig. 2A). and with 


point ef i} ig 5) as center, draw an 


With line P’N 
(Fig. 3) as radius and 
i} ig >) 
drawn from point T’ and mark the 
point ’ 


are above point é ig 


point ()2 


is center, cut the 1 in. are 


h) Draw lines connecting 


R’OV and 0102’ 


points 
Bisect hoth lines 
and through the ares draw lines to 
With R2 is 


t2-R’ draw at 


intersect at point R2 
center and radius 
are through points R’, OV and 02’ 
Draw a line connecting points 02’-U’ 

i) Draw a line connecting 
S’ and T’ (Fig. 5). Bisect this line 


and through the ares draw a line 


points 


perpendicular to line S’T’. From Fig 
2A. transfer distance M to the pet 
pendicular line above line JE: mark 
the top point as 1’. Bisect the spac 
Also hisect 


the space hetween points l’ and T’ 


between points 1’ and S’ 


Through the bisected draw 


With 


point R3 as center and radius R3 


points, 


lines to intersect at point R3 


S’, draw an ar 
Ss, f and T 
Add allowances for seams and 


joints and mark the patterns for fab 


through points 


rication. 











Are You Installing Complete 


NO STRANGER to American Artisan readers 
and the heating-cooling field, Guy Voorhees 
is one of the industry's outstanding authori- 
ties. For many years, he has been associated 
with NWAHACA, assisting in the preparation 
and presentation of educational programs, 
technical manuals and government and in- 
dustry reports. Mr. Voorhees long has been 
in a position to keep abreast of latest devel- 
opments, and his reports in this continuing 


series in American Artisan refiect these up- 
to-the-minute ideas. 


* 


Perimeter Heating Systems? 


* 


There’s no compromise— 


if all coldest exposed areas 
aren't blanketed with up- 
ward-flowing warm air. 
it’s a partial perimeter sys- 


tem and should be so de- 


fined to the prospective 
customer 
SOME SO-CALLED perimeter heating 


systems have been disappointing be- 


cause they did not meet the require 


ments of true perimeter heating 


They were partial—rather than com 


plete perimeter systems So let's 


start by setting up a definition of 
perimeter heating. It may be defined 
as a type of forced warm air system 


designed and installed to: a) 


warm 
the floor. and 6) blanket the exposed 
walls, windows ind outside doors 
\ 4 Ay ) 
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1 PERIMETER SYSTEM 
takeoffs to diffusers 1-C, 3, 


top takeoffs from extended plenum 


with upward-flowing currents of 
warm air. The expression “to warm 
the floor” as used here applies to: 1) 
i house having a concrete slab floor 


with embedded warm air ducts which 


BRANCHES 
i-A and 5-A from extended plenum with two 45 
deg angles to carry branch duct up into joist space 





























Note: Bruh heat losses shown 
for each room are for 75 deg 
temperature difference 


IN PROBLEM HOUSE have side 


All other branches have 


heat the structure of the floor by con- 
duction from the outside surface of 
the duct into and through the con- 
crete; and 2) a house having a wood 


floor laid on joists over a crawl space 
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2 WHEN WARM ROOM AIR CONTACTS colder exposed wall and 3 COLD AIR FACES, originally in 
glass surfaces, it loses heat, becomes heavier and slides to floor, joined stalled to collect chilled air as it 
by cold outdoor air which infiltrates through cracks around windows and dropped from exposed walls and win 
doors dows (by blower suction into return 
duct) proved only partially effective 
or basement. in which the structure ae ™ 


of the floor is heated by warm air 


delivered into the space beneath it I 
How Many Diffusers? ’ R 
‘ 

In the problem house (Fig. 1) 4 ae ' 
which we have been considering in { ’ P 
recent “classroom” articles, a warm Y | 
floor is assumed because the base- LI ) ae a a 
ment is to be completely heated. a: — - . 
(Cold floors in houses with fully ven- L + — ‘ — SO a ae as i 
tilated crawl spaces or unheated base- | \ — 
ments were discussed in the January. \ WK nities 
1958 American Artisan.) We are aK ai 
principally concerned this month = a \ 
with the number and locations of tL r ee \ 


‘rimeter warm air diffusers in first ; ae os 
perimeter warm air diffusers in fir 4 SINGLE PERIMETER DIFFUSER stops cold floor draft from window B 


story rooms. but has no effect on flow from window A, even though warm air supply may 


Before we decide how many of be adequate to compensate for heat loss from room 
these diffusers to install and where 


to place them. let’s consider an 


imaginary room (Fig. 2) to which ican Society of Heating and Air 58 F walls and 40 F glass surfaces it 
no heat is supplied, but in which the Conditioning Engineers, the tempera- becomes chilled. As its temperature 
average room air temperature is 70 ture of the inside surfaces of the ex- drops. it becomes heavier and _ slides 
F when the outdoor temperature is posed walls of our problem house un- down to the floor as shown in Fig. 2 
5 F. der design conditions would be about Added to this cold air is that which 
58 F and the inside surfaces of the infiltrates from outdoors through 

Raneeed Sasbaces Very Cold window panes protected by storm cracks around windows and outside 
sash would be about 40 F. (Without doors. For example, take the ordi- 

Under these conditions, the inside storm sash, the inside surfaces of the nary wood sash, double hung win- 


surfaces of the exposed walls and panes would be 12 F.) dows in our problem house (de- 
window panes will be much colde1 scribed in the March. 1958 issue). 
than the room air. According to a . ; : Most of these windows are 3 ft wide. 

; Cold Air Drops to Floor ‘ 
method of calculating surface tem- M4 ft high, so each has (3 X 3) 


peratures recommended by the Amer- When warm 70 F room air contacts (2 X 45) 18 running ft of 


66 AvertcaAn Arnrisan. Tewr 195! 














TABLE 1 


duct (for side wall, floor « 


CAPACITIES OF 4 IN. BRANCHES from exended plenum trunk 
* baseboard diffusers) are tabulated to supplement 
published data on large duct capacities. Use of smaller branch is often possible 


in true perimeter system which provides for diffusers under each window 
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crack. Such a window equipped with 


storm sash is We issume ir our 
problem, has air leakage of 34 cu ft 
per hour for each runnir foot of 
window crack The nfiltration 


through one window of this size and 


type is 18 & 34 or 612 cu ft of ait 
per hour, or slightly more than 10 
cu ft per minute If this window 


had neither storm sash nor weat 


strip, the amount of iir leakage 


would be more thar > cfm 


Floor Drafts Posed Problem 


When we chilling 
effect on the room air of the cold 


consider — the 
window pane which is 30 de e lower 
than average room air temperature. 
plus infiltration of about 10 cfm of 
outdoor air per window, it’s not 
surprising to find a draft of 50 | 
down to the 


or colder ait flowing 


floor underneath such a window 


Cold Air Faces Fall Short 


Before the advent of the perimeter 
system of warm air distribution. we 
usually tried to keep this cold air 


off the floor by placing “cold air 
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faces’ along the outside walls and 
under large window areas in the be- 
lief that blower suction would draw 
much of this chilled air into a re- 
turn air duct and take it directly 
to the furnace instead of permitting 
it to spread out across the floor. 
But such efforts were ordinarily not 
too successful. As long ago as Jan- 
uary 1929, the University of Illinois 
published the results of complete and 
careful tests in Warm Air Heating 
Residence No l. 


showed that only 


Research which 
a part of the cold 
air flowing downward from a win- 
dow was drawn into the return air 
opening and much of it completely 
bypassed the intake and flowed out 


across the floor. as shown in Fig. >. 


Must Blanket Exposed Areas 


Properly placed 


perimeter dif- 
fusers counteract such downward 
flow of cold air and prevent chilly 
floor drafts. But true perimeter warm 
air distribution can be achieved 
only when such diffusers are so lo- 
cated as to blanket all the coldest 
exposed areas. In Fig. 4, for ex- 


ample, a diffuser under window B 


effectively stops a cold floor draft 


from that window. But it does 
downward 


A. The 


installer of a system such as this one 


nothing to prevent the 


cold air flow from window 


cannot promise a customer the ad- 
vantages of true or complete perime- 
ter heating. This room requires two 
perimeter diffusers, located so a cur- 
rent of heated air will flow upward 
to blanket both windows. Any ar- 
rangement short of this represents 


only a partial perimeter system. 


Proper Quantity Isn’t Enough 


In the case of our problem house, 
we find that according to the re- 
liable capacity tables in NWAHACA 
Manual 4, one 6 in. branch duct 
from an extended plenum will sup- 
ply more than enough warm air 
to rooms 4 or 5 to compensate for the 
calculated Btuh heat loss of either 
room. On this basis, we could say 
that one duct and one diffuser would 


heat” either room. But it’s not 
enough merely to deliver the quantity 
of heat lost from the room. The 
heated air must be properly dis- 
tributed to provide complete com- 
fort. In either room, one diffuser 


blanket both 


both exposed walls. Therefore. one 


cannot windows and 
diffuser cannot possibly provide as 
complete comfort as two diffusers. 
Two properly located diffusers in 
each room would provide complete 
these 
one diffuser per room could 


perimeter distribution — in 
rooms; 
produce only partial perimeter dis- 


tribution. 


Is Partial System Justified? 


This doesn’t mean we should con- 
demn the installation of only one 
diffuser in such a room. It does 
very definitely mean that we have 
no right, as responsible dealer-con- 
tractors, to promise a prospect all 
the benefits of complete perimeter 
heating when we actually intend to 
install only a partial perimenter sys- 
tem. Rooms 4 and 5 in this house 
are bedrooms, which are usually less 
critical from the comfort standpoint 
than a living room or dining room. 
Therefore, under certain conditions. 








we might be justified in specifying 
one diffuser instead of two, in each 
of these less critical rooms. But if 
we do, we certainly must inform our 
customer that he’s not getting com- 


plete perimeter heating. 


Principle Is Involved 


Some heating men insist that any 
room with more than one exposed 
wall must have more than one dif- 
fuser. They say: “If I can’t install 
the job right, I won't install it at 
all.” Others their attitude 
something like this: “When it comes 


express 


to buying a heating system, I seldom 
find a prospect who wants the very 
best system available, regardless of 
price. If it comes to the question 
of one or two diffusers in a small 
bedroom, I first explain the differ- 
ence in comfort conditions, then if 
necessary. | tell them the difference 
in price. They make their own de- 
cision (with my help and advice of 
course) and | find they're usually 
satisfied with the results if they fully 
understand the conditions and_ the 


effects of any compromises.” 


Is Compromise a Sacrifice? 


A reasonable conclusion is that 
the use of one diffuser or two dif- 
fusers in a small corner room is a 


decision which the heating dealer- 


contractor must make—remembering. 
and explaining to the prospect, that 
two diffusers insure better warm ait 
distribution and more complete com- 
fort. 

Qur next step is to see what size 
branches from an extended plenum 
would be needed in each case. Take 
the front bedroom (room 4) as an 
diffuser 
1-4 (Fig. 1) will be omitted and 


example and assume that 


the entire heat requirement of 6796 
Btuh will be delivered through dif- 
fuser 4-B. Suppose we arbitrarily se- 
lect a 5 in. round duct with top 
takeoff from the extended plenum. 
NWAHACA Manual! 4 
capacity of this type and size branch 
is 5800 Btuh. 


percent short of the requirement. We 


shows the 
which is almost 15 


find in the manual that a 6 in. 


branch duct has a capacity of 7450 


Btuh. which would be the proper 


size for our requirements 


Table Gives Capacities 


If two diffusers are installed in 
room 4, the branch ducts supplying 
them could be smaller than 6 in. The 
tables of capacities of 5 in. branch 
ducts from extended plenum trunks. 
as given in the current edition of 


Manual 4, 


is larger than 


indicate that this size also 
needed. Since the 
present edition of the manual does 
not give 4 in. duct capacities, Table 
1 on the facing page may be used 
to find if this smaller size will be 
large This 
piled from data prepared by Prof. 
A. B. 
Minnesota. 

If run 4-4 has a side takeoff from 


the extended plenum with two 45 


enough. table is com- 


Aloren of the University of 


deg angles to direct the duct up into 
the joist space and an end boot at 
the diffuser, the branch has the 
equivalent of two elbows. The length 


of the branch duct is about 10 ft 


Table 1. we find that 
takeoff 
and two elbows can deliver up to 
1400 Btuh. Branch 4-B, which we 
shall assume has a top takeoff (no 
elbows). is about 15 ft long. Table 


1 rates its capacity at 3230 Btuh 


Referring to 


a lO ft branch with side 


These two + in have a 
Btuh, 


is ample to meet the 6796 


bran hes 


combined capacity of 7630 
which 


Btuh requirement. 


Prefer to Standardize? 


All this does nol 


would be wrong to use 5 in. or 6 in 


imply that it 


ducts instead of 4 in. runs for this 
room. Some dealer-contractors, as a 
business man 


matter of practical 


agement, prefer to standardize on 


one size of round branch from an 
extended plenum and prefer to adjust 
dampers in the larger ducts to 
bring the capacity down to that of 
a smaller branch. It becomes a mat 
ter of individual judgment—a_ de 
dealer 


himself. 


heating 
make for 


Cision whic h eat h 


contractor must 


Housewives Real Boosters of 


Air Conditioning 


WHILE HUSBANDS are the most en- 
buyers of central summer 
its big- 
according to John W. 
Norris. president of Lennox Indus- 
For two years, Mr. Norris 


has conducted 


thusiastic 
air conditioning. wives are 


vest boosters. 


tries Inc. 
unrehearsed forums 
for the ladies. to hear their expe 
riences, criticisms and praise of their 
vear round air conditioning systems. 

At the latest forum. attended by 
women residents of the greater Los 
Angeles area who had owned and 
operated air conditioning units for 
more than one year. some new bene- 
fits came to light. 

The discussion developed the fact 
that those whose homes were fully 
insulated had far less operating costs 
than those with little or no insula 
tion. One woman claimed that het 
system—in a fully insulated house 
cost only $7 to $8 more per month 
to operate than did her heating sys- 


tem during the winter. 


Another home maker stated. “We 


have an air home, air 


conditioned 
conditioned car and air conditioned 
restaurant, and the places in between 
are terrible.” 


More or less 


praise for central summer air condi 


unusual points of 
tioning included: “The children nap 
an hour longer.” “My skin stavs fresh 
and doesn't dry out like it used to.” 
“Our baby has never had 


her life.” “When I am 


some home where there is no air con 


a cold in 


invited to 


ditioning, I invent all kinds of ex 
cuses so that I don’t have to go.” “I 
cook now, where | used to serve cold 
cuts.” 

The consensus of opinion of the 
ladies was that central air condition 
ing means far more than just cooling 
in the summer and heating in the 
winter. To them it means a happier. 
healthier family in a much cleaner. 


quieter home. 
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OR” 


What the Industry Thinks 


About AIM's ‘Audit’ 


The American Institute of Management issued earlier this 
year its second ‘audit’ of the warm air heating industry 
In its report, the AIM condemned the entire industry for 
failure to perform properly While recognizing the 
value of objective criticism, and that the warm air heating 
industry has shortcomings (as do all industries), American 
Artisan feels the AIM’s ‘verdict’, as well as several of its 
statements, are ill-founded. American Artisan therefore “‘an- 
swered the AIM in its April editorial . Many industry 
leaders have commented on the AIM report and on American 
Artisan's editorial. Their thoughtful remarks make interesting 
and worthwhile reading, and thus are published here. They 
represent views both pro and con . Because of space 
limitations, all of the comments received by American Artisan 
cannot be published in this issue, so more will appear next 
month. The editors will be glad to hear from others who may 
wish to express themselves, for the benefit of the industry, 


on this subject 


No Easy Solution 


| THINK Amet mn Artis - very thoroughly justified, 

its editorial. in pickir ip tl ise for our industry 
d pointir out to the world that a lot of constructive 
1 os have e bv tl ndustry in spite of the 
npressions obtained by tl AIM researchers, and cov 
red lat rey 

This business of how | ipgrade the performance of 
warm air heating systems has had me more puzzled than 
nv other one problem that our industry has ever been 
confronted with. We have tried. as vou know. through 
Lennox for years, to educate Lennox dealers in good 


nstallation practices Manv of o 


dealers do a very sin- 
cere and competent job, but [| am still conscious of the 
fact that not all of them do. Where we have this close 
connection with our dealers, and still) cannot teach 


ood installation practices ind party ularly good CAC 
I 
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idjustments 1 am conscious of how difficult it would 


for any industry association to accomplish much in 


his direction. 


I wish that there were an easy solution to this whol 
thing. Certainly the solution is not in the direction that 
the AIM report seems to think. In the meantime, I pre- 
sume that we will all continue plugging away at the job 

nd litthe by little let's hope that we do accomplish an 
grading of this industry.—Joun W. Norris, President. 


Lennox Industries In 


There Are Serious Problems" 


| THINK YOU ARE doing no service to the industry in 
your editorial on the AIM audit because it tends to ig- 
nore the problems which do exist and to condone an 
ipathetic attitude. There are many people in the industry. 
of which I am one, that believe there are serious prob- 
lems and that the industry has fallen far short of measur- 
ing up to the opportunities which have been and are 
ailable to it if all segments of the industry would face 
ip to the fact that such problems exist and assume an 
overall interest in the attainment of the potential which 
ould exist for this industry. 
| am quite willing to agree that there are points in the 
AIM audit with which I disagree, but taken in total it 
s not far off the mark. It usually takes a massive and 


exaggerated “effort” to jar a mass of people into stirring 
themselves and doing something about a situation which 
needs correcting. In that respect, this report could per- 
form a service. 


| don’t think the AIM report was designed to make the 


oY 





industry “ashamed of itself”. It seems to me you begged 


the issue completely in your editorial and encouraged 
the feeling that “I'm a good boy”, so there is no need to 
do anything different than | am doing now Hl. ¢ 

GURNEY. General Sales Manager. Janitrol Heating and 


Air Conditioning Div... Surface Combustion Corp. 


Please Accept My Thanks’ 


THANKS VERY MUCH for responding editorially in behalf 
of our industry to the critical remarks leveled against the 
furnace industry by the American Institute of Manage 
ment in its recent report 

This current report, as you are aware, follows a pre 
vious report issued a few vears ago by this same source 
written in a similar view, to which many members of 
the industry including the National Warm Air Heating 
and Air Conditioning Association took decided exception 
because of its numerous inaccuracies and misrepresenta 
tions. Apparently, the storm of protest that went up at 
that time caused the AIM to make a re-study and al 
though | do not agree entirely with the facts as they ar 
now drawn up in this latest report, nevertheless it rep 
resents a more factual picture of conditions. 

Your editorial was most timely because it puts this 
report in its proper perspective, and also sets forth it 
most objectionable features 

| don't object in the least to criticism provided it ts 
based on facts and with the objective of trying to a 
complish a constructive purpose. In fact. | would rather 
see some of the shortcomings of members of the industry 
exposed to light than to read a lot of favorable 


rere ral 


What 1 am suspicious about. regarding this report, is 
that no mention is made as to what members of the in 
dustry sponsored the investigation. Apparently, the AIM 
took on this responsibility on its own 

Please accept my thanks in behalf of out company for 
the interest you have so properly taken in this mattet 


because your publication is considered by me as a very 


industrv..-W. 1 
Me GRATH. President. The Williamson Co 


“Legislation Is Needed"’ 


| SHOULD LIKE to say first that American Artisan is on 
of the leaders of our industry and has worked hard and 
long on retorms and on upgrading. You therefore have 


my respect and my congratulations; may you keep it up 


for many vears to come. 


important and vital part of our 


Your editorial “Let's “Audit’ that “Industry Audit’ ” in 
the April issue makes good reading but I think you are 
completely off base and guilty of “flag waving”. 

You criticize the elements in our industry who eagerly 
accepted the verdict of the AIM. There is nothing wrong 
with this if they include themselves. Self-inventory of 
personal shortcomings is the first step toward humility. 
so what is wrong with acknowledging our weaknesses? 

You know as well as I do that our industry is dictated 
to and has completely depe nded upon the home builders, 


and in the great percentage of cases we are told what 





price to sell our product at. | have never seen any of out 
national leaders publicly or in print say the things they 
should with regard to upgrading, or with respect. to 
riving the Typ of end result our industry is + ypabl ol 

Wi ite rlinnhine ~f ired The only teadson wiaittitt iit 
heating has 75 pereent of the market that you reler to ts 
price and price alone. Let's face it, if the wet heat 
industry can take 4) or | in. pipe and give the home 
builder a $400 installation instead of the $150 installa 
tion we are selling. then the warm air industry will fall 
on its face. That's the only tool we have used price ! 

You say that 50 percent of our lurnaces are going into 
remodeling I question this. It seems to me that we sold 
iround a million warm air furnaces last vear and it ts 
my understanding that about 75 percent of them went 
into new houses 

We smugly predict sales of a million furnaces in 58 
and. mav | ask, what’s wrong with the tens of millions 
of existing residences that either do not have furnaces 
it all or have outmoded furnaces? | would say tha 
what the AIM is talking about 

We are talking about comfort standards. Do you think 
that our leaders have the guts to publicize natior illy 
comfort standards on floor to ceiling temperatures ¢ You 
know that if they did. the home builders wou!d punch 
them in the nose The furnace manulacturer ¥ ild sore 


ceive thousands of letters of complaints of shoddy heating 


systems. thousands of telegrams. phone calls nd legal 
suits in court on the millions of shoddy warm air install 
tions in new houses since World War Il Thev do 
dare! Can you name one leading manul rer who a 
tually polices his outlets and who is trvu to restrict 


sales where thev should be restricted? You know better 
than this and vet vou sav our industry is not sufferir 
from “the tar brush of public suspicion’ 


So we have 30 vears of research and we have field 


' 


tested and researched our installations what have we 
done about it? Is the quality any better? Its getting 
worse in our area and [| understand it is in others 
Crosley made a good low price cat How come th 
public did not accept it but preferred cars two three and 
four times more expensive? The answer of course is the 
iutomobile industry had salesmen. The price psy hotics 
the salesmen in our industry at all levels. are more price 
conscious than the customers are. If our industry ever 
loses its price either to another industry such as wet 
goodbye! Would it not be op 


portune now to get a book out on how to teach the de tlet 


heat. or someone else 


how to get a price ata proht? 
Please understand that my comments are meant to 
include wholesalers and contractors. as well as manufac 


turers. We are 


chotics who are living dangerously and at any time 


all equally guilty of being price psy 


may fade away. 

In conclusion. | must admit I agree with the general 
import of the AIM audit because | know we are biggest 
because we are cheapest. and let's be honest with our 
selves. Furthermore, the only possibility that I see for 


putting this industrv back on a direct course toward 





AMERICAN ARTISAN 











raving the public what we are capable of viving them is 
through federal legislation with regard to correct in- 
stallation procedures and also 


1 package that happens to be 


correct manufacturing of 
illed a furnace or an air 


conditioner. This 


gislation of course must come from 
outside our industry because we lack the courage within 
VMeManus. MeManus 


t to do it ourselves JOHN | 


Heating & Refrigeration Co 


“It's Easy To Criticize’’ 


| rHink American Artisar ditorial is mighty fine. 
Frankly, the AIM “audit” did not disturb me too much 
because these same indictments have been made of this 
ndustry as lon is | have been in it and it has not 
changed any since son of the merchandising giants 


have entered the business 
It is easy to criticize the industry but no one vet has 
discovered anv means of makir i fundamental change. 
H. F. Ranpopt 


/ 


ternational Heater Co 


“Let's Do Something’ 
AIM pointed its critic 


im sure vou would b 


Hap THE sm directly at American 


Artisan | 


taliatorv comments both loud and clear. For. your 


justified in making 


magazine has boosted this industry manv vears and has 
mntributed really to s education, its welfare and its 


neral truthful existence Your editorials and articles 


have prompted and promoted many good ways of up 
rading both sales and prod ipplication. However. 
the AIM did not point at An Artisan or any one 
lividual orgat ition in this industry. They pointed il 
r industry as a whok 
Frankly. we | eve wil was said by AIM to be the 
horrible inbiased truth nd evervone should take ad 
vantage of the lesson well presented We have known of 
ll this “muddy water for ong time and are relieved 


know that the pirates who have 


sTie iked In are now 


We ourselves car re the ills of the industry, but 
ye can ige our own plannit so as to make ours an 
unsick” existence. Perhaps if other organizations will 


take at 
linen and make our acceptance more favorable. 
The AIM report 
the truth, and do something about it—B. T. 
General Sales Manager. Southwest Mfg. Co 


"Keep Up The Good Work’ 


| THOUGHT 


stock of themselves. we can clean all the dirty 


s 1 slap on the wrist. Let's recognize 


(CHURCH, 


American Artisan’s editorial was timely and 
should receive the thoughtful thinking of other members 
of our industry 

AIM report but more specifically 
AIM sent out with it 


heeause it was not only very critical of the industry as a 


| was upset by the 
probably by the publicity release 
whole but was a real indictment of the wholesalers in 
our industry 

| have been a member of the AIM for some tive vears 
Perfection some 


told them 


ind thev did) interview me here al 


months back 


During that time lL. of course. 
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about our complete new line and policy and how we felt 


it was upgrading the industry. We explained why we 
were going through wholesalers and that is that we felt 
with a sound specialty wholesale distributor serving 
dealers in a specifi area. we were better serving the 
ultimate customer by being sure that our dealers were 
supervised and were backed up with parts, etc., locally. 

Dr. Reich of the AIM certainly didn’t mention any- 
thing good about distributors in his report but at the 
NHAW convention in Atlanta stated he did not mean the 
tvpe of wholesale distributor | was talking about that sold 
Perfection and other lines | mentioned and that tried to 
maintain a fine reputation, but meant the jobbers who 
sell a number of makes and then resell to anybody that 
claims to be a dealer. 

You can see from the above that at Atlanta he seemed 
to say what he meant after thinking it over. which doesn’t 
do much good to readers of the report. 

| feel that your editorial is just another example of 
your fine attempts to keep the industry awake. as I be- 
lieve American Artisan has probably done a better job 
of attempting to upgrade the industry than other seg- 
ments of the industry. Keep up the good work.—C. W. 
Mittsom, Vice President Sales. Perfection Industries. 


Div. of Hupp Corp. 


“Definite Steps Being Taken" 


| READ THE industry audit made by the American Insti- 
tute of Management some time ago and was particularly 
irritated by the “superior” tone of the entire indictment 
ind parti ularly by the evidence of insufficient investiga- 

on into the held of warm air heating and air condi- 


which was so well pointed out in the American 


Artisan editorial 

The old Hero Furnace Co.. 
organization is a continuation. was one of the early 
members of the National Warm Air Heating and Venti- 


lating Association 


of Chicago. of which my 


I was on the campus at Champaign- 
Urbana when the first research residence was constructed 
and | have watched the progress of this association ovet 
a period of nearly 40 vears. I sincerely feel that the 
American Society of Heating and Air-Conditioning Engi- 
neers and the National Warm Air Heating and Air Con- 
ditioning Association have done an outstanding job both 
for the industry and for the public in general. It has 
been mv feeling for vears that this job has not been 
properly publicized by means of national advertising to 
the consumer. There is absolutely no question but what 
the “hot air furnace” is considered by the general public 
in certain areas of the nation to be a makeshift substitute 
for “steam heat”. 

You may rest assured that we are enthusiastic sup- 
porters of the new program now being launched by the 
National Warm Air Heating and Air Conditioning Asso- 
ciation and of the American Artisan’s program of stand- 
ards for rating heating systems. We are actively promot- 
ing both of these programs to our distributors and dealers 
evervwhere. 


All of us must realize that we are completely at the 
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merev of the furnace installer and that everyone blames 


the manufacturer of the equipment for the miserable 
job of installation that so often crops up. The programs 
of the Artisan 


should be of inestimable value in helping to solve these 


national association and of the American 


problems. 

The inroads being made into this industry by the 
giant manufacturers of appliances present very serious 
obstacles to the presentation of a united front by the 


warm air furnace manufacturers. It has been evident 


that some of thes appliance manufacturers have a 
sketchy understanding of the problems involved in the 
proper installation of warm air heating and air condition 
ing equipment. They seem to have an idea that heating 
ipparatus can be sold exactly the same as washing ma 
chines and refrigerators and this concept is getting th 
industry into deeper and deeper trouble each year. 

| think that we 
lations problems presented by some organizations. 


While we will have 


this industry are sick 


are also well aware of the public re 


to admit that certain elements of 
indeed and that margins 
should be. 
definite steps are being taken to correct these faults. Per 


haps the sting of the Ameri 


proht 


throughout the industry are not what they 
an Institute of Management 
will accelerate this movement Don ¢ PATTEN. Presi 


dent. J. V. 


“Revitalizing Is Needed" 
AIM report challenged in the Ameri 


ean Artisan editorial are well handled and in my opinion 


Patten Co 


THE POINTS of the 


correct with one exception. The dominant position of 
warm air for home heating was won by default dur 
to the price advantage over other methods. 

Despite the AIM charges and the editorial’s defense. 
a rather high percentage of the people in the industry 
seem to feel that revitalizing is needed.—V. P. BLack 


Vice President. Grant Advertising. Ine. 


"There Is Evidence Of Progress’’ 


Wer THINK you have done the industry a great servies 
by offering your editorial and we believe that your points 
are well taken. 

Obviously there is much progress yet to be made, but 
certainly the warm air heating industry has made seri- 
ous efforts to correct its deficiencies and there is a great 
deal of evidence of progress 

Our congratulations on the service vou have 


A. W. Brown. Vice 


ucts ( orp. 


"Quality Will Win Out" 


Like you, we feel that 


rendered. 


President. Sales. Research Prod 


observation and criticism of 
our industry by outsiders is healthy. And, thank heavens, 
we still have freedom of the press 30 an honest rebut- 
tal, like yours, is still possible. 
Our industry's apathy to the AIM report probably 
parallels similar surveys we encounter every day in mar- 
keting. The recipient of such a survey generally thinks 


it’s “the other fellow” who is the nonconformist. Hence, 


there is no concerted effort by the 
and fight. 
Top publications like 


group to stand up 


yours, and top manufacturers, 
like our client. Janitrol, have been aware of everything 


contained in these audits for several years, and have 


been taking positive steps to remedy these weaknesses 
Unfortunately, in both of eur fields, the usual bad ap 
ples are much more noticeable than the good ones. | am 
thoroughly convinced that we are going through a transi 
tion and, in a very few vears, the manufacturers and 
publishers of quality and ethical products will win out 
know it’s 


President. Beeson-Reichert Ine 


yours Db. J 


Advert 


That's our objective, and | 
ALCORN. Vice 


ing 


"Educational Job Needed” 
It sO HAPPENED that I attended the spring 
the National Heating & Airconditioning Wholesalers in 
Atlanta and heard Dr. Reich of the 


of Management discuss his or 


convention ot 


American Institut« 
ganization’s rudit of the 


warm air heating industry 


I appreciate the fa that American Artisan felt the 


need for defending the industry but | dont see ‘ we 
can cle ny the fac ts 
Dr. Reich stated that in the first audit of the 


warm 
1ir industrv in 1955. heating manufacturers as an indus 
try made 


He stated that in 


> percent net on sales. which was pretty had 
1957 the 


sales was zero Phat 


industrv s percentage of 


profit on heating fact certainly 
doesn’t indicate a he althy industry 


Also. the 
has not controlled the 


industry which includes us at Airtemp 


quality of the heating installa 


ganized program to tell tl 


tions and has not had an o1 
consuming public what a good heating job is and 

long as that’s the case. | don't see how we inthe 
industry can white-wash ourselves 


In other 


enough courage to put up enough money bv one means 


words. until we have a unified effort and 
edu itional job on the 
is part of the industry. will have 


American Institute of Management 


or another to do an adequate 
consuming public. we. 
to go along with the 

in agreeing that we are doing a very poor iob SYDNEY 


ANpeRSON, Jr., Airtemp Div., Chrysler Corp 


"Audit Was Incomplete’ 
THe AIM INbustTrRY 


torial were covered very thoroughly 


Artisans edi 
at the NHAW con 
Atlanta. where both sides of the 


aupIT and American 


vention in story seem 
to have been given a thorough airing 

| believe that out of the entire series of discussions 
the one man who hit the nail on the head was Mr. Fred 
Green of Heating Wholesalers, Des Moines, who, upon 
questioning Dr. Reich of the AIM, learned that the whole 
salers were not considered a part of the survey at all and 
vet they were criticized without fair hearing. The industry 
audit seems to be pretty accurate as far as it went; how 
ever, it is definitely incomplete and as a result, if it is 
not accurate, it would seem to be so because of omis 


sion.—MILton Hinpen, President, Duro Dyne Corp 
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This lightweight, self-ventilating roofing material, made of JalZinc, is produced by the 
McDowell Manufacturing Co., Pittsburgh, and marketed through the Ewart Steel Roof- 


ing Corp., Pittsburgh. 


Tile is supplied in any combination of 35 non-fading colors. 


Colorful new metal roof tile 


made from JAL//INC offers strength 
with corrosion resistance 


| 


n te 
€ coated 


Stee! sheets, stamped 


now available for 
ng construction and home 
rnization jobs throu 


mode gh the Ewart 
Steel Roofing Corporation, Pittsburgh. 
T he til 


ance I 


e product is gaining fast accept- 
or modern low-pitch roofing. 

This unique roofing material 
only 


weighs 
120 pounds per 100 square feet. 
It is stamped in cantilever design. Inter- 
locking sheets provide air space between 
sub-roofing and JalZinc. When coated 
with special mastic and colored granules, 
the roofing is securely anchored with 
all metal completely protected 
the elements. 


from 


Fabricated from JalZine sheets, this 
new tile is typical of new uses for zinc 
coated sheets in construction and build- 
ing fields. Superior quality and appear- 


ance of JalZinc make it one of the most 
versatile building materials. 

Investigate high quality JalZinc, avail- 
able in cut lengths and coils, for your 
products and applications. Call your 
local distributor or write direct to 
Jones & Laughlin Steel Corporation, 
3 Gateway Center, Pittsburgh 30, Pa. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 













{ multi-million-dollar research program brings an unending 


parade of exciting new products to the Carrier dealer 


THIS MONTH CARRIER 
INTRODUCES A COMPACT / Ge 
COMMERCIAL COOLING SYSTEM... 
THE NEW SUMMER WEATHERMAKER 











Why the Carrier franchise is the most valued in the industry 


1. A Carrier dealer gets engineering help from 
his distributor on difficult jobs. 


2. A Carrier dealer receives continuous train- 
ing in the most modern techniques for air 
conditioning engineering, selling, installing 
and servicing. 


3. A Carrier dealer can obtain expert manage- 
ment consultation on any phase of his busi- 
ness operation. 


4. A Carrier dealer doesn’t have to tie up his 
own capital in inventory. 


5. A Carrier dealer is protected against price 
reductions on unsold inventory at all times. 


6.A Carrier dealer enjoys the most liberal 
product warranties in the business. 


7. A Carrier dealer gets sales support from 
the Carrier National Buyer Organization 
This team sells national firms who require 
air conditioning installations in the dealer's 
town, turns the order over to the dealer 





8. A Carrier dealer is backed with hard-selling 
advertising support. Heavy national maga- 
zine and key-market newspaper advertising 
sell the Carrier dealer as the man who 
knows air conditioning best. Liberal co-op 
policy, sales promotion material, let him tie 
in effectively at the local level. 


9. A Carrier dealer enjoys unequaled prestige 
—his products are known and respected. The 
Carrier dealer is Mr. Air Conditioning wher- 
ever he’s located. 


10. The largest selection of air conditioning 
equipment on the market. If it can be air con- 
ditioned, Carrier dealers have what it takes! 





WHAT'S IT LIKE? casing panels are interchangeable. The supply 


air grille can be installed in any one of three 
The new Summer Weathermaker is a compact sides of the plenum; the return air grille can 
fan-coil unit which teams with a matching be installed in either the front or bottom of 


the unit. The double centrifugal fans. too, 


can be revolved to any of three positions, 


condensing unit to supply 7). or 10 tons of 
cooling in stores. factories. schools, churches, 
etc. All of its components are concealed with- 

the attractive cabinet. This enables the 


Sasiiaiaed Weathermaker to be installed where HOW iS IT A G00D THING 


ordinary bulky cooling units would be an eve- ? 
wore. It can be suspended horizontally from FOR THE CARRIER DEALER? 


the ceiling, as shown at left. installed verti- The new Summer Weathermaker answers the 


need for a cooling unit compact and good 
looking enough to “appear in public.” It’s a 
further example of the Carrier dealer’s com- 


cally on the floor, hung on the wall next to 
the ceiling or put outside on the rooftop. The 


air-cooled condensing unit is located in any 








convenient outdoor location \ heating coil petitive edge. He never has to fit the 

may be added for year-round air conditioning. customer to the product, he has the right Interested in becoming 
equipment for every prospect. Furthermore, a Carrier dealer? 

WHY iS IT BETTER? the new Carrier Summer Weathermaket was Talk it over with your 
designed for easy. fast installation to keep Carrier distributor. You'll 

Versatility! In addition to its flexibility of the Carrier dealer's estimates and costs low. find his name in the Yellow 





; . ; ; : Pages of your phone book. 
installation the Summer Weathermaker is It’s a volume unit the dealer can install al- Carrier Corporation, Syre- 


modular in construction so that all removable most as easily as a room air conditioner. cuse, New York. 














Zone Control Proposal Sells Motel 


PEOPLE WHO are in contact with 
the traveling publie find that each 
customer has his own ideas about 
what constitutes comfortable living, 
ind about the hours at which he 
wants these conditions to be avail 
able. When William A. Bradford, 
Bradford Heating and Sheet Metal 


Works, Wolfeboro, N. H.. 


1 


that a new motel was to be 


his city, he 


learned 
built neat 
immediately contacted 
the owners to tell them the advan 
tages of warm air heating. Mr. Brad 


ford knew he o offer 


more than just heat: he must be able 


would have 


lo promise equipme nt th it would pel 
form according to the requirements 
Therefore. he 


drew up his proposed heating system 


of the motel’s patrons 


and added to the duct layout an in- 
dividual zone control for each of the 


Propose 26 Zones 


The motel has 24 rooms, one lobby 
and an apartment tor the motel man- 
ager. The proposed system, therefore, 
included 26 zones. Two 
224.000 Btuh furnaces were selected 


to supply heat to the 26 areas 


separate 


Air Is Tempered 


Each furnace has a bypass system 
which directs part of the air around 


the heat exchanger. This air is mixed 


for 


with the air passing through the heat 


exchanger to supply a predetermined 
delivery air temperature to each of 
the trunk lines This predetermined 
temperature is based on an outside 
and a duct thermostat control system 
Heated air is discharged into an in- 
dividual room when its thermostat 
calls for heat 

When a room thermostat calls for 
heat. it 


ictivates the zone control 


damper motor to open the branch 
duct damper and admit heat to that 
irea. When the thermostat has been 
satisfied, the zone control dampet 
motor turns the damp r back to the 
closed position 

Such a control system enables the 
motel operator to conserve fuel by 
reducing room temperatures during 
the periods when all of the motel’s 


facilities are not used 


Owners Like the Results 


Mr. Bradford presented his plans 


and proposals to the owners ot the 


Idea Exchange 








Tell Others About Your 
Successful Ideas 


by writing to: 
Editor, American Artisan, 
6 N. Michigan Ave., 
Chicago 2, Illinois. 








Dealers, Contractors 


Heating Job 











TEMPERATURE IN EACH motel 


room is adjusted by motorized 


dampers in each branch to tenants 
ndividual requirements and is ree 


ulated by separate thermosta 


motel and pointed out to them why 
it was to their idvantage to con 
sider warm air in prelerence to any 
other type ol heating. Thev liked his 
suggestions and ordered the system 
installed weording to his specifica 
tions. 

The past winter has been more 
severe than the usual New England 
winter but the motel owners have 
found that customers have been well 
satisfied with the performance of the 
as evidenced by lack 


ot complaints and have 


equipment 
realized 
an even greater economy than they 
had expected over the other types ol 


systems they might have installed 
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AIR COOLED 


CONDENSING UNITS 


2, 3, and 5 Horsepower 





Listed by Underwriters’ Laboratories for installation out-of- 
doors! Casing is constructed of 16-gauge Zine Coated Steel! 
Powerful Centrifugal Fan provides upward discharge more 
quietly and efficiently than propellor-type! Bigger Condenser 
Coil provides increased cooling surface, less air friction! Com- 
pressor is the heavy-duty Hermetic-type! Service Valves, Refrig- 
erant Connections and Electrical Controls are conveniently 
accessible! Wiring is less complicated! Yet. the price is 
sensationally low! 





Plug ... Amazing New ROUND or OVAL Plenum-Type Cooling Coils 
and New Duct-Type Cooling Coils 


peer pice ign Years Ahead Design and Construction! 
ree yr api Price to Meet Any Competition! 
pt 9 Here are the Air Conditioning Units you have 
eal ath ete — been looking for, at prices that you can't afford 
smoller space. Coil is to overlook! 


pictured in Snap-lock 


Again, Moncrief's more than 60 years of experi- 
Plenum, ovailable as a ’ 


tow cost eounesare ence in air heating and cooling places you years- 
Ser convenient slidedin ahead of competition with totally new Moncrief 
installation Air Conditioning Units that are not only buiit 
Nestasutaditins better, but also priced lower! 

Cooling Coil is Whether you are established in the cooling 


mounted in insulated, 


business, or are just getting started in this growing, 
Heavy Gouge Steel J e g 1 





Casing, having big-dollar field, it will pay you handsomely to call 
flanges for connection your Moncrief Wholesaler for his new sales litera- 
of ducts ture and competitive prices, now! 


You Are Invited: Spoces 413, 415, 314 and 316 . . . Notional Oil Heat & Air 
Conditioning Show ... New York Coliseum . . . June 9th-12th 
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AC.Unis & i Units Se en 
HP 3or5T Completely Completely Gas or Oil vrnaces oe Fi Ges or Oil 
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LONG TERM ECONOMY IS A MAJOR SALES FEATURE of Republic Terne Metal Roofing. Properly applied 
and with only occasional painting, it will last the life of the building. What's more, a terne roof provides 
fire protection, blends well with all types of architecture, and, when painted a light color, provides 
reflective insulation. In addition to roofing applications, Republic Terne is ideal for termite shield use 


Republic Terne Metal Roofing, produced on 
the nation’s most modern continuous terne 
metal line in Warren, Ohio, helps you increase 
building profits two ways: 

First, use of up-to-date equipment and meth- 
ods assures uniform high quality. As a result, 
you can install Republic Terne Roofing with 
complete confidence. Profit-robbing call-backs 
due to defective material are eliminated. 

Second, you lose no profit opportunities with 
Republic Terne. All types and weights are avail- 
able to meet every roofing application, including 
flashings, valleys, ridge rolls, gutters, caps, 





downspouts, coping . . . and complete roofs. 


Republic Terne Metal Roofing is produced 
in 50-foot seamless rolls, 4” through 28” widths, 
IC and IX gages, with 40-, 20-, and 8-pound 
coating, plain or painted on one or both sides. 
Terne roofing sheets are also available in 14” x 
20” and 20” x 28” sizes, in 40-, 20-, and 8-pound 
coatings not painted, packed 112 sheets to a box. 
Pre-cut flashings come in 5” x 7” size, IC gage, 
painted two sides, and wired in bundles of 100. 

Contact your nearest Republic office or mail 
coupon for complete information on Republic 
Terne Metal Roofing. 
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REPUBLIC ENDURO” STAINLESS STEEL used for this beverage cooler lift-top pro- 
vides bright, long-lasting beauty, with minimum maintenance. ENDURO'S strength > 
and toughness, plus high impact-, heat-, abrasion-, and corrosion-resistance pro- 
vide the perfect answer to many difficult sheet metal problems. Good forming 


properties of ENDURO permit full use of existing equipment. Mail coupon for 
further information 





REPUBLIC CONTINUOUS GALVANIZED sheets cre well suited to appli- 
cations where both corrosion protection and low initial cost are im- 
portant considerations, such as the air conditioning ductwork job 
shown here. The uniform, tight zinc coating on Republic Continuous 
Galvanized won't crack, flake or peel under any fabricating opera- 
tion permitted by the base metal. Send coupon for data 








REPUBLIC “HOUSE-LONG”™ GUTTERS 
improve your roof drainage installa 





tion profits by requiring up to 50 

less measuring, cutting, and soldering 
os compared with jobs using ordinary 
length gutters. Available in galvanized 
steel up to 32 feet long, these new 
truly straight Style "K"’ Gutters im 
prove appearance of completed in 
stallations by eliminating extra seams 


For complete facts, mail coupon 
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REPUBLIC STEEL CORPORATION 
DEPT. AA-5691 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
Worlds Wideat Range 


of Standard. Stila andl 
Stack Product 


O Terne Metal Roofing 0 “House-Long” Gutters 


O Continuous Galvanized OENDURO Stainless Steel 
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YOU AND THE LAW 





Does License Law Affect Legality of Contracts? 


Dealer-contractor’s right to enforce claim for labor and 


material might be challenged if he has failed to comply 


with any law requiring him to be licensed. Courts’ find- 


ings vary, but it 


FAILURE OF A warm air heating deal 
er-contractor to comply with a law 
requiring him to be licensed may o1 
may not deprive him of his right to 
enforce a claim for labor and mate- 
rial. 

Action was brought a few months 
ago for the foreclosure of a mechan 
ics lien by a dealer-contractor in a 
midwestern state to recover money 
due for installation of a heating svs 
tem. The owner defended that the 
dealer-contractor had failed to com- 
ply with a city ordinance requiring 
him to register and secure a license, 
and thereby forfeited his right to re 


covery 


Contract Holds Up 


The lower court denied any right 
the dealer-contractor might otherwise 
have had to foreclose the lien, be 
cause of his failure to obey this or 
dinance. When the case came before 
in appellate court, however, the de- 
This court held 


that the dealer-contractor’s failure to 


Cision was reverse d. 


register and obtain a license was not 
an offense 


prive him of the right to foreclose 


sufficient in itself to de- 


his lien and recover what was due 
him for supplying labor and material 


under the installation contract 


Customer Uses Fine Point 


In a similar case, a general con 
tractor had secured the license as re 
quired by the law but had failed to 
be classified 


violating another legal 


requirement The customer sought to 
evade the payment due under his 
igreement with this contractor, on 


the ground that no statutory classific- 


s a good idea to play safe 


ation had been made. The court rea 
soned that the intent of the law was 
to protect the public against incom- 
petent and dishonest operators and 
not to suggest that a licensed general 


different 


“Surely”, the court 


contractor must obtain a 
classification 
stated, “it could not have been the 
purpose ol the legislature to forbid 
it contractor who has been duly li 
censed to recovetl payment for work 
done. 

“Penal statutes that encroach upon 
the private rights of citizens must be 
strictly construed, and statutes which 
provide for the forfeiture of such 
rights must be strictly construed. It 
would not be equitable to hold that 
a contractor who has substantially 
complied with all the statutory law 
enacted for his governance should be 


deprived of capital and labor 


Court Defines Liability 


of this char 


acter, the court of a southern state 


In anothet recent case 


clarified the distinction between those 
instances in which a dealer-contractor 
is permitted to recover for his work 
ind material in spite of his failure 
to obey some law that he should be 
licensed, and those in which he is de 
prived of that right 

An unpaid balance of $2655.27 
was due the dealer-contractor on a 
vear ‘round air conditioning job 
when the ownet! stopped making pay 
ments, on the ground that the dealer- 
contractor had failed to pay the li- 
statute. The 


dealer-contractor argued that the stat 


cense tax required by 


ute under which the license fee was 
required did not declare the agree 


ment of an unlicensed contractor void 


but simply provided penalties for dis 
obedience The customer insisted the 
law implied that the contract) was 


void and unenforceable under such 


circumstances 


Law Doesn’t Mention Contracts 


“There is no provision expressly 
declaring that contracts made by ar 
unlicensed contractor shall be unen 
forceable.” said the court in its de 
ision that the dealer-contractor 
should be paid. “There is no 


intent to deprive such a contractor of 


imple d 


the right to recover for work done 
and materials furnished by hit lt 
deed, statutes contemplate that valid 
contracts may be made before the | 
cense 1s ipplied lor 

The only reasonable inference 
drawn from these provisions is 


that the legislature did not intend to 


I , ; ; 
make such contracts Inentorceal 
When the object of the statute is 
for the purpose of regulat he | 


health | iblic morals 
abc... but nelely lex the were 
taining public revenue. the penalty 
imposed is regarded as being upor 
the person ind not upon the business 
“Contracts made in the course of 
suk h business ire valid ind enforces 
thle. The question of the license tax 
1 such cases s one between the state 
ind the person enga ed in the 
ness and is not a matter in which 
third persons are concerned.” 


On the 


years later a court said of the type of 


other hand. only a few 
statutes adopted not merely for reve 
nue but for the safety and welfare of 
the people, “The rule may be harsh 
but | think that a contractor who 


enores the law 


requiring examina 
tion and quali fic ition for the protes 
tion of the public, may not recover 
either on the contract or for the value 


of his time. effort and money.” 
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Nation-wide service... another plus-value 


Fast service, precise application engineering! You and 
your customers have to be sure of getting them, when- 
ever and wherever they’re needed. Century has them 
mapped out, right where they'll do the most good. 

A nation-wide network of sales offices, distributors, 
stock points, service stations. Locations strategically 
pegged to your requirements... as are Century motor 


representatives in almost every foreign country. 


Put this plus-value together with Century’s acceptance 


through performance, and Century’s complete line of 


motors, | /20 to 400 HP. More reasons why your best 
motor investment is Century. Call your local Century 
man or Authorized Century Distributor now. 


MOTORS 


CENTURY ELECTRIC COMPANY 


St. Lovis 3, Missouri * Offices and Stock Points in Principal Cities 
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Both types of units are available 
with inputs of 85,000 and 115,000 BTU/hr. 


Units of both sizes and both types can be used together 
+ to meet a wide range of heating requirements. 


products 1164 chesapeake ave. ams Mirmn. 
© & . AD 
NGS: company columbus 12, ohio nore, . 


IN CANADA: A. D. PALMER &co., Lethbridge, Alberta @ Port Credit, Ontario 


For high ceiling and doorway 
applications, the Norman Three- 
Sixty Down-Blo units blast heat 
directly downward through the 
bottom of the unit. Before striking 
the floor, the heat spreads to 


cover a wide area with gentle 
warmth. 
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sure’ This Walker Unit Ends All My Draft Problems.” 






| don’t fuss and fret with uncertain draft anymore since Walker 
brought out this low-priced draft inducer-regulator combination. Now 


SH UR - F ae) I instoll Walker inducers on all my jobs. That puts me way out 


chead, because with good droft | know every job will be exactly 
Pets e tee Cel tehiel@m = ight from the stort 


Most hicient Draft Control System Ever Made’ 


Say oe Contractors, Architects, Builders & Home Owners. 





Her re’s an economical answer to every draft problem from older heating 
nstallations to modern, low-roofed houses. The new Walker Shur-Flo 
(Pats ‘Per n di ng) is the surest draft system ever devised—and the most 
economical. Walker’s fan operated draft inducer moves ONLY flue gases 
itside air. No wonder it runs quieter, costs less, 
requires less power. Walker does a complete job of inspirating draft and 

ntrolling excess draft. Models available for oil, gas, and coal fired 

iallons. 


. te 
.does not suck In O 





Perfect for modern homes whose lower chimney heights present a draft 


problem, the new Walker Shur-Flo is popular with heating contractors 
nd builders because it insta — quickly at any angle—vertically, hori- 
tally or ata ch. Economical in cost, it is highly profitable since it 


virtually elimin ates costly cal Tl-backs and corrections. The carefully bal- 
inced propeller type fan and small but sturdy motor assure quiet trouble 
free operation, free from vibration. 


For full details see your supplier or write direct. 


Other Famous Walker Draft Controls serving 25,000,000 Users. 
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Purple ° Junicr Line Double Swing Chimney Cop 
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WALKER MFG. AND SALES CORP. 


1730 Penn Street St. Joseph, Mo. 
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WHAT THE ASSOCIATIONS ARE DOING 








REVIEWING PROGRAM SCHEDULE are Sheet Metal and Roofing Panel NEW PRESIDENT, Victor Kinsey 
members (1 to r) Clyde M. Barnes (moderator), Bill Palmer, Don Brown, Cleft), 
Glenn McNabb and Mack Fillingham 


is given the symbol of re 
sponsibility by outgoing president 


R. ¢ Tucker 


Florida Association 


Reviews “Tricks of the Trade’ 


How TO DRAW MORE BUSINESS into the sheet metal in Attendance totaled 320—highe 


r tha } 
dustry through renewing interest at the contracting level number of vears 
in many of the skills that are not being used as exten New officers elected are Victor Kinsey. West Palr 
sively as they could be was the theme of the 36th annual Beach. president; R. ¢ Pucker. Ocala. first vice 1 
convention of the Roofin ind Sheet Metal Contractors’ dent: Eldon C. Goldman. Winter Park. second 1) 
Association of Florida. held at Silver Springs May 1-3 dent: Norman Sandell. Miami, third vice 1 


John EF. Starr. Clearwater. treasurer. New dir 
ippointed by district representat 0 ind sil tv ele 


it the next meeting held in each of the « nt 


Present directors will serve until new ippointments | 
heen made 

A panel of contractors related the j 
selling specialty items to the public. Moderat the 
was Clyde M. Barnes. editor. American Artisan. Pan 
members were Don Brown. St. Petersburg: Glenn MV 


Nabb. Tampa: Mack Fillingham. Jacksonvill nd 
William N. Palmer, Miami. This panel took as its then 

a point made by Glenn McNabb. who said A satisted 
customer is a perpetual salesman for you, but a dis 
satished customer can drive away more business tl 10) 


satished ones can bring in.” 


Many Applications for Stainless Steel 





Opportunities in stainless steel specialty items 
: outlined by Don Brown who dise ussed numerous us 
HELMET THAT SAVED the life of a journeyman stainless steel in both residential and commercial app! 
is shown Harold Broom Jr. and Harold Broom Sr. by cations. He cautioned sheet metal 


Safety Committee Chairman Al Ferguson 


contractors iainst 
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reach new protit peaks 
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A winning combination of proven selling aids and inceritive 
programs makes Airtemp dealers’ cash registers ring. A good 
case in point is what we call our “Proposal Campaign’. Here 
men are rewarded for presenting proposals and Airtemp 
makes direct contact with the prospect. Another example is 
the All-Star Promotion where dealers qualify for a 4-day trip 


? 


to the Orange Bow! over New Years. 


sales 


There areother re asons,too, why Airte mp deale rs make more money 

e The Airtemp line is complete —really complete—with 297 
heating and cooling models. They can satisfy any heating or 
cooing need! 

e Dealers sell the Chrysler name and Chrysler’s famous engi- 
neering. 

e Airtemp dealers keep their initial sale profits because they 
have fewer customer complaints and service calls. 

e Special training for dealers and their personnel at Chrysler 
Corporation Service Centers. 

e Factory advertising in your local markets. 

Want to reach new profit peaks? Then tie up with Airtemp 

the profit franchise. Just mail the coupon below. 
































AIRTEMP DIVISION, CHRYSLER CORP. 
DEPT. AA 6-58, DAYTON 1, OHIO 


Please send me full information on an Airtemp franchise. 


ADDRESS 


CITY ZONE STATE 
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Packaged masonry chimney assures high draft 


Laboratory tests prove the Van-Packer Factory-Built Masonry Chimney 
reaches maximum draft faster than metal flues and shows less cooling 
after burner shut-off (more potential draft for next furnace cycle). This 
higher draft means peak operating efficiency for your furnace installation 

. cuts needless furnace service call-backs, too. Profit on the entire 
heating system by installing the furnace and Van-Packer Chimney. See 
your nearest Van-Packer jobber listed under ““Chimneys-Prefabricated” 
in the Yellow Pages, or write Van-Packer for Bulletin RS-1-11, 


5/6 inch five clay 
tle inner jimng 


} inch vermiculite 


fe 


Asbestos cement 
outer jacket 





Masonry construction makes Adjustable flashing 
Van-Packer safe even for incin and acidproof joint 
erators. Withstands 2100 cement are provided 


Van-Packer Chimney comes com 
pletely packaged in sturdy, easy 
to handle corrugated carton 


QYan-Packer"sezs”” Chimney 








Snap-on 
housing cap 


Brick-design 
panel housing 


Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


a) @ 


Van-Packer Company © Division of The Flintkote Company 
P. 0. Box No. 306, Betiendor!, iowa * Phone: East Moline, |! 3.5288 
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Important feature of Thermo-Base | Radiant | Baseboard! 


Exclusive “conversion chamber’ makes it possible 


It's the greatest in forced ait 
nee imet 

Now u can istomers all the 
iivantages of forced air plus the even 
heat of hot water | | 

\ thermostat 1 2” is 
gu nt igal | t t ill 
" en td o ity I 

linaryv syster t lrafts 


PROGRESS 
IN 


a = a 
HEATING 


Presenting Today's Greatest 


Boost to Dealer Profits... 


Draftless 





Koreed 


Air! 








Thermo-Base takes high velocity out 
of forced air...ends drafts! 

Che secret is the exclusive Thermo- 
“conversion chamber.” Unlike 
diffusers, 
verts high velocity air coming through 
the boot into gentle, draftless air. 


Base 


ordinary the chamber con- 


lhe chamber pressurizes the unit 
... Spreads air along its entire length 













. then distributes it evenly, draft- 
lessly from end to end. 

Result: a thin veil of fresh, healthy 
air over the entire room . . . even com- 
fort from corner to corner. In short, 
the best features of both forced air 
and hot water baseboard. 

Write for details! Let us show you 


how Thermo-Base increases profits. 


lhermoe-Base 


RADIANT BASEBOARD 


GERWIN INDUSTRIES, INC 


Michigan City, Indiana 
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AWARD FOR OUTSTAND- 

ING SAFETY RECORD was OFFICERS FOR 1958 are (lI to r, seated) R. ( CITATION FOR ACHIEVEMENT of 
meade to lack McCormack Tucker, first vice president; and Victor Kinsey, association =insurance = prograt was 
(right) by Wm T. Bodiford of president. Standing are Elton C. Goldman, second made to Al Ferguson by A. P. Mcln 
in Wiile Sedmetsl Cumiente vice president; Norman Sandell, third vice presi tosh, Florida Department of Safety 
das dent; and John E. Starr, treasurer 

“overuse” of stainless steel in residential ipplications prolonging the life of the roof and its flash . 1 { 
stating that this can give a kitchen the appearance ot a preventing leaks from occurring in the future 

roadside diner. He recommended using a Variety ol the 

many ornamental patterns available sits : : 7 . 

Gppertunitios to serve archilects and consilting engi Sizing of Rain Carrying Equipment Important 
neers in laying out ventilating systems for commercial Informing people about the necessity for metal ftlas! 
uses were described by Glenn McNabb. A case history ings, valleys and rain carrying equipment and ex] 
illustrating how this service paid off in more comfort how such equipment should be sized and installed has 
in a school building and contributed to his company’s been a good business developer for William N. Pal 
reputation as a spec ialist was described. Mr. McNabb had Mr. Palmer re porte d several ise hist w | 
recommended to the architect of the school. after study informing the customers has resulted s 
ing the original air distribution plan, that supply air be In one case, he told the ow rota dustrial dit 
introduced at a lower level in the classrooms and that that the rain carrying equipment, which had “| 
several additional points of discharge be added in ordet hed to be 4 > in. gutters and appropriately s ! 
to introduce a light movement of air that \. ald provide ductor pipes. should be enlarged to 12 12 
a cooling effect during warm months. The air streams the result that his company was given the UY 
were adjustable so that when heated air was introduced. that job as well as all other work that the building 
the movement of air was directed toward the floor owners had on other jobs. Another ise history described 

a real estate development containing 100 houses w th 
How to Locate, Repair Defective Spots in Roofs 8 in. underflashing at gravel stops. Seventy-two of th 
houses had developed leaky roofs during the first three 

How one contractor built a reputation for profi eney vears. a situation which could have been prevented iE 
in locating and repairing defective spots in roofs and how Palmer said. if a 12 in. underflashing had been used 
this helped to build his business volume was des ribed by His company has been given a number of the repait 
Mack Fillingham. Mr. Fillingham said that very often jobs because he replaces the smaller underflashing with 
complaints of a leak in the roof (either at flashings or in one properly sized. He makes a practice of letting th 
the roof itself) are unfounded because water stains and 


moist spots attributed to faulty roofs are sometimes du 
to excess humidity conditions within the building. In dis- 
cussing with a building owner the possible causes of spots 
and stains and recommending ways to correct the situa- 
tion, he calls attention to the condition of the roof and 


rain carrying equipment and offers recommendations for 


customer know about the work he ing done and why it 


1s 


necessary. | his has resulted in recommendations that have 


contributed annually to his business volume. he said 
Another factor that contributes substantially to a con 
tractors profit margin is a good safety program. A panel 


which presented facts and figures on this subject was 


(Continued on g 
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When floor space is at a premium, the 
Utiloire is the right choice for installa- 
tions requiring discharge of conditioned 
air from top of unit. Streamlined three- 
tone jacket. Capacities from 75,000 to 
250,000 BTU/HR input. 





Primarily for use in the basementless 
home. Very compact. Air is discharged 
at bottom of unit for distribution in slab 
or crawl space. Smart two-tone jacket. 
Capacities from 75,000 to 200,000 
BTU/HR input. 


AMERICAN ARTISAN ve 195 


URNHAM announces 


_, the 


modern 


fashion 





gas-fired 


warm air heating 


Burnham's Berger Furnace Division 


now brings you two all-new slim-lined beauties for better 

warm air heating. Here is everything you expect from 

Burnham's generations-old reputation. There's precision craftsmanship, 
fine materials, advanced engineering features, guaranteed quality. 
There is careful attention to your sales and profit needs... 

and to your customer's desire for carefree living comfort year after year. 
Burnham and Berger are your ‘‘best bet’’ for warm air profits! 


Boost your profits 3 ways 


with Utilaire and Inversaire: 1. They're easy to sell at a profit... 
inexpensive but not “‘cheap"’. 2. They eliminate field assembly, 
save you hours on hook-up...and time is money. 

3. They give maintenance-free performance 

that keeps your profit in your pocket. 


Sell easier with these advanced 
engineering features! 


1. Exclusive ‘Heat Wringer’’ Exchangers — guaranteed for 15 years! 
They ‘‘float’’ in the air stream to eliminate expansion noises 

and get maximum heat from the fuel. They're welded air-tight and 
pressure tested, too 2. Exclusive V-Flame Burner directs heat 

toward exchanger walls, gives even flame height and clean combustion. 
No ignition or extinction noises. Stays lighted. Rarely needs cleaning. 

3. Hushed, cradled-in-felt blower and motor assembly is whisper-quiet. 
Easily converted for cooling 


GET THE FULL FACTS — Send coupon for new, free 6-page color book 


BURNHAM CORPORATION 


; [RRs eee 
BERGER |) emnertie. 
| 
FURNACE | 
| Name 
DIVISION | 
l 


Please send me NEW 6-page Burnham-Berger book 








Belle Vernon, Pa. 
Street 
BELLE VERNON, PA. 


City State 
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one 
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No Sir, no ready-made here. Emerson-Electric 
motors are custom-engineered for your prod- 
uct .. . designed for you, produced for you and 
priced for you. It is no longer necessary to 
design your product around a standard motor. 
Emerson-Electric engineers will work with you 
through every stage of development. You get 
the product you want with a motor that 
EXACTLY suits your purposes ...a custom- 
engineered motor. 

Call, wire or write Dept. M-305 today, The 
Emerson Electric Mfg. Co., St. Louis 21, Mo. 


Since 1890 




















For the Mass Market in the 
Heating Field! 








COMBINATION CONTROL 


REGULATOR + SAFETY + AUTOMATIC MAIN GAS CONTROL VALVE 
Safe Lighting With or Without 100% Shut off. 


In a carefully calculated design based on 25 years gas control 
experience. THERMAC combines in this three-in-one control every 


a feature important to the appliance builder, the dealer, and the cus- 


tomer. Identical in pe rformance and capacity to the now universally 
. , : 
/ J \ epted SLS-100, i 


: a it is ideal where space below the control is lim- 
age “9 ited. The unit consists of a regulator, quiet automatic main gas valve 
and a 100¢¢ pilot shut off when required. A manual reset is avail- 

able in conjunction with automatic main gas valve. Every component 


is long proven and well accepted in the gas appliance field. 


Drawings, prices and samples of the SLS-120 series are now 
ready for manufacturers interested in reducing the over-all cost of 


gas control assemblies. 


Write, wire or teiephone for immediate action. 





14296 East Sixth Street, Distributed in Canada by Ontor, Limited 
Corona, California. REdwood 7-3511 
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moderated by A. C. Ferguson. chairman of the associa salesmen. traveling well over 75.000 miles per vear. He 

tion insurance program. Panel members were A. P. Mi conducts 17 regional and one national meeting ant 

Intosh, Department of Public Safety, State of Florida; Mr. Ashworth has been vice president and sales ma 

William T. Bodiford, Florida Industrial Commission: and wer of Peck. Stow & Wilcox Co. for the past six 

J. V. Waits, U.S Department of Labor. Prior to that time he served as sales manager of the 
“It's good business to have a safety program,” said chinery division and as production engineer of the 


lr. V. Waits. in outlining the costs involved in conducting 


nance and government contract department 


i self insured program such as the Florida association s 


Mr. Waits said that the average cost involved in an ac Kalamazoo Has Annual Outing 


cident is about four times the amount that comes to the . 
Pune Katamazoo Sheet Metal. Roof Heating & A 

attention of the contractor. He also said that proper in ; 

Conditioning Contractors Associatio held 

ham dinner meeting on May 8 at John DeHaa: 

home near Crooked Lake. Louis Andrus. i: t 


freshments. also served as toastmaster Phere 


surance coverage is a business necessity and a contractor 
cannot afford to be without it 

The association's safety training program Was r ported 
on by A] Ferguson who displayed a dt iwn alumu lim 


ry ess sessions it this annual event the } 
T 


helmet that had saved a man’s lift training pro 


a ; is held primarily to provide dealer-contra 
gram has been presented to 1512 emplovees of 115 com ; 
ny , their suppliers with ar Opport tv to et I i! | 
panies in Of Communities during the past year, with the 
become better acqua nted 
result that insurance premiums decreased 20 percent. The 


issociation uses the slogan. “Work Hard But Play It 


Gof. 99 


Lists Membership Requirements 
For the work he has done to promot satety n the 





MEMBERSHIP REQUIREMENTS was the 
sheet metal and rooting industries \. ( Ferguson was . : 
I } A. P. Mel | per wh oy tye Ferien | 
res le ed citation " cintos 0 > 
pr ented with a framed : wor bY I a of the Grand Rapids Hi tit & Air Conditioni \s. 
be Mo f 0 ori = *1) tmen 0 ub ( . 
: half ol the tal Fl ; la De} irtment “ tior The board IMANIMOUsty pproved the fol 
Satety 
R quirements: 
cog 0 lo is outstan if? satet core is acon 
ve gnition rh ut nding satety re I ! See ee ee ee oe 
tractor was given Jack MeCormack. Roofing and Sheet : _ ae 
2) Pheit principal business shall be the nstal 
Metal (o.. Pensacola. in the form of a bronze plaque 
' ind servicing of warm air and air conditioning svstems 


t Ni ‘ Was ace ’ \ llia 1 od a) d o ‘ . ' 
The award was made by Wi m T. | itor for th SE ee ae ae 
Florida Industrial Commissior 


1) The basic method of employment shall be 
hourly rated basis 
e m = The association form of contract shall 

Alabama Lines Up Convention Speakers "Saerteaeiee 
FOUR SPEAKERS well known to the sheet metal. heating 0 All warm air heating svstems shall bx stalle 
and air conditioning industry. who are scheduled to wcording to National Warm Air Heatir ind Air Cor 
ippear on the convention program of the Roofing. Sheet ditioning Association standards 
Metal. Heating & Air Conditioning Contractors Associa 7) Members shall agree to furnish information the 


tion of Alabama. are David W. Hoppock Clyde M issociation s certified public 
Barnes. O. U. Mutz. and F. L. Ashworth. 19eS 
Mir Hoppock vice president in charge of sales for &) Members shall carry Workmet 


weountant to establisl 





Ws Compensat 
Brvant Mfe. Co.. has been in the air conditioning and Publie Liability and Properity Damage Insura } 
heating business since 1945. when he joined the Carrie1 $20.000 $10.000 limits 
Corp His experience includes work in market research. Y Members shall attach i 1 conspicuous place 
public relations. and field sales management. when available. the association sticker with installer’s 
Mr. Barnes. editor of American Artisan. helped develop identification on each installation 
the Standards for Rating Heating Systems published in 10 New members shall have been in business { 
the July 1957 American Artisan. He has ippeared on least two vears and shall have established a satisfactory 
many local and state association programs to describe credit rating. 
how dealer-contractors can sell better heating svstems at 11) All members shall agree to cooperate with th 
better profit margins. At the Alabama convention he will executive secretary by furnishing information concert 
make an up-to-date report on how the industry has pul ing costs and overhead to assist him in establishi: 
this sales tool to work and how its use has proved bene sound basis of operation 
ficial to the public as well as the dealer-contractor 12) Membership in the association shall include mem 
Mr. Mutz. as sales manager for the Peerless Corp bership in the state and national warm air associations 


spends over 50 percent of his time in the field with the i Mare slots haus on mene 06) 











WISSs 


...always a cut above competition 


q 
| 


M-5R Aviation A-9 Solid Steel A-16 Solid Steel 


i 


V-13 Solid Steel Combinati nbinat V-19 Solid Stee! Combination No. 5 Inlaid No. 8 Inlaid No. 19 Inlaid 


The finest line of metal-cutting snips 


Talk to almost any shop superintendent in the sheet RETA. CASE a SOLID STEEL COMBINATION 
t t Cut with half the normal effort All-purpose, for metal, vinyl, leather, rubber 
metal industry and he'll tell you any job that calls ag), cuts teft. 10” long. 136” cut Cut straight & curved 


for smips, calls for Wiss! M-2. cuts right. 10” long. 134” cut V-13, pocket size. 7” long, 15%” cut 


M-3, straight and curved cuts. 10” long, 1 V-10, 10” long, 2%” cut 
Wiss snips are far and away the favorite of pro- cut. Versatile and powerful! V-19, 13” long, 3” cut 


fessionals and for good reason. Made in many M-S, Bulldog for notching, nibbling. 9% 

sizes and designs for specific cutting jobs, Wiss snips a : cut INLAID STEEL SNIPS 
. - R"’ designates vinyl grips op 

actually make cutting of all kinds of sheet metal a 


ptional and extra No. 5, Bulldog heavy duty, cuts 16 gauge 
SOLID STEEL SNIPS metal. 17” long, 242” cut. 
simple matter . and they stay sharp for years 


A-9, cuts straight. 12%” long, 3” cut. Other —_No. 8, cuts straight. 1354” long, 342” cut 
: sizes from 8” to 11”. No. 19, curved or straight cuts. 1252” long, 
For a bigger cut of the market, you can’t miss pithy ae : : 8 
oe 4-16, Bulldog combination, cut straight and cut 


with Wiss! Sold through industrial distributors curved. 16” long, 3” cut Other sizes from 11%” to 1534”. 


J. WISS &€& SONS COMPANY, NEWARK 7, N. J. 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears. 








| FOR LOW COST, 
SPECIFICATIONS: _ ECONOMY HOUSING 


* Low, low price 

* Heavy, 16-gauge stamped-steel face 

* Outstanding finish for long life even in 
heavy traffic—metal is phosphatized to 
hold baked enamel finish indefinitely 


* Easily adjustable vanes—factory set for 
wide air pattern 

* Expansion tabs to hold diffuser down in 
rough cut opening 

* Five sizes—from 2'/,x12 to 4x14 

* Adjusto-Stop for balancing system at face 
of diffuser 

* Smooth operating, rattle-proof valve 

, Lever-type operator, practically flush diffusers. Especially when they cost as little as Air 
with face Control’s No. 65! This diffuser is designed especially 

x ———_ especially for tor those installations where cost is a prime considera 

tion. It permits you to cut corners without slighting 

performance or appearance 


FOR HOMES REQUIRING THE FINEST 





Even a low-cost house deserves efficient, attractive floor 





SPECIFICATIONS: 


* Smoothly contoured one-piece margin with 
seamless corners 


Curved, adjustable vanes for lowest possible 
resistance—individually electro-welded to 
margin for extra strength 


Streamlined, opposed-action valve 


Dial operator to open or close valve with 
touch of toe 


When you want the very best for your 
normal work, use Air Control’s No. 42! 
Absolutely unequalled in styling or per- 
formance, this diffuser gives you everything 
Sizes for all standard openings it is possible to get in a perimeter diffuser 
-and does it at standard prices. 


Maximum free area 


Adjusto-Stop for balancing system at diffuser 


America’s finest perimeter floor diffuser at 
= For FREE CATALOG of all Air Control registers, grilles 
and diffusers, see your supplier or write us. 


AIR CONTROL PRODUCTS, Inc. 


158 Center Street 


Coopersville, Michigan 
In Canoda: LEIGH METAL PRODUCTS LTD., 72 YORK ST., LONDON, ONTARIO 





PF-2002 Filter 
PF-200 Element 


‘ 


Reduce 
your 
inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


Sj Jn 
ee ea 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 


~<«-7 * 


ee ee eee - 


of all oil burner installations. 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 
your customers the five outstanding benefits 
of PurOlator Micronic filtration—no matter 
what filter is installed on their job. 


1. Water and acid resistant element. 
2. Uniform density filtering to .0005”. 
3. No channeling or ‘‘soft'’ spots. 
4 


. Will not shrink, distort, stretch, flake 
or deteriorate. 





5. A guaranteed filtering capacity of over 
100 gallons per hour U.L. approved. 











p~ -MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 


This hand vide sho ° instantly, the filter 
“ ancy guice oe Ns ae eee | Dept. OBS-730 Purolator Products Co., Inc. | 
refills which may be used, interchangeably, in ol | Roh N J | 
leading filter units. | Se ee | 
Filtration For Every Known Fluid g Meeee s0d Ge .. sopnes af your OF Gummer Miter | 
7 Element Cross-Reference Chart | 
PUROLATOR '~ | 
| Address a 
PRODUCTS, INC. ; City Zone Stote | 
Rahway, New Jersey and Toronto, Ontario, Canada se is Gam: ali gis sais ec te aca ala ag eli 
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WITH THE ASSOCIATIONS 





Charlotte Association Uses ‘Modernization Guide’ 


AT A SPECIAL MEETING called by the Warm Air Heating 
and Air Conditioning Association of Charlotte (N.C.), 
association members and other representatives of the 
heating and air conditioning industry in the area heard 
how American Artisan’s “Modernization Guide” could 
be utilized to help improve the profit margins of dealer- 
contractors 

The presentation was given by Clwde M. Barnes. editor 
American Artisan. who was introduced by J. B. Kuvke 


dall. president of the association. There were 47 members 


CHECK-LISTS FOR LOCATING PROSPECTS and 
heating standards for selling prospects are discussed by 
(i to r) R. D. Finlayson, F. H. Orr, Jim White, J. Arthur 
Mills and J. D. Kuykendall Jr 


of the industry, suppliers as well as dealer-contractors, 
in attendance. Mr. Barnes described the modernization 
market. outlining both its current and future potential, 
and pointed out the many advantages of selling to this 
market. Advantages he listed are: 

1) There is less price competition because fewer 
dealer-contractors are called in to quote on a job 

2) The price asked for a job is tailored to fit the in 
dividual job 
5) Accounts receivable are cleared more quickly 

1) Turnover in cash is more rapid, enabling dealer 
contractors to take advantage of volume and_ periodi 
discounts, 

5) Regulation of installation work is more easily con 
trolled. 

6) Less time needs to be spent on employee training 
hecause employees are kept on the payroll full time 
throughout the year 

7) Sales promotional activities can be better regulated 
to develop leads when seasonal pressure dec reases, 

8) Business overhead tends to remain more even 
throughout the year 

Case histories were presented, designed to enable 
dealer-contractors to compare their operations with those 
of several successful dealers who have specialized in 


modernization work for a number of years. 


To locate modernization prospects, Mr. Barnes recom 
mended the use of the three check-lists published in the 
March American Artisan. These check-lists cover the 
three subjects, Heating, Summer Air Conditioning, and 
Sheet Metal. Describing ways of reaching prospects. he 
suggested distributing the check-lists by mail together 
with a promotional letter, having them delivered by 
schoolboys from door to door in specifi neighborhoods 
and using them as handouts at home shows and fairs 
Also. copies can be offered in newspaper and radio ad 
vertising, can be left by service men on every call, and 
can be effectively used in cold canvassing or telephone 
solicitation. 

These check-lists are designed to locate prospects who 
are easy to sell because of their interest in the many 
items listed 

Once a prospect has been uncovered. Mr. Barnes su 
vested that the heating standards card published in the 
July 1957 American Artisan be used to show him how a 
well designed heating system can perform the work neces 
sary to provide the comfort he has a right to expect. Th 
standards not only help to upgrade the installation but 
also provide a better basis for overcoming resistance to 
the price quoted for an installation whose performance: 
will be satisfactory in every way. Mr. Barnes used cas 
histories to show how the standards have been used su 
cessfully in many cases to offset the prospect tendency to 
hid shop. 

The meeting was concluded with a detailed dese riptior 
of how to bid a job. It was explained that dealers could 
ivoid the pitfalls often encountered in estimating by 
using a hidding and estimating sheet together with a 
table that describes many of the operations necessary u 
a modernization installation and shows the number of 


hours required for each operation 


Minneapolis Names Winning Apprentices 


NINETY-THREE ENTRIES were submitted in the recent 
ipprentice contest conducted by the Air Conditior ing & 
Heating-Roofine & Sheet Metal Association of Minn 
apolis. Prize winners were as follows 
Jerome Mevers: 
George Adams; third. Orrin Lovelace 


First vear First prize, second 


Second veat First prize, Richard Punchard: second 
Stanley Mazal: third, Richard Sundeen 

First prize, Neil Stuber; second, Waym 
Hoover: third, Arnold Danelius 


Fourth vear First prize. 


Third year 


Charles Riehl: second. 
David Fait: third, Dennis Brendemoen. 

The entry submitted by Jerome Meyers in the first 
year category also took a prize in the national apprentice 
ship contest. 

(More associa 
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THE MARK OF QUALITY 


New Self-Contained 


BARBER 


Constant Volume Control 


COLMAN 





Simplifies Stabilization 
of High Velocity Systems 


Uni-Flo 


ENGINEERED AIR 
DISTRIBUTION 








Air Valves 
(Motor Operated)* 


Range Adjustment 


Removable Constant 
Volume Regulator 
(Fairprene Diaphragm) 


Motor can be 
located inside or 
outside of unit 
at most convenient 
point for 
easy access. 


The new Uni-Flo double duct control mixes hot either electrically or pneumatically operated, 


and cold air and reduces it to conventional with the single motor mounted inside or outside 


velocity at minimum noise levels. It is available the box. The air mixture is held uniform within 


in octopus, open end, and integral diffuser types 1° for each 10° F difference between hot and 


The unit features an extremely simple and effec- 
tive self-operated, constant volume regulating 
valve. No power source or motor operator is 
required for volume regulation. The valve 
maintains constant CFM delivery from the box 
within * 5% for hot and cold inlet air pressure 
differences as high as 5:1. A single spring 
loaded manual adjustment lets you dial the 
CFM required 


The hot and cold inlet control valves can be 


cold supply air. 

On any high velocity double duct installation, 
this new unit greatly simplifies stabilization and 
assures continuous, dependable, automatic con- 
trol. For complete information, dimensional 
and performance data, write today or call your 


local Barber-Colman office. 


one source of responsibility when you 
specify your Uni-Flo double duct control with 
a Barber-Colman motor. 


BARBER-COLMAN COMPANY 


Dept. F, 1106 Rock Street, Rockford, Illinois 
















Dollar for dollar you can not make a bet- 
ter investment for profit than HEIL 
DOLLAR-VALUE TESTED heating and 
cooling equipment. A Heil franchise 
means more for your invested dollar — 
more for your customer’s dollar with these 
Dollar-Value Tested features: 


e A 34 year reputation of pioneering 
— engineering and reliability — not 
matched in the industry. 


e Full capacity components. 
e@ Sub-sonic noise level. 


e National record of service-free perform- 
ance. 


@ Precise BTU ratings. 
e Units delivered assembled and pre-wired. 
e Lowest stack temperatures in the industry. 


e 85% of every advertising dollar spent 
on units you buy is spent in your market. 


e All local advertising bears your name. 


e National advertising program with local 
impact. 


e A tested sales-producing cooperative ad- 
vertising program. 


Sell the line that passes the Dollar-Value 
Test — sell Heil. Write Heil-Quaker Cor- 
poration today for full details on the 
more-for-your-money Heil franchise. 


DOLLAR 








VALUE TESTED 


HEATING AND COOLING 





6 Oil-Fired 
Boiler-Burner Units 
(BTU range 
93,000 to 252,000) 








HEIL-QUAKER 


712 Eighth Ave. South 




















6 Gas-Fired 
Boiler-Burner Units 

(BTU range 
70,000 to 200,000) 
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\ 14 Gas-Fired 
\ Winter Air Conditioners 
\ (BTU range 
\ OU,NUY to 200 i 

















13 Oil-Fired 
Winter Air Conditioners 
(BTU range 
84,000 to 224,000) 


| 15 Central Air Conditioners 


| Self-contained, remote and 


water cooled 


(BTU range: 20,000 to 60,000) 


CORPORATION 


Nashville, Tennessee 
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ELECTRICIANS K1500 SERIES 


CRESCENT SCREWDRIVERS 


with improved 
Blue Tenite Handles 







STUBBY 
REGULAR & PHILLIPS POINT 





EVERY CRESCENT SCREWDRIVER 
IS INDIVIDUALLY TESTED 


Only in Crescent do you get 

; ‘ ‘ Crescent tests each and every screwdriver to 

make sure that blades are hardened to exact 

blade superiority. The improved specifications your assurance that Crescent 
s tips will not break or twist 


this combination of handle and 


Tenite handle provides a firm, com- 


fortable grip that turns screws easily without 


causing hand blisters. The blade is hot forged, 
hardened full length, and then assembled to CRESCENT TOOLS — a 
the handle under great pressure... Give Wings lo Work — \\t 


it cannot turn loose or come apart. 


Sign Ww the Srlisan 
Jynilel of Carcllence 






P > 





Crescent is our * . k egistered the ed tes nd abrood, f wrenches and other tools Sold by leed ng distributors ond retcilers everywhere ond mode only By 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
\y cA \ SA 
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Heating System Inadequacies Revealed 


[He Pirtspurcw Heating and Air Conditioning Con 


tractors Association recently sponsored a dinner meeting 
for dealer-contractors and others interested in improving 
the quality of heating and air conditioning systems 
James H. Martin. assistant managing director of the Na 


tional Warm Air Heating and Air Conditioning Associa 


tion, described the association’s “Silver Shield” program 





MORE THAN 150 INDUSTRY MEMBERS met recently 


in Pittsburgh to discuss ways of upgrading heating and 


air conditioning installations 


He pointed out that the builders’ practice of purchasing 
heating systems on price alone has resulted in growing 
dissatisfaction on the part of the public. 

The need for better heating installations was pointed 
up by the results of a free inspection offer made recently 
by the Pittsburgh association. In response to the offer, 
some 300 home owners called to report that their heating 
systems were giving unsatisfactory service. The inspec 
tion resulted in the discovery, in both old and new homes. 
of numerous defects, including over- or undersized fur- 
naces, faulty flues, improper wiring. inadequately sized 
gas lines, errors in duct design, and improperly located 


or undersized registers. 


Ohio Directors Discuss Expansion Plans 


RoBert BUTLER, new president of the Chio Sheet Metal 
Contractors’ Association, recently called a meeting of the 
hoard of directors for the purpose of discussing future 
activities and expansion plans. Projects considered at the 
meeting included the following: 

1) The holding of area meetings to encourage mem 
bership in the parts of Ohio where the association cut 
rently has no representation. 

2) More statewide publicity for the association 

}) Ways of assisting associations on code problems. 

1) Ways of increasing membership. 

9) Formulating a plan to keep past presidents active 

A plan was adopted whereby the state of Ohio was 
divided into seven areas with definite county boundary 
lines. Purpose of the move was to clearly define the areas 
in which active promotional work can be done in the 


coming years. Each area is governed by a key city which 


LOO 


will serve as the base of operations The seven areas are 
Toledo, Cleveland, A-C-Y (Akron. Canton. Youngstow: 


Columbus, Dayton, Cincinnati and Marietta 


Detroit Discusses Gas-Fired Equipment 


SPONSOR FOR THE May MEETING of the Detroit Warm 
Air Heating Association was the W. H. Lambert Co. Carl 
Petersen of the Mid-Continent Metal Products Co.. Ch 
cago, discussed the subject of “Unusual Applications 
Gas-Fired Equipment.” 

\ sampling of those attending the group s recent meet 
ing on service disclosed the fact that service charges 
range from less than $5 per hour to $9 or more an hour 
A few of the members stated that for regular customers 
minimum services, such as putting in a fuse, are pet 


formed without charge 


Pa. Reports on Sales and Use Tax 


BERNARD LAWRENCE, chairman of the legislatin 

mittee of the Sheet Metal, Air Conditioning & Roofu 

Contractors’ Association of Pennsylvania, met recently 
with the director and chief council for the state Bureau 
of Sales and Use Tax to obtain a clarification of the sales 
tax regulation as it applies to the sheet metal, air cond 

tioning and roofing industries. Reporting to members or 


the results of his meeting, Mr. Lawrence says 
“If vou have not been paying the tax to your suy 
pliers, or reporting a Use Tax for materials you now 
on hand, you must take an inventory of your entire stocl 
and pay. with your next return, a Use Tax of 
based on the cost price 
“You must pay the tax to your suppliers in the 
of Pennsylvania and pay a Use Tax for material 
ceived out of the state on all your future pure hases 
“If you are making any sales at retail vo 
que sted to register with the de partment ind obtair 
license, even though the major portion of your bu 


is construction contract sales.” 


Rochester Group Hears Advertising Talk 


PRINCIPAL SPEAKER at the May meeting of the Master 
Sheet Metal, Furnace and Roofers Association (Roches 
ter, N. Y.) was G. L. Breckenridge. Mr. Breckenridge dis 
cussed the “Buy Now” advertising program bei: ol 


ducted by builders, dealer-contracters and suppliers 


Fox Valley Has ‘Get Acquainted’ Night 


THe Fox VaLtey Furnace and Sheet Metal Contractors 
Association held its annual “get acquainted” party at 
Geneva, Ill. “Get acquainted” parties are given by the 
group every spring to give suppliers serving the Fox 
Valley area, members of the association and dealer-con 


(Continued on page 104) 
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FAIRMOUNT TEMPLE, CLEVELAND, OHIO 
Architect: Percival Goodman, N.Y. Associate Architect: Braverman & Halperin, 
Cleveland, O. Roofing & Sheet Metco! Controctor: Industrial Roofing & Sheet 


ovER 40,000 pounns oF 


SOSene ens NO 


The complex copper standing-seam roof shown in the left of 
the photo above is not only a protective covering but carries 
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HUSSEY COPPER BUILDING PRODUCTS the religious significance of a Star of David design. Fabricated 
© Copper Sheet Metal entirely from 16-ounce Hussey Copper, it will contribute to 
® Rolled Copper Flashing the permanence of the building forever. Over 40,000 pounds 


® Copper Eave Troughs of Hussey Copper were used, including conventional applica- 
| ® Roof Drainage Accessories 


| tions such as gravel stops and counter flashings. On projects 
® Majestic 3-way Thru Wall ’ aad 

| Cunpar Cteskine planned for the generations, make sure it’s Hussey Copper 

© Copper Ridge Roll and be sure! 

® Copper Tubing 


| * Copper Conductor Pipe CS. G. HUSSEY & COMPANY 


*® Copper and Brass Pipe (Division of Copper Range Co.) 
© Copper Neils ROLLING MILLS AND GENERAL OFFICES: PITTSBURGH 19, PA. 


7 Convenient Warehouses to serve you promptly 


PITTSBURGH (19) 2850 Second Ave CHICAGO (18) 3900 N. Elston Ave 
CLEVELAND (3) 5318 St. Cloir Ave ST. LOUIS (1) Centro! Terminal Bidg. 
CINCINNATI (37) 1045 Meto Drive PHILADELPHIA (30) 1632 Foirmount Ave. 


NEW YORK, LONG ISLAND CITY (6) 34-39 Thirty-first St. 
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THREE NEW PRODUCTS TO HELP YOU SELL EVERY PROSPECT! 


© new Frigidaire Irans-Wall 


SLIDES 



































IN LIKE A DRAWER! 


PROVIDE FULL-HOME AIR CONDITIONING NOW...OR 


LATER WITH EVERY NEW FURNACE YOU 


Another Frigidaire First! Installed 
For a Year at NAHB Research House 


Here’s a completely new concept in full-home air 
conditioning—the Frigidaire Trans-Wall System! New 
[rans-Wall Units are now in production 
after a full year in an actual installation at the NAHB 
(Home Builders) Research House, Kensington, Md. 


“slide-in” 


The Frigidaire Trans-Wall System is the simplest, 
most compact year-round comfort maker ever devised. 
Here's why! The complete all-in-one Trans-Wall Unit 
consists of an air-cooled condensing unit with twin 
Super Meter-Miser Compressors plus a “wall-sleeve”’ 
that slides through wall to furnace, and a high-effi- 


INSTALL! 


ciency “inverted V” cooling coil that fits into pre-in- 
stalled housing to give full-home conditioning with 
any Frigidaire furnace. 


Ready to Install—FAST! 


All internal wiring is done, refrigerant lines connected, 
system sealed and checked by the factory. With the 
furnace located at an outside wall of the house and coil 
housing in place, all you do is slide Trans-Wall in place 
and wire in. Trans-Wall System utilizes furnace blower 
and ductwork. 


FRIGIDAIRE DIVISION 


General Motors Corporation, Dayton 1, Ohio 


While Others Dream of the Future— [BIG / PAE 
f j il) ali HE 


< 
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full-home air conditioner 


INSTALLS EASIER THAN SIMPLEST FURNACE! 


New—completely self-contained 
air-cooled package 


Simplified installation 
No concrete base needed 
Factory-sealed 


Uses furnace blower 
and ductwork 


No plumbing for water supply 
No refrigerant connections 


Two sizes 
24,000 and 35,000 BTU/hr. 


Twin compressors 


IZONTAL 
Air 


rough 


BASEMENT TRANS-WALL SYSTEM 
Trans-Wall Unit slides into housing 
above Frigidaire Vertical U Ow pe 
Furnace T 


Trans-Wa 


. 
y 
Adaptabie to Lowboy Type 


CRAWL SPACE TRAMS-WALL SYSTEM 
Trans-Wa nit installs 
Frigidaire Vert 

rnace 


under Trans-Wa 
al Downflow Type 


Modified ab hook 


lieve nstalls 
up Frigidaire Vert 


SIMPLIFIED INSTALLATION! 


Less than 350 Ibs. net 
Frigidaire Trans-Wall 
by two men using 
easily adds a full 24,000 BTL 
Comfort in 


ALAZ-240 
installed 
Trans-Wall 

of Dry-Cool 

any home after 
furnace and coil housing have been installed. 


weight, 


ordinary 


new 
is Casily 
tools 


" 
virtually Style 


CONDITIONERS 


-Cooled 


ict’ units simplified 


ation in or existing 


res, designe or all in- 


. ' } 
all outside partially 
the-wall applications. 


eal for attic operation. Can be 


{ 
n 


ed in oll 


fices and small 
ps requiring 
ctwork. Pre-wired to cut in- 

ation time 


t 


ing 
and expense. 
ible to homes with radiant 


or where present ductwork 


too costly to disturb. 


sors never requi! 


(only one operat t 


wall opening than 
ternal control box, and tested 


Super Meter-Miser Compres 


ire ess 


A\7/7-340 has two compressors 


SLAB TRANS-WALL SYSTEM 


TRI-LEVEL TRANS-WALL SYSTEM 


Unit, bracketed above groun 


Upfiow pe rac S ta t at later 


CRAWL SPACE TRANS-WALL SYSTEM 
alls under Frigidaire Horizontal Type 
wnfiow fa t n 


ast Furnace 
Crawl space 
sing th ple added below coi! housing 


ROUGH-IN NOW — INSTALL LATER 
ate outside wall! 
open- 


Gate 


TRANS-WALL UNIT SLIDES INTO WALL OPENING 14” x 24” 


1. Rough-in opzning. 2. Attach outside moun 

ing brackets (furnished). 3. Complete install- 
ation by sliding Trans-Wall Unit in place— 
connect control box (furnished) and wire in 
35,000 BTU | Hr. unit weighs 370 Ibs. and re- 
quires slightly larger wall opening 17% x 24”. 


NEW CONDENSING UNITS 


Air-Cooled. 2 and 3 ton sizes 


new lower-priced units 
aire quality 
and ft. 


of floor or 


@ Pre-wired 
DOX 


external outlet 


cuts installation costs. 


Powerful 20” propeller fan 
on motor shaft 
eliminates pulleys and belts 
Full hermetically 
ciprocating 


tains 


mounted 


re- 
con- 
oul. 


j 


de- 


sealed 
compressor 

Supply of 
Multipath conden 


. need » 
sign speeds heat 


lifetime 
ser coi 
removal 
Weather resistant cabinet for 
long life. 


call 
Rep- 


t your Frigidaire 


Dr ¢ 
Products 





WITH THE ASSOCIATIONS 





tractor visitors from nearby locations an te 


\ 


well known 


opportunity 
make new acquaintances and renew old friendships. 
talks 


members of the industry. precedes the evening party. 


short business 


by 


session. 


featuring 


Pension Plan Voted Down 


Mera & An 
sociation of Greater Kansas City reports that 
dum the pension plan was held April 14 
Metal Local Union +2. According to the contract draw: 
July 1. 1957. the payments he 
paid out of the increase du 


In effect. this 
the local 


union 
pe nsion 


THE SHEET \s 


reteret 


Conditioning Contractors 
a 
on by Sheet 
into such 


July 1. 


determine 


a plan would 
1958 

if 
the 


vote by was te members 


) 


wanted a or would increase in their 


preter 
paychecks. The pension plan was voted down 248 to 96 
The association re ports that its members are cooperatl 


ing enthusiastically in the “red card 


up 


W“ h ( h 


about their customers 


=<Vvstem enables members to exchan information 


rt 
| a h mie mber who has had an ex 
bad 


This card does not designate what type 


eood or with customer. sends 


either 
offic t 


nlormation 


perience, a a 
card to the 
ot 


the «1 


f 


rives the name of 
ind firm making the 
lial 


atl 


is available . =o simply 
the pe rsor 


checking 


umber of membe 


istomer and 


his 


very helpful to 


0 


I 


re 


port means of customer re litv. has 


wel 1 


Wisconsin Holds District Meeting 


DeETAILS OF 
Vetal 
Association 
Metal Contractors 


THE INSURANCE 
Al 
presente d 
Association of Wis 


meeting. Other 


Air Heating 


PROGRAM developed by the 
Contractors’ Natio: 
the 


at the 


Sheet and Conditioning i 


were to members of Sheet 


onsit eroup 


district 
g W irm 


i Profit xs 


discussed 


Jobs” 


recent subjects were 


lI 
' 


“iz ind Cooling ind 


t 
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& Air Conditioning Contractors 
ol Alabama. innual 
House Hotel. Mobile. 
105 Frank Nelson 


June 23 Americ 


ind Air-Conditioning 


Metal. Heating 
Association 
convention Batth 
Ala. B. M. Johnson 
Bldg.. Birmingham 
Society of Heating 
Engineers. semi 
nual eting. Nicollet Hotel. Minneapolis 
Minn. A. V. Hutchinson. 
tary. 62 Worth St.. New 
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Metal Contractors’ 
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? 
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Single out A-P for triple duty 


A-P’s complete capacity line of thermostatic ex- 
pansion valves (1/, to 25 tons, R-12) is geared to 
perform on: 

1. Most commercial applications where pressure 
limit is not required. Standard liquid charged 
TXVs may be applied universally. Special 
liquid charges are available for critical appli- 
cations. 
one source . Air conditioning applications requiring pres- 
sure limit. A-P gas charged (type 209) TXVs 
are ideal for the job. 


a 3. Low temperature applications where pressure 
for all thermostatic limit is required. Use A-P liquid charged 
valves with adjustable pressure limit. 

These valves complement industry’s most com- 
. plete line of refrigeration and air conditioning 
expansion valve needs controls. Take advantage of this single source 
availability — your assurance of dependable per- 

formance. 


O? 








a 


ae A 
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MODEL 206C 
Fixed superheot 
yl. Capacity: | 


MODEL 207DE 

Adjustable superhect 

equolize Capacity ? 
12. 1, 2, 3, 5 toms R-22 


MODEL 207C MODEL 209 

Adjustable superhect. R-12, R-22 or Adjustcble pressure limit ond super- 

Methyl. Coapocity: Ya thru 12 tons hect. R-12, R-22 or Methyl. In Ys 
> 


R-1 thru 12 tons R-12. 
1 1 


DISTRIBUTORS 

Both flore and solder types. Capac- 
a - 25 tons) R-22 (25, 30, 40 tons) ities: flare type thru 3 tons R-12 
R-12; 7Yz, 11, 19 tons R-22. & Avoilable with pressure limit. Solder type thru 40 tons R-12. 














MODEL 214 i MODEL 217 ; MODEL 218 Y 


Adjustable superhect 2, 3 ons Ad 
R-12 2 





> djustable superheat. Solder connec Adjustable superheat. R-12 (16, 19, 
, 3, 5 tons R-22 tions. Capacity: 5, 72, 1242 tons 




















CONTROLS COMPANY OF AMERICA 


Manufactrers of A-D CONTROLS 
2452 N. 32nd Street ° Milwaukee 10, Wis. 
COOKSVILLE, Ontario ° NIJMEGEN, Holland 
Controls That Make Modern Living Possible 


Write for Book E220 — gives 
complete data on A-P thermostatic 
expansion valves. 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Acid Mist Collector 


“CycoiL” type M acid mist and vapor collector which 
uses water as collecting medium—American Air Filter 
Co., Inc., Dept. AA, 355 Central Ave., Louisville 8. 


Ky. Operating on counterflow air cleaning principle. 








unit is designed to eliminate acid or alkali mist gen- 
erated in plating and other industrial processes. Unit 
can be operated as exhaust or blow-through cleaner 
with contaminated air or exhaust gas flowing upward 
through perforated plate into eliminator section, which 
consists of fluid-bed. polyethylene pad into which 
water is introduced in counter flow to the air. Moving 
air causes liquid level to be established in media and 
provides multitude of flooded contact surfaces for 
scrubbing. Normal water drain is 3 qt per hr per 
1000 cfm. Secondary pad removes mist which escapes 
fluid level pad. Unit is in seven sizes: capacities range 
from 1200 to 24.500 cfm. 


Heating, Cooling Lines 


EXPANDED LINE of “Weathermaker”™ oil- and gas-fired 
furnaces and increased range of air conditioning units 

Carrier Corp., Dept. AA, 300 S. Geddes St., Syra- 
cuse 1, N. Y. Twelve gas-fired furnaces, in highboy 
and counterflow models, have outputs from 75,000 to 
185.000 Btu. Oil-fired furnaces in 16 models of high- 
boy, counterflow, horizontal and lowboy units have 
84.000 to 140,000 Btuh capacities. Air handling ca- 
pacities have been increased for air conditioning com 
binations. Condensing sections range from 2 to 10 ton 
capacities; three 10 ton models are 25 percent smaller 


than previous counterparts Commercial models are 
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in 714 and 10 ton sizes. Blower coil units can be 
mounted on ceiling or floor while condensing sections 


are installed outside. Featured are “Universal” model 





ton unit for residential and small commercial ap 
plications; “Summer Weathermaker” horizontally or 
vertically mounted air handling unit designed for use 


with remote condensing units. in 715 and 10 ton sizes; 


and water cooled package d units for stores and offices 


Hydraulic Angle Iron Shear 


LARGE HYDRAULIC angle iron shear with semi-auto 
matic solenoid controls or hand lever controls——W. A 


i hitney Vig. Co.. Dept { 1. 636 Race Rockford. 





Ill. Start. stop and reverse operations are under con- 
trol of operator at all times, the company reports. Ca- 
pacity is 45 tons with 10 strokes per min. Unit shears 
6 X 6 X 14 in. angle iron, 54g & 6 in. flat stock, 1 in. 
square and round stock in mild steel with regular 
angle iron shear blade, leaving ends free from dis- 
tortion. It forms or bends %; & 9 in. flat stock to 
90 deg with forming dies and mitres 4 * 4 & 14 in 
ingle iron material to 45 deg with angle iron dies, the 


company reports. 
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speak for themselivesi 
I'm sold on 


-NORRIS 
DABILITY 





**Like most furnace dealers, I’ve 
been exposed to a lot of fancy 
furnace valves and controls, but 
in the long run I’ve found 
that you’ve got to have 
dependable performance as well. 
That’s what has built my 
customers’ confidence in me and 
made my business a success. 
Ive used McQuay-Norris 
valves for years because 
I can rely on them!” 


Features... 


Time Tested by leading manufacturers 


AGA and UL listed for use with natural, manufactured 
and liquid petroleum gases 


Soft-seat valve with positive seal 


Fail-safe—spring pressure always closes the valve 
Operates in any position 


Resists corrosion, stands up under extremes of 
temperature 


Stainless steel working parts, special analysis 
aluminum die casting in valve body, soft seat of 
special formula Buna N 


- 
Zi 


Manufacturing Company « St. Louis 10, Mo. 
YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS, 
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equipment developments 


Gas-fired Furnace 


LUsTo ODI gas-fired turnace in contemporary 


design. with lue for close-clearance closet instal 
I I ectrl« Lo lir Lo ditioning De pt.. 
De pl { | + Lawrence St Bloon held. \ / l nits are 


rated from 75.000 to 150,000 Btuh inputs in iners 


lation—Genera 


ments of 25.000. Front panel is suspended to provide 


for combustion and ventilation air. Features are steel 








io 
. 
>» 
ea vel I str rm | board 
control and | it-1t junction box. direct drive two 
speed blowers. slide-out blower and motor assembly 
Blowers adjust for cooling in vear ‘round combina 
tions. Cooling speed =< maintained at 1) percent high 
er than heati speed Cast iron burners are fed by 


rifice holders brazed in place. Coil enclosure at top 


/ 


lor add-or cooling 


Portable Nibbler 


NIBBLER WHICH may be used as portable tool o1 
Vodern 
Vig. Co., Inc., Dept. AA, 680 Davisville Rd., Willou 


Grove, Pa. Unit will cut sheet metal without distortion 


mounted on a bench for stationary operation 


by cutting out a continuous 1, in strip. the company 
reports Two models are available. Unit operates on 


1 1O-, c or d-¢ 


Dust Collectors 
CYCLONE SEPARATOR dust collectors with radial fans. 
designed to move more air and operate against higher 


static pressures than previous models—Torit Mfg. Co.., 


Dept. AA, 287 Walnut St., St. Paul Vinn. Fans are 


said to eliminate build-up of foreign material on 


blades. Units are designed for <¢ where volumes ol 
dust or lint and buffing compound must be collected 
Dust-laden air is directed by spiral baffles into a whirl 
vind motion: cust particles are precipitated out ol 
the air stream bv centrifugal force and settle into dust 
reservoir below. Collectors can serve single machine 
or group of machines. Units are in four models with 
8 in. inlet diameter, 5 hp: 6 in. inlet diameter, 2 hp 


> in. inlet diameter, 11. hp and 4 in. inlet diameter 


hp. 


Replacement Filters 


‘FIBERSCREEN” AIR FILTERS made of “Dvynel” for all 


window and room al cond tioning units } her Bond 


Corp... Dept. AA, 2237 S. LaSalle St.. Chicag 1) 
signed for increased dust-holdi ipacity. filters are 
packaged ! l., in. thick. 15 >} in. sheets in individ 


‘ 
, 
‘ 
f 


ial polyethylene bag 


fit all size models. Stiff cotton mesh backing eliminates 


ed tor supporting trame Irregular cross-section o 
the fibers causes sharp changes in air direction and 
high dust impingement o fibers. the 

ports 


Gas Conversion Burner 
Mopet HS TUBELESS cast iron inshot 





nstallation in 4. 5 or 6 in. openings, burner has u 
put range from 80,000 to 180,000 Btuh on all gases 
Snap-out panel acts as automatic safety control against 
flashback. Model HL has longer venturi length for 
installation in de eper combustion chambers. Mounting 


flange. Hame spreader and manifold are factory 


stalle d 


Sheet Metal Vise 


Mopet 22414 sHEET MeTAL workers’ vise with mal 
leable iron castings—Columbian Vise & Mig. Co 
Dept. {4. 9021 Bessemer Ave.. Cleveland 4, O. Cast 
ings are used in conjunction with high tapering jaws 
and deep. heat-treated steel faces. Jaws are replace- 
able. Vise has swivel base ; mat hine can be low ked 
in any positien. Position and angle of work can be 
altered without removing from vise. Other features: 
steel handle balls, self-lubricating graphite bronze 


bearing, 414 in. wide jaw with 9 in. opening 











107 





This is the book! 


the KEY book for reaching the KEY factors in 
RESIDENTIAL AIR CONDITIONING 
WARM AIR HEATING 


SHEET METAL CONTRACTING 


» to 806¢ of the total business in Residential Air Con- 
ditioning, Warm Air Heating, and Sheet Metal Con 
tracting ts done by 20 to 25° of the dealers. These are 
the KEY dealer-contractors — and American Artisan 
has them as PAID subscribers. Want the facts? Write us. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
D wanteonss @ 
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* HARTSVILLE, S. C. 
* LA PUENTE, CALIF. 
* MONTCLAIR, N. J 
* AKRON, INDIANA 
* LONGVIEW, TEXAS 
* ATLANTA, GA. 

* BRANTFORD, ONT. 
* MEXICO, D.F. 
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ON INDUSTRIAL JOBS... 





TAA tall 
rte} felee! 
SONOAIRDUCT « 
FIBRE DUCT 


for warm air gas and oil fired 






slab perimeter heating systems! 


Large diameter Sonoco Sonoairduct Fibre Duct 
increases your profits by cutting installation 
time. Sonoairduct is lightweight, easy to handle 
and levels quickly. Available in lengths up to 50 
long, and can be sawed to exact lengths on the 
job. Ideal for industrial heating and ventilating, 
schools, shopping centers, etc. 


23 sizes — 2” to 36” I.D. Aluminum foil lined. 
Approved by contractors everywhere. Meets and 
exceeds F.H.A. criteria and test requirements for 
products in this category. Free installation man- 
ual available. See our catalog in Sweet’s. 


For complete information and prices, write 


SONOCO 


SONOCO PRODUCTS COMPANY 





receecanaaed developments 


(Continued) 


Gas-, Oil-Fired Furnaces 


LINE OF FOUR oil-fired and five gas 
fired furnaces in 22 sizes—Peerless 


Heater Co.. Dept {4 


Pa. Oil-fired furnaces range from 


) 
Bove riout 


7 


72.000 to 140,000 Btu output; gas 





models range from 70.000 to 


Btuh. Highboy 


and counterflow models are available 


150.000) 
suspended, lowboy 
in both gas ind oil fired stvles. the 


( omp inv states 


Arc Welder 

“HUSTLER a-c transformer type are 
welder tor welding. cutting hole 
burning. hard surtacing soldering 


brazing and heating metal for form 
ng—Hobart Bros. Co.. Dept. AA 
Hobart Sq.. Troy, O. Unit is rated at 
180 amp at 25-v on 20 percent duty 
evele. Welding and cutting current 
selection is made by plugging ele 
trode cable into one of nine recep 
tacles arranged in circle on output 
panel; ground cable plugs into one 
of two receptacles in center of panel 
Included are electrode holder. plastic 
head shield, ground clamp, 20 ft 
electrode cable: 15 ft ground cabl 
6 it power connecting cable and sev 


el il we ldine elec trode = 





Water Heater 


“BurkKAY B-97" self-contained. gas 
fired automatic water heater with 
glass-lined tank {. O. Smith ¢ orp 
Permaglas Div... Dept. AA, Kanka 


kee, Ill. Designed for use with all 
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big deci 
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From tts modern $10,000,000.00 plant in Long Beach... 


Robertshaw enters the manufacture 
of Cdntral Heating Controls! 


ie nas, a eae TR 





Exacting Quality Control—a proved 
factor in the successful development 
and production of millions of depend- 
able water and space heater controls. 









\ 





Unitrol 110—the standard of the water 
heater industry... more than 3,000,000 con- 
trols produced and sold with less than one- 
half of one percent returns 


* Exacting Quality Control—now 
lends its technique to the manu 
facture of Central Heating Controls 

and Accessories! 


CONTACT:-; 


Dep: ndable Robertshaw controls ee 
are advertised nationally to your 
customers in Good Housekeeping, ow 
, ¢ CONTROLS COMPANY 


American Home, Sunset and 








Saturday Evening Post. GRAYSON CONTROLS DIVISION. LONG BEACH, CALIFORNIA 


a. KASD > 
| | ee _ 








“ Air-handling system at huge Rochester War Memorial made of sorTiITE COP-R-LOY 





Fabricator: Wm. J. Schmitt, In 


..-because SOFIITE’ COP-R-LOY Sheets have the extra quality 
needed to take forming and welding without flaking” 


—so says Mr. William C. Schmitt, sheet metal controlled copper content of these tough galvan- 


fabricator on this 74 million dollar project. ““We ized sheets makes them easy to work... helps 


chose sorTITE because of our past experience with 
both Wheeling Products and Wheeling service. 
They’re both always top-quality and mighty im- 
portant reasons why we like to buy from Wheeling!” 


you produce a superior-looking job...and assures 
longer, more economical service life. 


Get full details today from your nearby Wheeling 


warehouse or sales office. Wheeling 
Why not see for yourself? Use Wheeling sorTITE 
Cop-R-Loy on your next job. You'll find that the 


Corrugating Company, Wheeling, 
West Virginia. 





WHEELING CORRUGATING COMPANY -— IT’S WHEELING STEEL 


Wheeling SOFTITE COP-R-LOY . . . plus other top quality Wheeling Building Products ...are warehoused in Boston, Buffalo, Chicago, Columbus, 


Detroit, Kansas City, Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston 


1] 


AMERICAN ArriIsAN, June 19 











equipment developments 


- ( ued 
rases except LP. unit delivers 814 gph at 100 deg 
emperature rise. Approved for h gh temperature wa 
ter service, water heater is suitable for use in restau- 
rants and other similar applications 
. 
s 


Suspended-Highboy Furnaces 











[Wo WARM AIR FURNACES with bonnet ratings of 84, 
OOO and 112.000 Btuh. designed for use as s ispend d 
or highboy units—J Wood Co.. Heater & Tank 
D Dept. 44.100 H.W ashineton St... Conshohocke 
/ : ms ¥ l cups it 
| ! ) door 90 
_ —_- . — = 
’ 
mi OF e 
+ <.- 
Q ? | 
[ ——— _______j 
it iron t m high \ <5 
pended unit and ers Furnace in be turned 
end for end to revers r fi n suspended installa- 
Flow” combustic hamber is designed to provide heat 
exchange fro heatit surfaces. the ompany 
states 


Portable Nibbler 


PORTABLE ELECT! d matic nibbler, now ava 

able in five sty Bu Fenway M 

chine Co.. Dept. AA, 3107 N. Broad St.. Philadelphia 
Unit operates on pul I The principle to produce 
variety of shapes ferrous 1 < 
including corr ted sheets nit will cut stainless 
steel up to 10 ea. mild ste ip t oa ind non-ferrous 
metals to lo i | is are said to produce no dis 
tortion on either side of mater il and leave smooth 
edge. Air powered nibbler is designed for applications 
where safety s prime L nit an be used as 
portable cutting tool or mounted to vise for bench 


work, It cuts holes i: tubes. ducts or corrugated sheets 


without alterir rriginal « 


Air Conditioner Timer 


Mopet AC1-0 “Ti-mire” plug-in timer for air con- 
ditioning units. which works on 24 hr schedule 

Paragon Electric Co.. Dept. AA, 1600 12th St.. Two 
Rivers 3. Wis. Adjusted like a clock. unit can be set 
to pre-cool area in advance and to turn off the unit 
after normal occupancy hours. Manual control permits 
operation during automatic “off” periods. Timer has 


5 ft. 3 wire cord with 3 wire rrounded plug. Dial has 








A size to give every home 
the right humidity 


MAID-O'-MIST 
CONVECTOR 
HUMIDIFIERS 


Easy to install in conventional and 
counterfiow WARM AIR furnaces 


SIZES 





Today. you install a humidifier the sci- 
entific way: the RIGHT size designed to 
fit the size of the house . . . just as you 
install a furnace. Maid-O’-Mist has _pre- 
pared a CHECK CHART that shows at 
a glance which 
size FO ese. 
Send for it to- 
day! 








FREE! NEW 
CHECK CHART 
FOR YOUR 
WALL 


Limited edition .. . WRITE FOR YOUR COPY NOW 


LESS AIR 
60 RESTRICTION 
IN PLENUM +>» MORE 
i EVAPORATION 


Only MAID-O'-MIST 
offers so much for so 


= 
little! (} INSTALLATION 


TIME 


Renewal Kit for the home owner . . . eliminates 
service calls. Includes 4 replacement evaporator 
pads, 1 valve stem and float arm. 


MAID-O’-MIST, ; 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS 
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announces 


NEW INSULATION 





2 Aa 


' .. 1A-22 





‘ Coverage: 
i Brush Application — 230 + sq. ft. per gallon 
; Roller Application — 270 + sq. ft. per gallon 
| Temperature Range: 

in — 30°F to 325 + °F (Blanket) 

elit — 30°F to 250 + °F (Board) 


At last! A specific use adhesive designed for a quick, strong, 
permanent bond of insulation to sheet metal. 


Duo-Dyne's new Insulation Adhesive IA-22 was created for 
bonding insuiation to metal; insulation to insulation (at joints); 
sealing joints; ‘‘Buttering'’ insulation edges. Designed for 
glass-fiber, asbestos and cork insulation, etc. 


Tack time is only 10 seconds! This means the bond is immedi- 
ate and positive. What's more, long ‘open time"’ range per- 
mits bond one hour or longer after application of adhesive. 
Permits rapid coating of duct surfaces and provides positive 
bond of heavy insulating materials without auxiliary hold- 
ing devices. 


Duro-Dyne Adhesive IA-22 is water proof, clear in color, 
solvent in petroleum-naphtha or white gas. Requires no thin- 
ning. For full details, write today. 


The Greatest Name in Sheet Metal Specialties 


ore 








6 ; 
RSA 
-. 8 
U Coe =! 
JIFFY y WS PORTABLE 
DAMPER QUADRANTS REGULATORS SPOT WELDER 














DURO-DYNE CORP.,, ®ovte 110, Farmingdale, New York 
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equipment developments 


black numerals for day section and 
white numerals on black for th 


night side. Rubber feet and mou: 


ing holes on back plate permit var 
ations in installation. Electrical rat 
ing is 120-v. 60 evele: 12 amp. ful 


load. l hp 


Power Roof Exhauster 


“COLUMBUS SERIES C power roof 


exhauster in 75 to 2200 efm rar 
Greenheck Fan & Ventilator Corp 
Dept {14 Schoheld Wis expos ad 





surfaces are heavy gage ul 


. 
Aluminum. non-overloadi: centril 
ugal wheels are coupled I aire 
drive to ball bearir motors whic 


are mounted out of the exhausted 
stream and isolated from the ho 
One-piece inlet cone and curb makes 
unit weathertight. the company re 


ports 


Cloth-Filter Dust Collector 


Mopet 75-80 cabinet cloth-filter dust 
collector with larger filter area and 
increased dust storage space Torit 
Wig. Co.. Dept. AA, 287 Walnut St 
St. Paul, Minn. Filter area of 150 
sq ft is said to handle 600 cfn 

to be cleaned. Filters are fine-wover 
cotton, resist sparks. Dust  storag 
drawer has 2 cu ft capacity. Heavy 
particles fall into dust tray: finer 
particles are trapped on undersid 
of filters and can be shaken loose by 
handle outside the cabinet. Cleaned 
air can be recirculated to rooms 
Unit has 1 hp motor, moves 600 cfm 


through 4 in. inlet at 4.0 in. static 
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HERE’S 
(16 REASONS) 


WHY 


YOU HAVE MORE TO SELL 
WITH HEATWAVE 


Lie 





AIM 


THE FASTEST GROWING NAME IN YEAR ROUND AIR CONDITIONING 


1. Gas-fired Heatwave Furnace is adapted for LP Gas use, converts 
any gas into hect more economically! 


2. Heat Exchanger is of heavy gauge, die-formed steel, electrically- 
welded into a rugged one-piece, gas-tight unit, specially designed 
for rapid heat transfer 


3. Burners core cast iron with milled slots for quiet, clean, efficient 
operation 


4. Noise level is low as a result of entire combustion chamber 
design to eliminate noise 


5. Blower is sized for both heoting and air-conditioning . . - rubber 
mounted for quiet operation—pulls out like a drawer for easy 
inspection 


6. Automatic Control System is silent, gives safety, comfort and con- 
venience, serves both heating and cooling systems 


~“ 


. Insulation is fireproof fibre-glass with reflective foil facing which 
holds radiant heat in fresh air stream, keeps down noise level 


8. Air Filter of the disposable type, removes dust and pollen from air 


9. Cabinet is of welded construction with attractive, two-toned, baked 


15. 
16. 





on enomel which harmonizes with any surrounding decorations. No 
diverter or protrudances 


ADD ON” feoture of Heatwave year round air conditioning enables 

homeowners to buy furnaces and add-on waterless air conditioning 
whenever they desire without alterations’ to existing ductwork. 
Evaporator housing finish matches color of furnace; is insulated 
to prevent condensation.) 


. Vertical Hot Air Discharge in condenser allows grass and shrubs to 


grow cround the unit without being harmed by discharged air. 


. Appealing design blends with any landscape, appeals to the home- 


owner 


. Easy to service, remote condenser features oil sight glass, detachable 


valves, liquid sight glass, moisture indicator and dryer. Standard 
ports used throughout 


. New, larger condenser face area gives lower operating head pres- 


sure and lower liquid temperature, resulting in lower operating cost 
and reduced mechanical failure. 


Unit is tested under A.S.R.E. conditions in Southwest's own laboratory. 


You enjoy affiliation with a nationally-known manufacturer! 


START INCREASING YOUR SALES NOW with HEATWAVE! THE LINE THAT GIVES YOU MORE TO SELL! 


Find out how you can become a Heatwave Dealer! 








Write for full information today! 


HEAT 


AIR CONDITIONING 








Manufactured by SOUTHWEST MANUFACTURING COMPANY 





HEATING 





e Box 151 ° Avrora, Missouri 


16. A Subsidiary of The F. E. Meyers & Bro. Co., Ashland, Ohio 
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pressure; 400 cfim through one 3 in. inlet at 5.0 in 
static pressure; or 350 cfm through each of two 3 in 


inlets at 4.0 in. static pressure 


Air Diffusers 


Series TMD sguare and rectangular air diffusers 
with built-in vane and louver arrangements designed 
to provide versatility and efficiency without baffles 
and blank-offs—Titus Mfg. Corp.. Dept. AA. Box 810. 
Highway 20 West. Waterloo, la. Designed for heatin 

















tir condition ing or 


entilating systems and ceili 


side wall application. units are available in one. two 


CoOL 
oe 
PROFIT 


















A PREFABRICATED 
FLEXIBLE DUCT CONNECTION 


Simply pull out desired 
length from dispenser- 
type carton. [It pulls 
out ready to use.) 
Roll into round duct or 
form into square duct 
and join. Saves 70%, 
time over old methods. 
DOUBLE-SAFE-LOCKED 
A TYPE, SIZE, AND PRICE FOR ALL J08S 
THREE GRADES THREE FABRICS 
Commercial - Economy Canvas - Asbestos 
Residential Neoprene 


pelt Mel AMi lelticl Mle Lit tm@ UM itsi 1 thie Ti 
Open for Manufacturers Agents Calling on Jobbers and Distributor 


“CAIN MANUFACTURING CO. 


111) North Sth Avenue Phone FA 2-0354 Birmingham, Alabama 








three or four wav a tlerns in two basi Ly pes ] 
one-piece diffusers in variety of air deflecting patterns 
lor standard, drop frame and surface mounted ceilin 
installation: and 2) two piece units with several types 
of mounting frames and interchangeable cores. for all 


types of ceiling mountings. Combination supply ind 
return diffusers are also available ir square or re 
tangular stvles. These units are designed to permit 


running of supply and return ducts at same elevation 


Gas-Fired Furnaces 


GH series of gas-fired furt ices, featuring imereased 


hiower capacity to accommodate idd-on summer ait! 


Mayflower Air-Conditioners, Inc., Dept 
14. Duluth Ave. and East Seventh St. St. Paul 6 


conditior Ing 


Viner Compact units are 171, 25 96 In. it 


95.000 Btuh i: put size. Other sizes offered in the line 
are SO.000. 110.000 and 125.000 Btuh input. accord 


to the manulacturer Also featured in the 


Portable Arc Welder 
BrReN-WELD MODEL 250 © hand 






VIBRATION 


Independent laboratory check proves 
this light duty V-Belt absorbs 24% more 
vibration and noise than next best 


“Low Vibration” Belt. 
For Air Conditioning Equipment, Forced 
Air Furnaces, Window and Attic Fans 

also— Washing Machines, Driers and 
light work-shop Equipment. 


METAL PRODUCTS CO. 


20850 ST. CLAIR AVE., CLEVELAND 17, OHIO 


Zatko World's Largest Manufacturer of 


tamped .one piece P 
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to 2 in. thick. Dial current control 
featured. Welder weighs 1? | 
measures 12 x | y] n. Open 
circuit voltage permits use 
welding electrode. Unit is rated at 50 
percent duty cycle and 200 amp out 


pul 


Remote Condensing Unit 


Potar-PrRINCE” air cooled condens 
ing units in 2 and hp models with 
rated « ipacities 23.000 and 35 
900 Btuh, respectively Coleman Co 

Ine Sr Francis & Second &, 
H hita Aa | ht 

— 
| 
d 


ee HY 


4 





lass and motst 


valve arrangement whict ta lates 
held hookup e\ jatior nd har 
ing: redesigned hilter-driet nd 
steel legs to protes ising trom sur 
face water and condensat 

ceal and protect’ pipir Condenser 
coil is located across entire | 
unit and is protected by heavy steel 
vrating 


Dry Type Air Filter 


“REDI-ALEEN dry type cleanable 
air filter for velocities up to 350 
fpm—Microtron Corp. Dept. AA, P 
QO. Box 2092. Charlotte 1. N.C. Fil 


ters are made of washable svntheti 
staple fibers, suitable for application 
in residential heating and air condi 
tioning systems. Filter media does 
not require oil Aluminized — steel 
frame has heavy eage galvanized 


steel support erids Nominal sizes 


range from 10 20 1 in. to 20 








DON’T UNDERESTI 
THE SALES POWER 


SEAL! 


METALBESTOS 








“In the past, r-any tourists failed to stay at our 

Mote/ because they questioned the safety of gas wal/ 
heaters and vents,” says Mr. Jesse Clymer, 
owner of the modern 35-room South Land 
Hotel Court, Paducah, Kentucky. 


Mr. Clymer took the problem to his Metalbestos 
representative... who first made certain 

that each wall heater was correctly vented 
according to the Metalbestos “Safety System” 
Gas Vent Tables. He then gave visible 
reassurance to prospective occupants by 
prominently displaying the Metalbestos 
“Safety Seal” in each of the South Land's 36 
rooms. “Since that time, we haven't /ost 

a single customer who was doubtful about gas 
heaters and vents.” reports Mr. Clymer. 


Give your customers this same assurance 
by displaying the Metalbestos “Safety Seal” 
... Sign of safe, trouble-free gas venting. 


Find out how the Metaibestos Gas Vent Tabies 
can simplify vent installations... 
quality reputation. Write Dept. 8-6. 


maintain your 


Stocked by principal distributors in major cities. Factory warehouses 


in Akron, Atlanta [ 
Chicago, Dallas 


Des Moines | /. ‘I 
New Orleans L 
Los Angeles \S 


Woodbridge, N. J ia eeheeee 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 

















All 
Purpose 
Low-Cost 

instrument 
for 
Static 
Pressure 
and 
Air 
Velocity 
Measurements 





High and low ranges give direct 
velocity readings from 260 to 
4000 fpm. 

Static pressure readings from 
.005 to 1.0 inches of water 

Complete with every acces- 
sory for adjusting and balancing 
air conditioning, heating and 
ventilating equipment. 

Fits in shirt pocket. 





Supply Grille Velocity 





Return Grille Velocity 


C9 


Over-Fire and Smoke Pipe Draft 











Static Pressure 


WRITE FOR BULLETIN B-9 


F.W. DWYER MFG. CO. 


P. O. Box 373F 
Michigan City, indiana 
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Electric Hammer 
Mopet H-812A, 1 


tric hammer for setting fasteners and 


» in, capacity eles 


anchoring machinery in concrete. 
et Vilwaukee Electric Tool (¢ orp 
Dept. AA, 5368 W. State St.. Mil 
waukee 8. Featured are adjustabl 


blow and idling action Compact cle 


SH 


sign permits overhead or close-quart 
er work in installing duct work, et 
Unit weighs 4 Ib, is 1114 in. long 
Tool operates on 15 amp, 115-s 
house current. Included are 6 as 
sorted drills. 2 drill chucks and all 
purpose chisel, plus steel carrying 


case. 


Power Roof Exhauster 


“Dattas Air Mover” series D belt 
driven power roof exhauster ranging 
from 300 to 27.000 cfim—Greenhecl 
Fan & Ventilator Corp.. Dept {4 
Schofield, Wis. Featured are all-steel 
construction with galvanized top and 
discharge hoods; non-overloading. 
balanced centrifugal wheels. belt 
driven by ball-bearing motors: motor 
isolated from exhaust air stream 
Both motor drive assembly and fan 


are isolated from housine 


Hand Saw 


Hanp compass sAW with “Magic- 
Slot” feature which permits quick 
blade changes—Dreter Bros., Ine.. 
Dept. AA, 7301 Woodlawn Ave.. Chi 
cago 19, Also featured are square 
shank bolt and handle which permits 
cutting flush with a surface. Hook 
shaped slot permits locking blade in 
to handle without friction bond or 
removal of wing nut or bolt. Uni 
form-thickness blades range from 


teeth per in for wood cutting. to 12 


teeth per in. for plaster cutting and 


18 teeth per in. for metal cutting. 


Square shank bolt can be inserted 
from either side. Handle can be used 
upside down or right side up. Blad 
can be inserted with teeth facu ip) 
ward. Blades are finished witl 


prooting black » netrant 


Counterflow Furnaces 


Series 102 o1rn-FIRED and 10 : 
hired countertlow furnaces frat ! ! 
size from 7O.000 to 150.000 Br 


put and from 84.000 to 125.000 Bru 


output Irmstrone Furnace f 

Dir of National Ul nior kle 

( D 14.851 W.7 1A 

( 0. Both 1 lels | 
t-driven blowers. QOiul-fired 

ha i os | heat vel rs 

with wraparound radiat 

baffling. “self-cleanir burners. ten 

perature-protected nozzles. and | 6 

Ly ind 13 hy motors. (,as-hred 

inits have singh | I wit 

‘anchored” flam« Anv variation of 

rases can be handled witho 

honation. the company states. Motors 

ire ly, 1/6, 1, and | 3 hp. Bot 

models have 10 » and 13 we 


ind two filters 


Furnace Limit Controls 


Type AL adjustable and non-adjust 
ible controls with or i i probe 
lengths—Therm-O-Dise, Th Dept 
{4.127 ¢ ise St.. M ie 
metal sens element is te 





pletely in air stream tor quick 

sponse to temperature changes. Tem 
perature calibration and differential 
can be preset to customer specifica 
tions up to 300 | Standard range 
of adjustment is 90 dee: 40 dee 
range is also available for various 


ipplic iftions 











STEINEN DRAFT REGULATORS 


are perfectly balanced. Combination 


draft setter—sets draft automatically 
stabilizes balance— 


rekelel te) 


no parts to be 


STEINEN DRAFT REGULATORS. 


Acro-Lok 
on all commercial models 


feature the exclusive 
Prevents 


tampering—eliminotes gate variation 


STEINEN DRAFT REGULATORS 
are easier to install—actually saves 
25% in installation time 


Wt 
STEINEN DRAFT REGULATORS 
are available in a wide selection of 


models from 6” to 32 
and 


to meet 
commercial 


all residential 
requirements 


These are only a few f the yp) - 
bined fourteen feat 
outstanding Steinen line. Write for 


compiete information today 
t 


Wm. Steinen 


“Mfg. Co. 


Bruen Street, Newark, N.J. 


(Wm. Steinen Mig. Co., 1957 
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Staple Tacker 

Mopei | -CS outw ird cline h s aple 
tacker 
holding 


insulation 


designed to provide oreater 
duct 
Indus- 


lightweight 
Varkwell 


power lor 
lacings 


trial 


Products Div., Dept. AA, 200 
York 13. 


Hudson St Veu Spread 





staple clinch and curvature of staple 


leg are featured in regular or cement 
coated staples bronze or tinned 
copper Staple s are said to hold over- 
lapping joints in vapor barrier, pro- 
lective coverings, et 


Cooling Equipment 


UNITS in 3. 5 


REMOTE CONDENSING 


ind 714 hp sizes; self-contained 
pa kage units with cooling capac ilies 
of 22.050 and 35.850; and _ heat 


pump with cooling capacity of 35. 


850 and heating capacity of 38,3500 
Tuck-Aire Furnace Dept. 
14, 2045 Evans Ave.. San Francisco 


24. Air 


units 


Btuh 


condensing 


filter 


remote 
“cat h all” 
and liquid 


units. also air 


cooled 
feature dryer 
and moisture indicator 
Self-contained cooled, 
two hermetic 


Air-to-air 


have one o;°r compres 


sors heat pump has auto- 


matic changeover provided by ther- 


mostatic control and two reciprocat 


Ing compressors 


Hole-Cutting Saw 


ROTARY HOLE CUTTING saw designed 


to cut 316 in. round holes through 


floors, ceilings, partitions, et R. 
V Starbuck & Sons, I ne.. Dept. 1A. 
P. O. Box 1318. Hartford 1. Conn. 


Shank is bo in. in 


diameter for at- 








FOR ALL HOME BUILDERS 


Builders and Contractors, large and 
small alike are SOLD on Vitroliner chim- 
neys! Here's why— 


* QUALITY-BULT of finest materials for 
safety and long life. 
ENGINEERED construction 
same time-tested design, 
than 15 years. 

* ASSEMBLED on the job in lightweight 
sections for fast easy installation in 
floor or ceiling joists, providing max- 
imum flexibility. 

FEATURES the choice of many Styles, 
Sizes, Colors and Five Diameters. 
AVANABLE from Chicago factory, 
tailor-made to fit. Also shipped in 
knocked-down form by nearby dis- 
tributors and dealers direct to the 
job. 


. 


using the 
for more 


All Vitroliners are class “A'’ chimneys 
for one or two story homes and build- 
ings, providing complete chi y func- 
tions. 





Listed by Underwriters Laboratories for 
all fuels—accepted by Local and State 
Building Authorities—insurance Rating 
Bureaus—and the Building Officials Con- 
ference of America. 


Write today for details. 


\/TROLINER 


con tse 


SUSINEERING eR Seek 2 Benen. | 
W. POTOMAC AVE CHICAGO 
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Bearings 


Today's buyer wants more 
value for his dollar; you can 
show it to him by pointing to 
the Viking Blowers or Viking 
Bearings on the furnaces and 
air-conditioners you sell. 


The Viking Bearing’s © built- 
in’? journal makes sense be- 
cause it’s the only way to 
provide for today’s need for 
a long-wearing, quiet-running 
bearing to operate almost 
continuously at higher speeds. 
Mark III's lighter loading 
means longer life—and to 
you, that means satisfied 
customers. 


Only Viking Bearings Give You This Visible 
“Plus” That Sells Value-Conscious Buyers 





Dp ye) Heating men 

"are recommend- 
ing furnaces and cooling units 
with Viking Blowers because 
Viking Mark IIl Bearings are... 


@ Visibly-built for quieter, longer 
wear 

@ Cushioned in sound -absorbing 
neoprene 

@ Factory-packed and re-oilable 

@ Easier to service without re- 
moving shaft 


Ask Your Supplier For 


Viking-Equipped Furnaces and Cooling Units 








Blower Assemblies 


Blower Wheels Furnace Humidifiers 


VIKING Air Products 


5601 Walworth Ave. 





Cleveland 2, Ohio 
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tachment to 14 in. electric drills. Unit cuts hole 2%, 
in. deep. Center drill provides close control and rigid 
ity. Teeth are on end of tempered evlinder with spiral 
flutes in sides to scoop out sawdust created in sawing 
Absence of projections allows the saw to pass through 


hole it cuts. 


Disposable Media Air Fliter 


“HiI-KLEEN” TWO-STAGE disposable media air filter. 
consisting of automatic primary filter combined in 
series with bank of after-filters—Farr Co., Dept. AA, 
Box 45187, Airport Sta.. Los Angeles 15. Units may 


b joined together for higher cfm requirements De 








signed to operate at 500 fpm, unit is said to remain 
80 percent efficient down to 350 fpm for 0-5 micron 
dust and 98 percent effective for 5-10 micron dust. 
Efficiencies increase with velocity. High torque, single 
drive gear motor is said to power one or two filter 
sections depending on size. Automatic drive and con 


trol asst mbly are grouped for convenient inspection. 


Power Groover 


POWER GROOVER powered by 2 hp motor, said to seam 
any thickness of sheet metal from 30 to 18 ga Stand 
ard Power Groove Machine ( orp., Dept {A. 23 Leon 
ard St.. New York City. Material to be grooved or 
seamed is bent on hand or power brake a full 5,16 
in. bend at 40 deg or less; work is placed on grooving 
bar and locked in position. Roller assembly develops 
pressure up to 11,000 psi, travels along screw spindle 
over the work twice—once in each direction. Unit is 
said to groove or seam 8 ft in 40 seconds, fabricate 
square or round ducts and accommodate material up 
to 6 ft wide X 8 ft long. 


Packaged Air Conditioners 


“MATCHMASTER’ LINE of air cooled and water cooled 
residential and commercial air conditioners including 
a remote heat pump model—Westinghouse Electric 


Corp., Air Conditioning Div., Dept. AA, Staunton, 
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Va. Air cooled “Unitaire” unit. rated at 34.000 Btuh. 


iking 


. is designed for att or basement through-wall instal * oa . 
lation in small homes. Air-to-air heat pumps for resi atdiilt- lita a 
dential and commercial applications are rated at 36. 
OOO Btuh for coolir ind 72.000 Btuh for heating: 
' ind 73.000 Btuh coolir nd 112.000 Btuh heating 
respectively. Both are remote models. Commercial air 
ooled or water wled units range from 33.500 to 
104,400 Btuh and larger. are designed for installation 
is tree stand nits nnected to duct work for 
eentral svsten ippl ) Residential water cooled 
nits are rated at 45,000 d 60.500 Btuh 


Continuous Gutter Machine 
Weity-Way" continuous itter fabricating ma 


chine for 5 i |? rth itter of 26 and 28 ga 


ralvanized sheet met Welty Heating Co., Dept. AA 
714 First Ave. N. BW Cedar Rapids, la. Maximum 


Only Viking's All-Glass Pan Guarantees 
“No Rust-Out” For a Lifetime 





tt , hp mot s 15 fpm. Unit is driven by 
hy « ‘ pl m4 1] 2 ()-\ vearhead motor Leneth Gorecccccccscccccccccsceesveeoees 
width is 14 I ht is 1114 in. without : és4 ; 
weight is TO vith motor. Unit is available ea . - Wiking Humidifiers have 
> “.\b \oops, Heating men : . 
munted on tand tt ‘ make anv |e neth hox < } ~4 produced up to $5,000 per 


tter on th my states ; ye” recommend and : year in extra volume for 
: sell more Viking Furnace : Viking dealers in docu- 


: Humidifiers than any other : © ™ented case after case. 
Dust Filter for Water Heater Controls : kind because of Viking’s .. :  Viking’s trouble-free con- 


\ lust” : : $truction and operation 
WOOL DUST | u pepeane Gun : : . 2e 
Unitro mcr: Tisai: citi Aa, Mee, : @ Lifetime Guaranteed Glass Pan : 8Uarantee your profits. 
I Va vid ‘ ‘ ‘ ® ° : ‘ Prvic . : 
D Robertshaw-} n Controls Co., Dept. AA, Lor : © 100% Water-Resistant psn no: ee = 
. sc | : * / : he . Constrection . replacement keep profits 
ach oO ais ter was designe or fittering adil : 


‘a coming, too, from every 
@ Fast, Easy Installation g . 





ind other fore matter from natural and LP vases Viking Humidifier installa- 
ape @ Trouble-free, ‘‘No Callback’’ . 
(,um = filter is used mntrols for manufactured gas r : tion you make, 
: Operation ; ; 
appli itions, the company reports : 
Ask Your Distributor About The 
Embossed Sheet Metal Viking Humidifier Profit Plan! 
“CROWEAVE decorative embossed metal which simu- SS 
lates woven cloth with threads of gold and silver ' 
Croname, Inc... Dept. AA, 3701 N. Ravenswood Ave.. 
Chicago 13. “Fabric” metal is available in many dj 
colors, textures and weave patterns. Material is suit- Attic Fans Thirs-Tee Evaporator Plates Blower-Filter Packages 


» BALL Cece Vie ey. Td Fs 


5601 Walworth Ave. Cleveland 2, Ohio 











NEW BULK 
PACKING FOR 
SOUTHERN SCREWS 


.,  Oasiqned [ov you! 
== 





DESIGNED FOR MODERN MATERIALS 
MOVEMENT, FITS ALL PRODUCTION 
LINES, WHETHER LARGE OR SMALL 


Southern Screw’s new bulk packing answers 
your long-time need for a conveniently sized 
industrial package that can be handled 
easily by one man without the use of power 
equipment, yet is ideal for mechanized mass 
hondling with or without palletizing. 

Here’s how Southern’s NEW BULK PACK- 
AGE con save you handling time, production 
time, storage space and paperwork. 


EASIER TO STORE ®@ EASIER TO OPEN 
and CLOSE @ EASIER TO USE © EASIER 
TO IDENTIFY @© HEAVY DUTY COR- 
RUGATED CARTONS ® DISPOSABLE 
PALLETS AT NO EXTRA COST! 


Based on the new pallet and carton system, 
standard packing quantities for each item 
have been established. For complete infor- 
mation, write for chart BP-1, to Southern 
Screw Company, Box 1360, Statesville, N. C. 
Wood Screws @ Machine Screws & Nuts 
@ Tapping Screws @ Wood Drive Screws 
@ Carriage Bolts @ Hanger Bolts 
Warehouses: New York - Chicago - Dallas - Los Angeles 


SCREW COMPANY 


STATEOWNAE «* NORTH CamoLina 
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able for forming and machinin 

can be perforated for sound. air o1 
light transmission. Material is avail 
able on aluminum in sheets 16 7 


Duct Insulation 


“FIBERGLAS INCOMBUSTIBLE flexible 


foil-faced duct insulation designed 
for external applic ation on concealed 
ducts and exposed round ducts carry 
ing cold air—Owens-Cor / 





glas Corp.. Dept. AA National Bank 
Bldz.. Toledo 1. O. Material has 
flange for sealing joints. Inorgani 
glass blanket is designed to com 
bine low thermal conductivity. flexi 
bility and versatility for air condi 
Minimum densities 
to 1 Ib per cu ft ane 


tioning ducts 
range from ly 
moisture absorption is less than 


percent by weight Thicknesses are 


from 1, to 2 1n.. 


widths are 24. 36 
and 48 in. and lengths are 100 and 


50 ft. Different facings are available 


Filter Mat 


StyLe No. 770 filter material in mat 


form. which can be cut to fit window 
and room air conditioning units 

Wickford Products, Ine.. Dept. AA 
119 Broadway, New York City 
Washable. “permanent filters are 
made of rubberized bristles backed 
with cotton net. Material is packed 
in sheet, 15 X 24 & JW, in. in size 


Rigid filter material needs no frame. 


is said to retain shape under pres 
sure and vibration. and does no! 
flake. 








The Statue of Liberty is 


unveiled at Bedloe’s Island, 
New York. Standing 151 feet 
tall, it weighs 450,000 pounds 


...and iam 1886 


ANCHOR 


SINCE 1865 


completes: its first 
21 Years of Building 
Top Quality Heating Products 





1958 
A Brand Name of Quality 


tor QQ vears 
NCHOR 


offers continuing Customer 
satisfaction in its 
Complete Line of Heating 
and Air Conditioning 
Equipment 





PROTECTED FRANCHISES 
NOW AVAILABLE 


Gor Gull Details 


CALL, WRITE OR WIRE 


NCHOR 


STRATTON & TERSTEGGE CO., Inc. 
P.O. Box 311, New Albany, Ind 

















equipment developments Tex. Said to exhaust 1000 cfm, the 15 in. unit with 
eee ere Se YS direct drive fan is designed to reduce attic tempera- 


tures 20 to 50 deg and reduce load on air condition 
Disposable Reels for Copper Tube ing units up to 12.000 Btu. Contained in all-aluminum 
DISPOSABLE CARDBOARD reels holding copper tube for cap. unit is engineered for installation in flat or slop 
air conditioning systems—-Chase Brass & Copper Co., ing roofs, gable, wall or ceiling 
Ine.. Dept {4, 230 Grand St.. Waterbury 20. Conn. 
Lse of cardboard reels is said to eliminate bookkeep- 


Cooling Coil 


ing. handling. storage and shipping problems, at the 


same time preserving advantages of continuous lengths “KRACK” 6 AND 714 TON V-bank air conditioning coil 
of non-welded tube. Disposable reels contain single designed for mounting in furnace bonnet to convert 
length of tube 2000-3000 ft long in 14 and 3% in. heating ducts to summer air conditioning service 

o.d.. or 1500 to 2000 ft of 14 in. o.d. tube Refrigeration Appliances, Inc.. Dept. AA, 923 H. 


Lake St.. Chicago 7. Five models are rated at 24.000. 
56.000. 60.000 72.000 and 90.000 Btuh. Tubing is 


copper electro tin plated: fins are multi-tube type 


heavy gage aluminum. 


Attic Fan 


“WINDMAKER Eave”™ attic vent fan designed to in- 
crease efhiciency of residential air conditioning sys- 
tems——Phil Rich Fan Mig. Co.. Ine. Dept. 14, 2900 
Caroline St.. P.O. Box 8036, Houston 4, Tex. Unit is 





p engineered to reduce stratification of air between floor 
Power Ventilator 


and ceiling. According to the company. the fan is 


“FLYING SAUCER” model D power ventilator for resi- capable of reducing attic temperature 50 deg w hen 
dential and small commercial applications—Triangle outdoor temperature is 95 F and attic temperature is 
Engineeris g ( Dept {4 1301 {shland. Houston. 145 F. 


Hand Operated 


BOX AND PAN BRAKES 


One Man Operation - Quick Adjustments - Rugged Construction 








BENCH MODEL BOX AND PAN BRAKES 
Made in three sizes with bending lengths 
of 24, 30, and 36 inches up to 16-gauge 
sheet metal. Stand is available as extra. 






DREIS & KRUMP 





Descriptive Literature on Request. 


UNIVERSAL BOX AND PAN BRAKES E : S & P 


Capacities up to 12-gauge sheet metal MANUFACTURING COMPANY 
60% and bending lengths up to 10 feet. 7404 S$. Loomis Boulevard, Chicago 36, Illinois 
AMERICAN ARTISA 195 92 


“J 











j 
ly MODEL 414 
SAWZALL 


$9450 


MODEL 414L 


$89.50 
without steel 
corrying case 


with NEW genuine SAWZALL 
Deluxe BLADES that cut twice 


as fast — last 10 times longer! 





e Using SAWZALL and these new, Deluxe Blades, 
you can breeze easily thru any thickness of wood, like 
sheathing, 2 x 4’s or heavy joists. You can “plunge- 
cut” in wood or like materials without a starting hole, 
cut any shape, saw close, right or left. 

For fast roughing-in or scroll cutting, you just can’t 
beat this combination. 

Simple Rugged Construction: No complicated me- 
chanisms. Full ball and roller bearings 

Gets in the Tight Spots: Blade straddle-mounted, 
centered for close sawing right or left. 

Powerful: Full 44 HP Milwaukee-built motor. Cooler 
running, won't overload, won't over- 
heat. 

Ideal balance: Weighs only 6% 
lbs. Easy one-hand operation 

39 Genuine SAWZALL Blades: A 
size and type for every sawing need. 
Deluxe blades for fastest cutting, 
longest life. 

Ask your distributor about 
SAWZALL and the New Deluxe 
blades...or write for literature. 





MODEL 414 SAWZALL 


MILWAUKEE ELECTRIC TOOL corp. ‘“O™P's'® with somple 


blade assortment and 
5352 WEST STATE ST. © MILWAUKEE 8, WIS. shots, dedl cenvyiag eae. 






new literature... 








Air Conditioning Service Problems 
“Roap Map ror Arr CONDITIONING SERVICE” is de 
signed to help diagnose service problems quickly. A 


chart lists three major troubles: “Unit will not start: 


“L nit starts. continues to run;” and “Unit starts, ther 
stops.” Under each major heading are various sub 
heads, such as “contactor closed.” “contactor oper 

“low power,” and “low head.” Under the subheads 


ire listed possible causes of the trouble. Included are 
instructions for determining the actual trouble as well 
as recommendations for repair or replacement— Jan 
trol Heating and Air Conditioning Div. Surface Cor 
hustion Corp., Dept. AA, WOO Dublin Ave., Col 


Standard for Cooling Towers 


ART Stanparp 910-58. “Mechanical-Draft Water Cool 
ing Towers for Use with Air Conditioning and Refris 
eration Equipment,” supersedes Standard 910-55. Pur 
pose of the standard is “to establish minimum stand 
ird specifications and to provide means for determu 


ing accurate ratings for factory assembled mechani 


draft water cooling towers for use with air conditior 
ing and refrigeration equipment.” The revised stand 
ard provides for testing in accordance with ASRI 
Standard 38-57 and presents a method for arriy 
ipplication ratings corresponding to conditions othet 
than the “standard rating” conditions. Co 
priced at 25 cents fir-Conditioning & Refr 
Institute, Dept. AA, 1316 Connecticut Ave \. 
HW ashington 6. D. ¢ 


Gas and Oil Furnaces 


FOLDER ENTITLED “HEATING By RICHMOND” gives 
specifications for gas- and oil-fired residential fur 
naces. Illustrated are highboy. lowboy. countertlow 
suspended and gravity models. Offered as optional 
equipment are casing extensions designed to provid 
improved appearance and better protection Rich 
mond Plumbing Fixtures Div.. Rheem Mie. Co. Dept 
14. P.O. Box 111. Metuchen. VN. J 


Insulation Adhesives 


BULLETIN gives data on insulation adhesives for heat 
ing and air conditioning ducts—S?. Clair Rubber Ce 


Dept. {4.110 E. Jefferson. Detroit 26 


Piastic Materials for Industry 


CATALOG OF PLASTIC MATERIALS (141 pages) lists 
specifications. properties and prices of various types of 
plastics. Sheets. rods. film. tubing and specialized plas 
tics are covered— Delta Products, Dept. AA, 1100 
Ilenderson, P. O. Box \AAO. Fort Worth 1. Tex 





new literature 





(Ci 
Motors for Heating Equipment 
VMorors ror Domestic Heatine Equipment” (eight 
pages, GEA-67] covers fractional hp split phase. 
single capacitor, shaded pole. and dual circuit ca- 
pacitor motors r oil burners and for belt driven and 
direct drive blowers. Dimensions. ratings and motors 
iven. Cutaway views show features of each 
ype of motor General Electric Co., Dept. AA, Sche 
ectady 5, N. ) 


PERFORMA HARK AC RISTICS ind dimensions of 
hree sizes of “\Vari-Bas blower units are given in a 
SIX ] lus d tect bulletin fir Impeller 
D The 7 net Vig. ¢ Dept. AA. Torrington 
( 


Gas, Oil and Coal Furnaces 


THREE 1-PAGE } ERS describe features of winter ail 
ee , hh {1 models, including gas 

d } yravity, suspended and 

( fired units include “Superstee r 

Also available is a 20 


sales presentations. The flip- 





hoard, measuring 9 12 in.. is designed for carrying 
in the average brief case. An easel is attached to the 
hack—-Kalamazoo Furnace & Appliance Mig. Co.. 
Dept. 44. 100 Rochester Ave.. Kalamazoo. Mich 


' 


Stainless Steel 


DATA CHART contains information on the relative cor- 
rosion resistance of 34 standard grades of stainless 
steel Peter {. Frasse & Co Ine Dept 14. 17 
Grand St.. New York V3. 


Soldering Tips 


Dara sHEET (No. 600, superseding No. 144) covers 
‘Hexclad” and “Xtradur” soldering tips. Tables show 
diameters, style of tip points and dimensions of point 
and length for both plug and screw tip types. Various 
shapes available are illustrated—Hexacon Electric Co.., 


Dept. AA, 275 W. Clay Ave.. Roselle Park. N. J. 


Diffusers and Grilles 


WALL CALENDAR features a product selector chart and 

engineering data sheet. Diffusers. registers and 
yrilles for floor, baseboard, wall and ceiling applica- 
tions are illustrated and identified in the selector chart. 


Charts and tables give recommended delivery veloci- 


ties. Btu to cfm conversions. and sizing of round duct 












If you are looking for a way to beat competition 
then here is a fast selling line of air conditioning 
that can be profitably sold at a low competitive 
price. Temperature Control offers a complete line 
of quality-built equipment with condensing and air 
handling units, furnace coils, etc. in sizes to fit any 
residential or commercial installations. All in stock 
for immediate shipment. There is sure to be lots 
of central air conditioning installed this summer 
so why not be ready to successfully compete for 
this business. Send today for details. 


Few choice territories open 





for manufacturer's agents. 


Turn to a HIGHER VOLUME of PROFITS 


with this NEW Low Cost Line 
of AIR CONDITIONING! 















Available in sizes 
2 thru 7% ton capacity 


TEMPERATURE CONTROL, INC. 


676 Hemphill Ave. 





P. O. Box 1673 


Atlanta, Ga. 





P-K hardened MASONRY NAILS 


for dependable fastenings to 


signs 
flashings 
gutters 

pipe clamps 
WET as 
conduit 
insulation 
base channels 
fixtures 

outlet boxes 


cornices 


P-K MASONRY NAILS can be 
hammered into soft types of masonry 
as easily as ordinary nails into w 

Harder materials like brick or concrete 
require only a starting hole. You save 
too with P-K MASONRY -NAILS. N 
expansion bolts, lead anct 

costly gadgets. Specially hardened 
embed the nail into the masonry 
grip tightly against 


PARKER-KALON «..».» 


PARKER-KALON DIVISION. ( 


ener 


Tada i | 
! vew jer 
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and extended plenums as well as list prices and free 
areas by model and size—Lima Register Co., Dept 
14, 1790 N. Cable Rd., Lima, O 


Hardware for Sheet Metal Applications 


ILLUSTRATED CATALOG covers “Ventlok” hardware for 
access doors and dampers Illustrated = are latches 
hinges. and gvasketing material Ventlabrics Ine 


Dept. 14.640 N. Kedzie Ave., Chicago 12 


Bench Hand Metal Punches 


No. 16 anp 17 bench hand metal punches are de 

scribed in two pocket size folders. Dimensions, prices 
and accessory equipment (including irregular shaped 
punches and dies) are given. Punch capacities are 

No. 16. 3¢ in. hole through 1, in. mild steel: No. 17 
1, in. hole through 1 ; in. mild steel VB hitney Metal 
Tool Co., Dept. AA, 110-114 Forbes St.. Rockford, Ill 


Motor Selection 


MOTOR APPLICATION GUIDE, designed to facilitate mo 
tor selection, features a chart providing information 
on typical driven equipment, character of loads, start 
ing and running torques. These factors have been 
matched to motor designs, motor types and descrip 
tions, starting currents, speed ranges, hp ranges and 
available enclosures. The guide also gives details or 
polyphase. single phase and direct current motors. Ask 
for form 270—Century Electric Co., Dept. AA, 18th 
& Pine Sts., St. Louis 3. Mo 


Backward Curved Blade Fans 


BULLETIN BB-105 covers backward curved blade cen 
trifugal fans for use in heating. ventilating and air 
conditioning systems. Included are engineering data, 
specifications, performance tables and selection and at 
rangement information on 19 basic size centrifugal 
fans—General Blower Co., Dept. AA, 8600 Fer 
{ve., Morton Grove, Ill 


ris 


Welding Standard 


“SAFETY IN WELDING AND CUTTING” is a revision of 
Standard Z49 which was developed to aid in the pro 
tection of individuals engaged in welding operations 
against injury and illness and to prevent damage to 
property and equipment. Specihe provisions are in 
cluded for gas, shielded metal are, submerged arc, 
inert gas metal arc, brazing and resistance welding: 
however, the requirements of the standard are gener- 
ally applicable to other welding processes. Protection 


of personnel is covered extensively, with particular 


Am 








new literature 





emphasis being placed on precautions necessary when 


using newer welding processes. Copies of the standard 
{merican H elding Society. Dept 


9th St.. New York 18 


Q 


ire priced at $2 


14.334 


Bending Rolls 


INFORMATION ON BENDING ROLLS is presented ina 16 
page illustrated catalog. Features include safety treadl 
which extends full length across front of machine. 
front operated hand wheel designed to give quick par- 
llel adjustment of rear roll. and a single lever that re 
eases the drop end and automatically lifts the top roll 
New products described and illustrated include Series 
tk, and F 7 and 8 in. bending rolls. Included are tips 
formin i I ciiications Wy 
and Miles ¢ D 14.625 Fulton St.. Greer 
a 


Aluminum Grilles and Diffusers 


BROCHURE des 


minut iles 

nd diffusers. Ady es listed by the company are 

that aluminum does rust. thus eliminating the po 
ity ia Ks d that it is light in 


t. making for ¢ er handli Included are sele 


es of engineering 


lata--D. F. Bowman ( lr Dept. AA, P.O. Box 


Self-Cleaning Flux 


CusTOMERS DEVELOPMENT Report No. 96 describes 
Scavatin  self-cle ining Hux for soldering copper. 
Farrelloy Lo 


pronze sheet stee| ind terme plate 


Dept 14. 1958 AN 26th St id, 


llephia 2) 


Oil-Fired Winter Air Conditioner 


REVISED DATA SHEET on Series 551 oil-fired winter 
tir conditioner features a itaway view of the serv 
e end and side. Information is given 


on components 
including blower, filter and humidifier. Engineering 
data and specihications are included—Thatcher Fur- 


nace Co.. Dept. { 4 Garwood \ / 


Air Conditioning Thermostat 


TECHNICAL DATA BULLETIN THSN-21] gives revised 
data on “Klixon 20220” thermostat for air condition 
ing or other applications where a sealed unit is re- 
juired. The thermostat is completely enclosed in a neo- 
prene boot except for the bottom of the stainless steel 


cup. Actuating element is a snap acting bi-metal disc. 


located in the bottom of the exposed cup where it can 
follow closely the temperature of anv surface on which 
the thermostat is mounted, or of or liquids to which 
\ \ 














x 
CONDENSATE UNIT 


For Refrigerated Units! 


@ Hermetically sealed Little Giant Recirculating 
Pump for trouble-free self-lubricating operation. 
@ Positive displacement switch with float control, 
double pole switch for complete circuit break 
plus a three-conductor cord available. @ Sturdy 
metal tank corrosion resistant. @ Small and 
Compact. @ Quiet in operation. @ Completely 
outomatic. 


PUMPS FOR ANY AIR CONDITIONING APPLICATION 
erence mre Ra 


ALL NEW SHALLOW 
PAN CONDENSATE 





Smaller, even more 
compact! The auto- 
matic shallow pan 
unit is designed 
specifically for ceil- 
ing mounted units 
and other refriger- 
ated air condition- 
ers where minimum 
height and space is important. For added adapt- 
ability, these condensate removers are available 
with either a vertical or horizontal outlet con- 
nection. 


<= write for free catalog and price list 
today! 


oe: 


Little*Giant pume company 


J Division of Little Giant Vaporizer Company, Ine. 
~ 5101 Classen Bivd., Oklahoma City 18, Okla. 








ty 
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the bottom of the thermostat is exposed. According to 
the company, the thermostat prevents freeze-up in air 
conditioning units by controlling the compressor di ° 
rectly when frost forms on the evaporator or coils 
Vetals & Controls Corp., Spencer Thermostat Dir 
Dept. 14.43 Forest St. Attleboro, Mass 


Heating and Air Conditioning Textbook 


e © o 
. = “Air Conpiriontinc and Refrigeration,” by William 
Zz H. Severns and Julian R. Fellows, is based on the au 
thors’ second edition of “Heating, Ventilating, and Air 
ae Conditioning Fundamentals.” The earlier book has 


been entirely rewritten, a chapter has been added on 
fluid flow. and 97 new illustrations are included. Of 


particular interest to heating and air conditioning 





ae dealer-contractors are the following chapters: Psychro 
a metric Properties of Air—Humidification and Dehu 
+ A . . . . 
tke v 4 4 midification: Factors Affecting Human Comfort: Heat 
“oh () ‘4 ‘ . P m ° 
U p lransmission, Vapor Transmission, and Heat Losses 
°D from Buildings: Fluid Flow and Pressure Losses in 





Ducts and Pipes; Heating with Warm Air Furnaces: 
Air Conveving and Distribution. Fans. Duct Design 
ind Diffusion: Ventilating and Air Purification: an 


Automatic Controls for Air Conditioning Systems 





O 
| ’ Included is a list of abbreviations. symbols and con 
4 version equations John Wiley & Sons. Ini Dept 
Bes i a pore RE 14. 110 Fourth Ave... New York 16, N. 5 


MAXIMUM FILTERING 


Positively protects against clogged nozzles and . ° 
lines in every oil heat installation, gravity or Flexible Metal Hose and Tubing 
pressure type. Eliminates service call-backs. — 
CATALOG covers corrugated and stripwound flexible 


HEXAGON EXTENSIONS a: metal hose and tubing for air conditioning, heating. 


Ec . ; : ca dust collecting and other applications involving the cat 
For easiest, quickest installation into oil lines at : ; aN : 

either tank or burner. Standard and King Size es rvying of liquids, gases and semi-solids at various tem 
Models to handle every size oil heating system. aie peratures and pressures. Hose and tubing are available 


in bronze. brass. steel. stainless steel. aluminum, monel 


RUSTPROOF and LEAKPROOF 


One-piece bowl construction, with reinforced 
bolt spud. Unconditional factory guarantee on all 


ind other metals. Included are engineering specihca 


tions and suggested applications for various types and 





























parts. Re sizes of hose and tubing, fittings and assemblies. Also 
» included is a section describing and illustrating the 
ALL WOOL FELT CARTRIDGE ee company s quality control operations and equipment it 
Staggered fin design of cartridge provides maxi- = use in the laboratory and plant—American Metal Hose 
mum filtering surface —removes smallest particles, ry Div., The American Brass Co.. Dept. AA, P. O. Box 
moisture, dirt, scale and foreign matter. vi ; , 
191. Waterbury 20. Conn 
» ‘\ 
Rese y ae SA! ESTES ee Ce wa 
AUTO-FLO CORPORATION 7 ‘ 
12085 Dixie Street, Detroit, 39 Michigan ; Registers and Grilles 
Please send me full information on: ; REGISTER AND GRILLE CATALOG No. 58 | 8 pages) lists 
() Avto-Flo Fuel Oil Filter features, dimensions, weights and finishes available 
' () Auto-Flo ms Data is given on cold air faces; floor, baseboard and 
. Nome. wall registers: setting frames; return air intakes: wall 
Addr grilles; ceiling outlets; back pressure dampers; ete. 
City Catalog is illustrated throughout—The Independent 
a we s Register Co., Dept. AA, 3747 E. 93rd St., Cleveland 5. 
19 
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we hear that... 





> “Cumate CHANGER” has been chosen as the name 
for The Trane Co.'s residential air conditioning equip 
ment. The name was selected from nearly 1000 entries 
submitted by factory and field personnel in a recent 
naming contest 

The company recently completed a series of tests 
ranging from 1500 hr salt spray exposure to complete 
iir flow resistance ratings to check the efficiency of 
the new “Climate Changer” units. Tests were made at 


the firm’s “Weather Magic™ research center. 


> THe Century Evectrric Co. has opened two new 
office-warehouses. one in Fairview. N. J. and the other 
in Cleveland. Frank Hatfield is manager of the Cleve 
land office, located at 16115 Puritas Ave. Gunnar Moe 





is in charge of the Fairview operation ATTRACTIVE APPEAR ANC I of 

Harrington & King’s Chicago office 
> THe Creveranp Heater Co. reports that bot! was recognized by Chicago Tribune, 
Peg ae ge Sei i ON ee who named firm “Plant of the Month 


in one of its editorial campaigns 
water heaters now carry a 20 year warranty 


> THe Harrincron & KincG Perforating Co.. Inc.. is 


> Westincuouse Evectric Corp. will supply “Pre elebrating its 75th birthday this year. Commemorat- 
cipitron” electrot iir cleaners for home furnaces ng the occasion, the firm has prepared an anniversary 
manufactured by the Steel City Furnace Co. of Spring booklet outlining its history since 1883 and describing 
dale, Pa. The units will be supplied in “kit” form and the milestones in its growth over the past 75 years. 
will be built into the furnaces by the manufacturer Th company has been recognized on several occasions 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORKUGATED ELBOWS AND SHOES, STYLE “A” (ORDINARY aang ‘ , 
Ne.000 - 10° Ne.00- 20° No.0 -30° No.1 - 45° No.2-60° No.3-75° No.4- 90° .7sesnoe This Emblem of Quality and Gauge 


of Material is Stamped in each 
Elbow and Shoe 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE "B” (SIDE CURVE aeeeas S Dieckmann, ee 
E 


Ne.000 - 10° No.00 - 20° No.0-30° No.1 - 45° No.2 - 60° No No.3 - 75° SHO 


nt Our complete line is available in 
28, 26, 24 Gauge Galvanized 
Steel, Copper Bearing Steel, 
Armco Ingot Iron, all Hot-Dipped— 


ROUND CORRUGATED ae AND SHOES 














sini, tae dinitteate nic aa cece aes eee ag 2. <q = Galvanized after formation. Stain- 
: : . less Steel, 1X 40# Terne, Copper, 

: Lead Coated Copper, Zinc, Alumi- 

num, Mill or Embossed Finish. 

Bonderized-Galvanized Elbows and 

Shoes, ready for painting. ORDER 

nati. 16 tenia. Ste ees’ take ae 7 os ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart —lllustrated 
21” x 27” describes complete line 
. . . write for Your Copy. 


THE FERDINAND DIECKMANN co. 


1300 HARRISON AVENUE CINCINNATI , OHIO 


}29 
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AVERAGES 


10% LESS 
IN 
OPERATING 

cOsT 


for its outstanding record in community relations. has 
been cited for the attractive appearance of its build 
ings and landscaping. Always interested in research 
developm« nt, and modernization of tools and machin 
ery, the firm has recently expanded its program, nd 
over the last few vears has spent more money in that 


area than during any similar period in the past 


> FEATURED SPEAKER 

a recent meeting of New 
York architects was F. W 
Legler. vice president and 
eastern representative 

the Waterman-Wate! 
bury Lo Nlinne polis 
Mr. Legler described to 


the vroup the advantages 





JO-BLAST 
J} CONOMITE 








offered by “Comfortro 

heatir equipment now 

POWER GAS CONVERSION BURNER ig Ss - eee 
the \ wterbury hirn 
. many tore mn countries 

F. W. Legler well as the United States 


Mr. Legler said that the governments of Britain and 
New Zealand are currently using “Comfortrol” « yuip 
ment at the South Pole to keep members of operation 


“Dee pire eze’ comfortable 


> A scaLe MODEL of the “House of the Future, 

house built by Monsanto Chemical Co. to demonstrat 
ind test the use of plastic s in home construction, is o1 
display at the Brussels World’s Fair. The replica of the 
plastic shell, about 4 ft sq.. is part of the “Face of 


America” section in the U.S. pavilior 


> Gustav O. HoGLuNb, head of the welding sectior 
of the Aluminum Co. of America Process Development 
Laboratory, was recently elected president of the 


American Welding Society. Charles |. MacGuffie. man 





These boilers, in a three-family house, were con- ager of marketing of the welding department of the 
verted from coal-firing to completely automatic General Electric Co.. 
Lo-BLAST Economite gas-firing. The occupants 
and owner are extremely pleased with the comfort hai ra ; ; ; 
produced at low operating cost. chairmanship of the group's technical council, which 


was elected first vice president 


As first vice president, Mr. MacGuffie assumes the 


The Economite is easy on gas because its power includes the direction of the technical and educat 
burner design assures perfect combustion regard- 
less of natural draft conditions. It burns so smoothl, 
you can’t tell when it’s running! 


onal 


activities of the society within its sphe re of operations 


, , : > Dr. J. F. Downie Smitrn, research vice president 
Economite Burners are factory-tested on gas and 
shipped assembled, fully equipped with fool-proof of Carrier Corp., has been named one of six honorary 
safetys. members of the lowa Engineering Society. joining a 


Lo-BLAST Power Gas Burners are available in capacities 


list which includes former president of the U.S. Her 
from 75,000 to 20,000,000 BTU/hr. input. 


bert Hoover. 


MID-CONTINENT > RopertsHaw-FuULTON Conrrois Co., through its 


National Service Div., has established a network of 
1\', 8 2a) 0 Pee =2 710) Dd) OL On em OOF franchised repair and replacement depots throughout 
1960 N. Clybourn Ave., Chicago 14, III. the U. S. The independent reconditioning companies 


are equipped to provide fast and efficient service on 
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A\MERIO AS ARTISANS 


Standard... best for western living!” 


STANDARD’S 601 


a= You can duplicate the clean, refreshing atmos- 


phe re of golade mswe athe - indoors, with Standard 





Stamping’s No. 601 wall or baseboard registers These 
registers distribute a precise volume of warm or cool air 
throughout the conditioned space, without blasts, 

hot spots, or ¢ old corners. They make interiors as 
uniformly comfortable as a lanai on the best of days, and 
they're silent as a night breeze. Features include a new 
screw stop feature that permits setting the damper for 


fractional volume control. No. 601 registers are easy to 


install, attractively styled, available for immediate delivery, 


and cost no more than ordinary registers! 


Mail the coupon for prices and new FREE catalog of the 
complete Standard line of registers and grilles! 


*And for comfortable living everywhere! 





STANDARD’'S NEW 600 SERIES 
Available as No.601 Wall Register; No. 603 Base- 
board Register; No.602 Baseboard Intake; No. 600 
Wall Grille 








VERTICAL BARS ADJUSTABLE FOR PERFECT 
AIR DEFLECTION 


ONE PIECE FRAME 


NEW DESIGN OPERATING MECHANISM 
INSIDE FRAME 


FAST, EASY, NO-SMOG INSTALLATION 
METALLIC FINISH 


STANDARD STAMPING 
& PERFORATING COMPANY 


3137 WEST 49TH PLACE, CHICAGO 32, ILLINOIS 


Gentlemen: Please send me your new catalog showing the complete line 
of Standard Stamping Registers and Grilles 


Name 


Company 


Address 


City _ e ___Jone__—Sttate 
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6 uv 5 Par ornce 


Adjustable Vertical Front Bars 
Adjustable Horizontal Rear Bars 


Rear View 

Showing Volume 
Control Dampers 
Write for Catalog 


> 


No. 58 which gives 


complete details and sizes 


up to 18"’ x 24 


” 


Always leading— 
Always Progressing 


THE INDEPENDENT 
REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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controls for heating and air conditioning systems and 
other residential equipment, according to A. W. Beck. 
vice president. There are nine reconditioning centers 
presently in operation. They are located in Minne- 
apolis. Detroit, Milwaukee. Denver. Valley Stream (N 
Y.). New Orleans, Orlando (Fla.)}. Omaha and Cin 
cinnall 

The company has announced the transfer of the 
heating controls section of its Acro Div. at Columbus. 


. to its Gravson Controls Div.. Long Beach, Calif. 


7 Louis Purze. preside nt of Controls Co. of America. 
was elected a director of the national Young Presi- 
dents’ Organization at the group’s recent annual meet- 


ing held in Honolulu. 


- A FOUR DAY SCHOOL covering Armstrong Furnace 
Co.'s 1958 furnaces and air conditioners, with special 
emphasis on air conditioning and advertising, was held 
recently for 34 dealers and wholesalers from Wash 
ington, Idaho, Ltah. Wyoming and Colorado. The 
company states that very few furnaces have mountain 
or high altitude ratings for their Btu output; thus 
much of the time spent on furnaces was devoted to this 
point. High altitude was also reviewed with regard to 


summer air conditioning. 


> Rueem Mec. Co’s Home Propucts Div. recently 
conducted a survey to determine what features of its 
central air conditioning equipment appeal most strong 
ly to users, According to the company, most home 
owners mentioned comfort throughout the vear as 
the most-enjoyed feature of their “RKheemaire™ central 
systems. Other features mentioned freqently were low 


operating cost, compact size and quiet operation. 


+ THE WINNERS of a national sales contest sponsored 
by Duro-Dyne Corp. were announced at the recent 
Southeast Trade Exposition. Winners are James H. 
Coe, Philadelphia: Joseph H. Fogg. Jacksonville, Fla.; 
Francis M. Terry. Jacksonville, Fla.; Marion MeDon- 
ald. Atlanta: Robert Taylor. Los Angeles; Sig and 
Carl Anderson. Westbury, N. Y.: Robert Grooms. At- 
lanta: and Mr. McAuley. Seattle. 


> Garrers & SATTLeR has completed new facilities 
for produc tion and distribution at its Hawthorne, 
Calif.. plant. According to Ben B. Breslow, president. 
0.000 sq ft of space as well as new furnace and finish- 
ing line equipment was added to the Hawthorne plant 
at a cost in excess of $750,000. 

Mr. Breslow recently received the first “Archie” 
award to be presented by the student chapter of the 
American Institute of Architects at California Poly- 
technic College. The award was given in recognition of 
his ac complishments in the field of evaporative cooling 


which contributed to the comfort of year ‘round living 


American Arrisan, June 1958 
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med by the 


J imuary 


will be given each vea 


AinteMe Div... Chrvslet 


first’ industrial 
reement of 


Soviet Lnion ar 
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leaders outside the 


the country 


ons to the improve 


Corp... Is now the 
Base, Mobile 
ed air conditioners 


tilatior s Gulf Air 


Profit” is currently 
the heating and 
ind Air Condi 


Corp Basically a “re 


the number of deal 


ned Controls Co 
vr of marketing 
nd A-P Controls di 
ted under Mr. Stair 
trols Co.. Mr. Stair 
f sales and plar 


I scl nged its name 


1 contraction 


Ivphoor Ain 


Condi 
ecte d pre sick nt 


Refrigeration Institute 


of ARVs board of dire« 


president of 


Petrone 


lemprite 
has 
the past vear. Elected 


idency was Rudy Berg. 
d Refrigeration Corp 
s | N. Hunter. senior 


ind research of Nation 
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man dele gation ofl steel 
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Union. The 


the Soviet 
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d the United States last 


Cincinnati 

Elbows 
really get 
around 





Precision shaped and tapered on fully automatic 
machinery for positive uniformity, Cincinnati 
Elbows fit together quickly and surely on every 
installation. Hot-dipping after formation at con- 
trolled temperatures gives them a thick coating of 
zinc for a better-looking, longer-lasting quality. 
So give the home owner the best. Give him a gal- 
vanized, Cincinnati Elbow not an unfinished in- 
ferior product. Cincinnati Elbows are available in 
all sizes, angles and gauges in copper, aluminum, 
stainless or galvanized steel. Ask your jobber. 


~ 





CINCINNATI 


4730 Madison Road e Cincinnati 27, Ohio 





ELBOW CoO. 














PERFECTION 


wholesaler doings... ” 





INDUSTRIES 


Div. of Hupp Corp. has 


appointed seven new wholesalers to handle heating 
ind air conditioning products. They are: Boston Sup 
ply Co. Boston; G. W. Ryan Distributing Co., Kansas 
> THe Onto Furvace “Prorit Pray, or Mor City. Mo.: W. G. Morton. Inc.. Albany. N. Y.; Mathe 
Business in 1958 than 1957” was the theme that ran son Heating Supply Co.. Pasco, Wash.; Stat Mig. Co 
through Ohio Furnace Co.'s annual sales meeting held Minneapolis: H. L. MeMurry & Co.. Jacksonville, Fla. ; 
cently in Columbus. Over 100° dealer-contractors ind Texas Refrigeration & Supply Co., Fort Worth 
ind manufacturers representatives attended the dav Texas 
long session. Sp ikers included representatives trom 
Armstrong Furnace Co.. Lima Register Co.. O. A > Service Parts Co., Melrose Park. IIL. will hand 
Sutton Corp Minneapol s-Honevwell Regulator Co distribution of both Dunham-Bush and Brunner 
and Bancredit Plan of Chicago onditionit products the metropolitan Ch 
irea 
> Exnuior ELeet C« Cleveland will handle dis 
tril t \ Ki erators 1 northert > \ | DISTRIBL TORS VMemph s. Ter i I 
QO} ll repre t Carrier Corp the Memphis at \\ 
liam Drake presid \ | Distr | 
> | B. Woop SaLes ¢ 2103 Brooklawn Dh Harvev Piere vice president h ! 
Dearborn. Mich.. will cover the Detroit i for Gib Alfred M. Alperin, vice pr lent 
son Refrigerator ¢ I lline both residentia I ! 
litioners and commet ickaet > THe J. A. Wittiams Co., Pittsburgh wholesa 
ll cover parts of Pennsyly Oh West \ 
> Prote Bros. Ive. Pittsburgh wholesaler. rece ind Maryland for Fedders-Quigan Corp.. hand 
held its third annual “Products Parade” for area deal conditione nd dehumidifiers. Whil 
Via the “Parade he company quaints tts office and service facilities of the Williams fi 
mers with latest heating. air conditioning. and roof ire centered in the Pittsburgh headquarters, add 
developments. Proie Bros. says that “quite a quat rrehe facilities are maintaine (Clark- 
titv of merchandise was sold” during this vear’s s| vy. ind Krie. Pa 


Perforated Metal Grilles 


He and Decorative Sheets 


for ventilation, concealment and acoustical purposes 
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n Lattice Style L Style HK720 Style HK111 
Perforated metal grilles can be ordered from the wide selection of pat- 
terns available at H&K. Grilles are made to your exact specifications, in 


the kind and thickness of metal, size, shape, finish and margins. 


eeepc 





T 





wo-Tenths Square Lincane Pertex Style A-1 9/32” x 1-27/32” Siot 
z Decorative perforated metal sheets (in lighter gauge steel) are carried = 
e in stock for prompt shipment from H&K warehouses. For illustrations of ¢ 
: patterns and ordering information, send for H&K Stock List Brochure. . 
> SEND FOR H&K GENERAL CATALOG for information about | 4°°%*..045 ° 
: H&K perforated metals including louvers (fixed and lip slot). | So"".j".... . 
* THE : 2 ° 
e e 
0 arrington & i ing....: 
PERFORATING CO., INC. 


Chicago Office and Warehouse 
5649 Fillmore St., Chicago 44, Ill. 


New York Office and Warehouse 
114 Liberty St., Dept. AA, New York 6 











FIGHT CANCER 
WITH A CHECKUP 


(See your doctor) 


AND A CHECK 
(Send it now) 


TO 


AMERICAN 
CANCER 
SOCIETY 
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on RESIDENTIAL WARM AIR HEATING--AIR CONDITIONING--and SHEET METAL 
(Reprinted from articles originally appearing in AMERICAN ARTISAN. ) 
Mail order to Keeney Pub. Co., 6 No. Michigan Ave. ,Chicago 2, Ill. 
%& CORRECT PRACTICE IN RESIDENTIAL COOLING -- Volume II -- 132 Pages, 8% by 11...$1.50 








S. W. Reid tells how to deal with 'Special Air Conditioning Problems'...how to analyze 
owners "complaints"...diagnose what's wrong in each case...adjust or replace whatever 





parts are causing trouble...how to convert an existing gravity system to a comfort 

ie Ce SyStem...how to organize or enlarge an air conditioning department, proper forms 

and best procedures...how to train installers, service men, etc. Valuable "Know-How" 
ilable nowher lse! A wealth of data for all engaged in comfort air conditioning: 


n _ _— ~~ 00 ol > se 
Mm HBALLING SYSTEMS “= 00 Pages, OS by LlecePLed 
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. n cost rec © is of duct jobs, these 21 tables show the 
nut 1 ired to fabricate more than 2,000 differ- 
ont t ttings All duct depths from seven to 
twelv , a 11 forty-four inches are covered. You need 
know only t izes of ings to be made up in order to read off 
m t tabl t t i to fabricate each one. 
* PATTERN NEVETOPMENT FOR ATR CONDTTTIONTIN 





loping and cutting patterns for fittings and typical sec- 
tions used in residential air conditioning, ventilating, and forced air heating sys- 
- Simplifi rules by Wm. Neubecker and true geom ietrical methods for the more 
icat ittings, with actual drawings for 56 fittings. 





% CORRECT PRACTICE IN INDUSTRIAL SHEET METAL WORK -- 2nd Printing -- 218 Pages...$1.50 





Sontains all basic design and engineering data necessary for the proper planning and 
installation of fume removal, dust collecting, wood-waste removal, ventilating and 
other istrial sheet metal systems and equipment. Made up in the main of data 
ublished in American Artisan, this book offers sheet metal contractors dozens of 





practical designing ideas, layouts, installation kinks, tables and charts, contri 
buted by more than 50 of the country's leading industrial sheet metal experts. 


* 
Keeney Publishing Company 
6 Uorth Michigan Avenue, Chicago 2, Illinois 
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merchandising ideas an excellent sales approach, also makes a_ builder's 


homes more “newsworthy. 





First ad in the campaign offers builders two fur- 
naces at the same price as a single furnace of equal 


f 


> Tarcer in American-Standard Air Conditioning ns é 
for installation in model homes. 


: ; ; Btu capacity 
Division's new campaign promoting two-furnace It- 


stallations is the home builder. In ads as well as direct Dividing © house inte two somes, cock served by its sh 
own furnace, the company says, makes it easier to 
overcome many of the heating problems created by 
structural features of today’s homes such as rambling 7 © 
layout, multi-level living quarters, picture windows 
window walls. ete. 
It is emphasized that two-furnace, zone controlled 
winter air conditioning systems are ideally suited for 
easy addition of summer air conditioning for either 
the entire house or just one zone. 
The company has prepared a_ booklet entitled 
“Balanced Heat with Area Control Winter Air Con 


ditionine”” to present the two-furnace story to pros 





pective home buyers, and offers display cards to build 


ers to publicize model home installations 





> THe WestincHouse Evecrric Corp. has launched 


AMERICAN-STANDARD Air Condi 
tioning Div. urges builders to use 
sumdatence erate a6 shies enol ie the facts about air conditioning to the public through 
promoting new homes radio. TV. 


an extensive educational campaign designed to bring 


newspaper and magazine advertising. The 
program was initiated following a survey by the com 
mail the company points out that two-furnace. zone pany which showed that 64 percent of the owners of 


controlled winter air conditioning in homes provides non-air conditioned homes have no conception of op 









3 tm _sFor FIREBOX TYPE BOILERS... 
4) JOHNSON 
FORCED DRAFT Package-Wait BURNERS 


with Burner mounted below 
the Control Cabinet and Blower Unit 


ee oe | 


Now you can have Johnson Forced Draft Burners built with the Burner 
mounted beneath the blowers and the control panel . . . an arrangement 
that makes it possible to install these super-efficient heavy duty burners 
on firebox type boilers which require a low burner mounting. 

With this new Johnson unit you get all the fine performance and fuel 
economy that characterize the conventional type Johnson Forced Draft 
Burner built for Scotch Type Boilers. 


These Johnson Forced Draft Burners are available for firing with Oil 
only ... Gas only .. . or Combination Oil and Gas. They are assembled, 
wired and tested at the factory, ready for inexpensive installation. They 
bring you smooth, high-efficiency combustion regardless of stack con- 
ditions and firebox pressure variations. 


They are powered by the famous, easy starting Johnson Model 53 
Burners in sizes from 25 HP to 500 HP. If you want the utmost in 
heating satisfaction and economy, these new Johnson units will give 
you what you are looking for. 


S. T. JOHNSON CO. 


Builders of fine Oil Burner Equipment since 1903 940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 
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merchandising ideas 





erating or installation Sts 


lieves that air conditioning 


that one out of three be 


is unhealthy or has some 


d ‘ other disadvantages. Keynoting the campaign 1s the 


recently published urtick 

lor People which poir 
> in be installed in today 

half the price ol new aul 


> THe NATIONAL WARM 
Association h 


ditioni 


ad 
he h mm ‘ 
I rie »>h } 
e} ' 9 
I pas ‘ 


laver and pr rt 
if the kit has a sn : 
ord presentatior 
explains the 
eneral ind details the 
DYN Armstror equipn 
PF ntrod ~~ S 
] 


film strips and slides. The lid 


“Summer Is Hell for a Mil 


s out that air conditioning 


iverage home for “less than 


mobil 


Ain HeatiInG and Air Con 
prepared news releases for 
ewspaper home pages call 
on to the fact that now is 
system checked if, during 
provide the comfort he 
this is the time of 


nd out about adding 


I varm air system and 

th oor ymfort the veal 
( has prepared 

three speed re ra 


The film striy 
the need for air condi 


nefits | t onditioni 


idvantages offered 
Iw fon Baker the 


Summertime Comfort 


soul se the hur fier sales is available from 

( ral Filt r Kil in be used to get leads 
humidifiers | heal obs, according to 

R rt (re vv. ¥ dent. Included are two sizes 
! . t! Ki! 1 mailing to a pros 

s da the humidifher market 

> THe ScHAEFER BrusH Co now packaging flue 
hes ndiv rtons marked as to numbet 
shape. s! r s} tions of the brush contained 
Prey isilv. flue brust were marketed in bulk, mak 
hem difficult t dle, store or inventory. Pack 

iging in individual cartons eliminates the problems of 


storage i! d har dl I 


~t ind display the 


> CARRIER CORP. Is 
ng campaign in lo 
to the public s attentior 


iir conditioners rai 


power. In the ads. the 


onsider horsepower wher 


ditioner, but to inquire 


makes it easier to merchar 


ompany savs 


rductir 1 consumer advertis 
newspapers designed to bring 


the advantages of rating room 


to Btu’s rather than horse- 


company asks the public not to 


purchasing a room air con 


ibout the unit’s Btu capacity 





In filters— 
Polystyrene 
keeps air 


daisy-fresh! 


Tah’ -lalem-limeiel-2-.elelan- 

—writeorcall STODDARD INDUSTRIES, INC 

1545 Nehjeltia mes) (e-1-) Mn taller. le lees. 
Telephone MOhawk 4-1 


We're happy to 


eT ie me 
washes clean in a jiffy! 


gee 


a 


f 








The word gets around..... 





NATIONAL Angle Rings 


Way No. 1 


National rings are guaranteed to be round. This 
means that each and every one is right . . . a quality 
that works with you to save lost motion and costly 
fitting time in the shop or on the job site. 


Way No. 2 


National leg-out rings are available in-stock for im- 
mediate delivery. This on-the-floor warehouse service 
saves you days of waiting time, makes it unnecessary 
for you to invest your money in an inventory of your 
own. Draw on National stocks as you require. 


Way No. 3 


National gives you stock prices instead of custom 
prices. Because National rolls rings for stock, in pro- 
duction quantities, you get the benefit of this lower 
cost. You are invited to investigate. Write for the 
National stock bulletin and price list. 


Rings Rolled To Order 
National rolls accurate rings to nearly any size, in all 


ductile metals. Phone, wire or write for a quotation 
on your requirements. 


NATIONAL 


METAL FABRICATORS 
2138 South Sawyer Avenue, Chicago 23, lll, Bishop 7-4255 





appointments. . . 








H. P. Mueller Jr Don Davidson Richard B. Schmidt 


> H. P. Mueller Jr. as executive vice president of 
Mueller Climatrol. a division of Worthington Corp 
He replaces Frank J. Nunlist. who has been named 
group vice president of Worthington’s Air Conditior 
ing & Refrigeration and Mueller Climatrol divisions 
Prior to Mr. Mueller’s appointment as execulive vice 
president, he was vice president, sales. He joined the 
firm in 1948 as an application engineer. Don David 
son. formerly field sales manager. has been named 
manager of marketing, a newly created position. I 
his new capacity, Mr. Davidson will direct over-all 
sales and promotion operations. Richard B. Schmidt 
formerly sales promotion manager, has been appointed 


sales manager. 


> Joun D. Hucser as manager of marketing for 
Trion, Inc. Prior to joining Trion. Mr. Hulser 
assistant eastern division manager for Sonotone Corp 
> Frank R. Sprarr. formerly assistant sales man 
ager, as general sales manager of Day & Night Mfe 
Co. He joined the organization in 1939. Replacing 
Mr. Spratt as assistant general sales manager is Crai 
C. Stirewalt. formerly California regional sales mar 
ager. Ralph Langley. previously eastern regional sales 
manager, succeeds Mr. Stirewalt. Replacing Mr. Lan 
ley is J. Buster, formerly sales representative for the 


Mic higan area, 


>» JouNn P. Jansson as manager. architectura! sales 
for the aluminum division of Olin Mathieson Chemical 
Corp. Mr. Jansson was previously executive vice presi 


dent of the Aluminum Window Manufacturers Acco 


ciation. 


> H. W. HipsHMAN as vice president. sales and dis 
tribution, for The O. A. Sutton Corp.. Inc. Mr. Hibsh 
man will be responsible for the marketing of “Vor 
nado” air conditioning equipment. He replaces Albert 


S. Bross. who recently resigned 


> CHarces W. Baker as assistant general sales man 
ager for Chase Brass & Copper Co.. a subsidiary of 
Kennecott Copper Corp. Mr. Baker has been western 


regional manager since 1952. Replacing him is Allan 
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appointments 





(Cont ) 

Rh. Armstron ho joined the company in 1940 as a 
t th Bosto ire | r to his recent pro 
motion. Mr. Armstro is stafl manager of tube 
tiles. in) whicl tv he hei succeeded by 





>» G.V. Patrrerse : é inager of the Venti William J. Wenszell Louis S. Ehrich 
or D f TI ‘ it ¢ bor the past SIX \ rs 
Mr. Patterson } es manager for Je: > Wittiam J. Wensze_t as sales manager of the 
Aty Products ¢ Webster Electric Co.s heating division. Mr. Wenszell. 
vho has been with the company for 25 years, succeeds 
» W uwES : istrict sales manager Bb. T. Wiechers who recently resigned. Louis S. Ehrich 
the heating I ais ndit o division of St has been appointed field service manager of the hea 
t-Warner Corp. Mr. Sullivan, for the past sever ¢ division 
F Ne | r for the Airtemp 
1) of Chrvsler Cor ‘ he responsible for sale > Epwarp T. MicHacek as assistant sales manage! 
f heat ind lit quipment in souther f the Speedway Div. of Thor Power Tool Co. Mi 
New Jersey y D. Grant. formerly vice president Michalek. who joined the division in 1948. will act as 
‘ e Stiglitz Corp.. Louis oordinator of sales activities 
K iy ened Ain Cos 
ditioning Cory = Angeles. was appointed district > Mavrice D. Garrison as district representative in 
tles 1 eri P inia the Detroit territory for the American-Standard Ai 
Conditioni: Div. Mr. Garrison will work with divi 
> Fi P Ss sales ma er for Tuck sion distributors and dealer-contractors in greater 
Aire Fu ( Mr. Perez was previously hargt Michigan and will also cover the Fort Wayne. Ind 
( ' 


THE NEW MILLER 
ALL-IN-ONE SPOT WELDER 
for 
ALL NUMBER ONE WELDS 


Built-in Timer Turns the Trick 


Sheet metal shops ready for new speed, 
economy and completely uniform spot 
welds will want the new Lectro Spot. 
Here's why 
Operator depresses lever and, 

1-2-3 

Tongs grip work at pre-set pressure; 

Starter switch is actuated: 

Weld sequence starts and stops 

automatically; 

Result: EVERY WELD IS IDENTICAL! 
Pressure adjustment and electronic timer 
controls instantly accessible 
Three models in 115 or 230 volts weld 
mild steel of 1/8 to 3/16 combined 
thickness; 1.5 KVA weighs 29 Ibs., 2.5 
KVA weighs 39 Ibs 


Wide choice of tongs available. 














il Complete information sent promptly. 
* 
wIste ELECTRIC MANUFACTURING COMPANY, INC. Appleton © Wisconsin 


Distributed in Conada by Liquid Air Co., Utd, Montren 
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appointments sistant manager of stainless steel sales for the com 


(Continued ) 





pany s Boston steel service plant. He formerly was a 


sales representative for the stainless and alloy steel de 


> Georce H. Cuivpers as special assistant to the partment 

vice president in charge of sales for the Airtemp Div.. 

Chrysler Corp. Mr. Childers formerly headed the na >» D.E. Nayry & Associates, 13520 Fenkell, Detroit , 
tional sales organization of the Mathes Co. He will as representative in the Detroit area for MeQuay,. In 

have headquarters in Dayton. handling the sale of package chimneys. Other new 


package chimney representatives are (©, ¢ Perry Co 
2221 S. Rockwell, Chicago and C. L. Hewitt. Jh 
Associated Sales Engineers. Clearwater, Fla. Harold 
O. Knape & Co.. Houston, Tex., has been named a 


sales representative for heating and a 





r conditioning 


> Eaton Equipment Co, as sales representative 


the Detroit area for L. J. Wing Mfg. Co 





> R. M. Hepner. Hepner Air Filter Service. as sales 


representative in the Cleveland area for Barnebey 


George H. Childers George K. Hammond 


b Greorce K. HaMMOND as supervisor of duct insul Chenev Co. 

ation and duct systems sales for Owens-Corning Fibet 

glas Corp. He joined the company in 1943. > Joun P. DONNELLY as a sales 
Research Products Corp. Mr. Donnelly. with head 


quarters in South Bend. Ind.. will cover Indiana and 


represent itive for 


> Carvin GavuBatz as head of aluminum sales for the 


St. Louis steel service plant of Joseph T. Ryerson & the greater part of Kentucky. 

Son. Inc. Mr. Gaubatz was previously assistant to the 

vice president of the aluminum division of Metal > Wittiam J. Crotty. Denville, N. J.. as sales rep 
Goods ( orp Paul J. Fountain has been appointed as resentative in the northern New Jersey area for Gusti 





NOW... 


in individual cartons! 


SCHAEFER 
FLUE BRUSHES 


@ No more pricked fingers or danger from 
rusted bristles. 


@ Easier to display, merchandise and handle. 


@ tLonger-wearing SILVER-BRITE RUSTPROOF WIRE 
or Black Tempered Wire. 


@ Every carton clearly marked as to number, shape, 
size or specifications. 








@ Each and every brush in its own carton insures 
clean stock and eliminates re-wrapping. 


@ There's a correct Schoefer Brush for every industrial and 
domestic use. 


SCHAEFER Flue Brushes of SILVER - BRITE Rustproof Wire BUY SCHAEFER --IT’S SAFER 


Schaefer’s special alloy “Silver-Brite” rustproof 


spring steel wire has been developed for longer Write for SCHAEFER Catalog on 
wear, more effective cleaning. Here’s extra flue and furnace brushes, or for 
value, extra satisfaction in any brush and each information on any special 


is individually packaged for easier handling. ly brushes for specific requirements. 


NO INCREASE IN PRICE! 


4. 


» 
= 
_— 









SCHAEFER BRUSH MFG. CO. 


You wouldn’t handle a porcupine . . . why handle a 
flue brush that isn’t individually packaged? 


117 W. Wolker Street 


Milwaukee 4, Wisconsin 
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LINER APPLICATION 
TYPE B KLIP 
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COVER APPLICATION K 


TYPE N KLIP 


Write for your free 


Ask about the time and labor saving 





ethod assures 


nates 


tt ; 
“ys 
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rt to 
r 


iNustrated folder, Today 


MANUFACTURING CO. 
68 Regent Street 
Cambridge 40 


5-Se 


“te 
Stic -Klip® 


INSULATION FASTENERS 


hazard from welding or 
halt. Insu 





Stic-Klip® Applica 
low-cost 
ean installations 
necessity of wired 
irilling or punching 


lation wi 


application 


INC. 


Massachusett 


ynd application method. 











“COLUMBUS” 


CENTRIFUGAL 


1958 


POWER ROOF 
The clean solid lines of the new COLUM- 
BUS direct drive (range from 75 to 
22,000 CFM) centrifugal power roof ex- 
housters ore the first indications of the 
top quality materials ond careful work- 
monship that moke up each GREENHECK 
power ventilator. Non-overloading wheels 
rubber vibration mountings, rugged ball 
bearing motors isolated from the ex- 
hausted cir stream, and spun aluminum 
housings for lasting beauty provide top 
valve. The companion BOSTON series belt 
drive units feature identical housings with 
en extended range (from 500 CFM to 
4300 CFM). Write today for catalog 6-7 


which gives complete engineering infor- 
mation 


GREENHECK 


EXHAUSTER 


FAN & VENTILATOR CORP. 





SCHOFIELD @® WISCONSIN 
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WAUSAU 
Air Mower Belt drive cen 





trifugo! power roof ex 
houster 300 CFM te 
27.000 CFM range 





DALLAS 


Air Mover Belt drive cen- 
trifuge!l power roof ex- 
houster 





CENTRIFLO 


Turbine Ventilator Avoil- 
able in aluminum or gal- 
vonized 








Even the 
BIG ONES 


are 


easy to handle 






TWO 30 second STRAP 
RATCHET FASTENERS 
2 Hand ratchet levers 
quickly draw heovy 
14 web strops (en- 
circling load) vise 



















ENDLESS TWIN RUB- 
BER BELTS let you rol! 
lood over stair edges 
without marring. 


Save back breaking 
work, handling Air Conditioners, 
big Water Heaters, Furnaces, etc. 
New Model 39, specially designed 
for big units . . . saves up to % 
hour on deliveries. Aluminum alloy 
frame ... expertly designed to per- 
mit easy balance of heavy loads 
. has special wheels, close mount- 
ed for ON-A-DIME pivoting in close 
quarters. And look at all these 
other labor saving fectures at the 
right. Start saving time and unnec- All 
essary work today—call your local 
YEATS dealer or write direct. ee 


© 6 whesk encbie ONE mon te roll big 
7 tens 








YEATS 














abpliance dolly sales co. 


SAR 


2125 N. 12th Street, — 





WORLD'S LARGEST 
MANUFACTURER OF 


.. ONE-PIECE 


STAMPED 


‘\ PULLEYS 


Long the favorite with 
Original Equipment Manu 
facturers of Automobiles 
Heating and Air Condition- 
ing Equipment. 


THEY COST 
YOU LESS! 


Because they are made in ONE-PIECE 


ZATKO ONE-PIECE PULLEYS 
Are Stronger, wear longer and cost 
you less. Hundreds of thousands 
now in use. Write for Literature. 


METAL PRODUCTS CO. 


CLAIR AVE. 
17, OHIO 








20850 ST. 
CLEVELAND 








appointments the Kansas City territory of the Farr Co.. Los Angeles 
(Continued ) The sales and service organization is a subsidiary of 
Air Filter Sales and Service Co., Inc.. the Farr com 
Bacon Mfg. Co. Lewis Fogg. Sherman Oaks. Calif.. pany s San Francisco representative 
has been named sales representative in the southern 
California area. > Jack O. HILL as a sales engineer for Delavan Mig 
Co. Prior to joining the Delavan organization. Mi 


Hill was a sales engineer for \l \ Ford Mie Co | 


Davenport. lowa 
> JAMES \l ( IGLEY as a member of the sales e1 
- neering staff of Thatcher Furnace Co. Vir Quigley w 
‘ ; represent the firm in the Brooklyn and Lor Isla 
areas 
a > F.H. MeDonarp, Ive.. Miami. Fla.. 


as a represer 
William S. Ramseaur Robert J. Fairhead 


tative for The Trane Co.. handling package alt 


ditioning equipment in the Miami area. Other new 


> Wirtiam S. Ramseaur as southeast regional sales representatives who will handle package air conditior 
manager for Bryant Mfg. Co. Mr. Ramseaur’s terri ing equipment in their respective areas are Hon 
tory includes Alabama. Georgia. Florida. the Caro Maintenance Co.. Beatty Engineering Co.. and Genera 
linas. Tennessee, Mississippi and southern Louisiana Heating & Air Conditioning. all of Dallas. Texas 


Named eastern regional sales manager Is Robert J Drake ( 


o.. Ine.. Fort Worth. Texas: Carolina Sak 
Fairhead, who will be responsible for sales in an 


area Corp.. Greenville. N. C.: Air Conditioning and Heating 

overing the northeastern states and the District of Co.. Nashville. Tenn.: Edward Cooling & Heating Co 

Columbia Cincinnati: Haggerty & Son Philadelphia ind J 
Lawrence Hall Co.. In . Nashua. \. H 

> Air Filter Sales and Service Co.. Kansas City. New representatives of the company in Massachu 

Mo.. as the sales and filter service representative for setts are Air Conditioning Associates of New Eneland 
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. WHITNEY tools are best! 





eee www we 













Capacity '4°" hole thru 
16 gage iron Length 


8," W 5 pt 

444NO. 91 BENCH PUNCH No. 4-B > > > ria nt . ¢ Depth 

roat 2 -unches 

Capacity '/2°° hole thru ‘4° iron and dies 1/16 to 

44°" hole thru 3/16"" iron or 2°° hole TINNERS 9/32" by 1/64 Also 

thru \/,"" iron. Weight 82 lbs. Depth d . ‘ peas 

of throat 5 Round punches and PUNCH upplied with threc 

dies ‘3° to 1’" by 1/32'°-1"" to 2 punches and dies 

by 1/16". Also has notching attach- in cardboard car 
ment to notch l!/> x 1l!'> x ‘/g angle 


iron. Punches. dies. bolsters and aaa von 
notchers interchangeable with No 

92. 93. 94. 9SA. 95B and No. %6 
rounds, squares, ovals. rectangular 
Weight (lbs 165 500 675 
and special shapes. 


Punch. Punches and dies made in 

Bench Punch 292 293 294 

Depth Throat 10 18 24 * . * 
Stock 


Size Round Punches. and 








Dies Same as for No. 91 Punch 636 RACE STREET ROCKFORD, ILLINOIS 
/ i Here's how the ene aia 
_ A a ‘c. Somes ima -“~ Never-Clog 7°” IMPROVED i \ 
o in for asset ilter makes 

furnace cleaning / 5 WAYS FOR MORE | 

FURNACE ; easier! Ys PROFITABLE } 
CLEANING ~~ Never clogs even Series 577 ig SALES a 
during toughest jobs ~ aa 





=ox_oes 


Come out with, - Guarantees full- 


time suction - 0 AUTOMATIC 
EXTRA Makes cleaning al- Y t 

see al ap HUMIDIFIERS 
SALE $! . Lasts Fyne and ori 

2 years. 





14 models and sizes . . . installs in 30 minutes 
. fits any straight or sloping bonnet furnace. 










Pullman 
Furnace & 

Boiler Vacs 

Are First in 
Sales Because 
They Never 
Clog 


@ Stronger mounted front-end thermostat @ New positive 
control @ Completely adjustable drip valve @ Non-breakable 
evaporator plates © Stainless steel pan 


AUTOMATIC HUMIDIFIER CO. e Cedar Falls, lowa 


25 Buick St. 
Boston 15, Mass. 
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Cut ‘ANY Shape in Metal... 


\ 
with a BEV ERLY THRO ATLESS SHEAR! 


® Capacities to 3/16” in mild steel 


® Make clean, knurl-free cuts in any 
metal to capacity 


@ High Carbon High-Chrome Blades 














@ Built to last a lifetime 


Here's What a 
Beverly Can Do?! 

uts made in 
18 ga. metal 


with Model 8-1 





Beverly Shears are the 


most versatile metal 


shearing tools you can use Mode! B-3 
L nique shoulder design permits any with Ball 
cut rack and pinion gives Bearing 
great power with little Hold Down 
effort. Alloy steel body for 

maximum rigidity and strength 


Made in 4 models 


Write for illustrated circular —or see your Beverly Distributor 





Beverly SHEAR MFG. CO. 


3020 W. 11 Ith Street Chicago 43, Ill. 











a” KIRK: Blum 
THE BLOW PIPE 
SUPPLY HOUSE 


















ONE-PIECE BLOW PIPE ELBOWS 
e BALL JOINTS e HOODS 

e FLOOR SWEEPS e FLEXIBLE TUBING 
e CUT OFFS e ANGLE RINGS 

e CYCLONE COLLECTORS & SUPPORTS 


From one source you can 
get all types of blow pipe 
parts and components... 
made in production quan- 
tities by Kirk & Blum. 
Depend on K & B manu- 
facturing experience for 
superior blow pipe parts at 
less cost than hand made 
parts. 


Write for new Bulletin No. 1356 


THE KIRK & BLUM MFG. CO. 
3180 Forrer St., Cincinnati 9, O. 
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FLANGES THE DUCT 
with Amaning Speed | 


Less than 5 seconds on short 
and lighter pieces 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 
The ONLY tool that does both. 


A complete drive cleating tool ... 
no set-up time . . 
























. no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 


material and labor savings. 
No. 12 Smith's Cleat Bender 
12” Wide — $ 49.8C* 
No. 18 Smith's Clect Bender 


4 


Wide — 78.60* PERFECT 
No. 24 Smith's Cleat Bender 
24” Wide — 140.00* DRIVE CLEATS 
No. 30 Smith's Cleat Bender fit the duct without 
30° Wide — 170.00* 


Also Cleat Bending Brakes 
*f 0.8. Wavkegan, Illinois 
Prices subject to change 


withow! aetice 


the use of a screwdriver. 


TREMENDOUS SAVINGS 
in erection time and labor. 


R. E..SMITH 


1124 Elizabeth Avenue e Waukegan, Illinois 








E-Z-ON 
STANDARD 
DESIGN 
No. 27 






Do a 
Better Job 
At a Lower Cost 


Now, it actually costs you less to get a better 
engineered E-Z-ON damper regulator. 


Here's Proof: ® Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip ...No chance of swiveling 
® Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe © Modern ‘Swept’ Wing Nut is Eye-appealing 
... Adds new beauty to installations © Balanced Construction ... 
Prevents possible binding of damper in duct. 











COLUMBIA’S 
inshot Burner 





For OIL to GAS Conversions 
UV Check These EXCLUSIVE Installation Features 


1 Locate Mounting Plate 


Insert Burner Assembly 


(4 screws—that's all) 
Adjustable Tube Length of 3 Inches. Gives You ONE 
BURNER FOR ALL INSTALLATIONS 


PRICE?— REALLY COMPETITIVE!! 


Other GAS and OIL Furnaces 
COLUMBIA REMOTE AIR CONDITIONING 
Products BURNERS for INSTALLATION 


2 
3 Tighten Screws on Sides and Bottom 
4 
5 





} ©. E. M. Accounts 
Check with us for INSHOT INSTALLATIONS 
Engineering Service Available. 





THE COLUMBIA BURNER COMPANY 
729 Ewing Street Toledo 7, Ohio 





THE NEW BaR-BROOK 


=10 me ecko) my 


FASTENING MACHINE 











a money maker 
for any 
sheet metal shop! 


Look what it will do for you! 
MAKE LOUVERS 


° . regular or sight-tight, factory- 
smooth in '/, the time! 


MAKE OTHER PRODUCTS 


. - ventilating hoods, turning vares, 
ducts, structural members, etc. 


COMPETITIVE JOES 
PROFITABLE 


. c. a rigid but 
Write for Catalog and Details 


BAR-BROOK MFG. CO., INC. 
Box 6638-D 
AN OPPORTUNITY FOR JOBBERS... WRITE US! 


*Trade-Mark 


Shreveport, Louisiana 





appointments 








Somerville; E. A. Wilson Co., Lowell: Brockton A 
Conditioning and Sheet Metal, Brockton; Ultra Con 
fort Engineering Co., Inc., Roxbury; and Hancock 
Engineering Corp., Boston. 

Covering New York City are Simons Refrigeratior 
Equipment Co., Electr-lce Maintenance Co.. Knicker 
bocker Refrigeration Corp., Industrial Air Conditior 
ing Co., Temperature Design Corp., Federal Air Cor 
ditioning Corp., and Kooleraire Conditioning Co., hh 
New representatives in New York state are Conditior 
aire. Inc.. White Plains, and FE. Robison. Inc.. Harts 
dale. 

Serving their respective areas in Kentucky are A 
Conditioning Co., Newport, and Hettinger & Shuck 
Louisville 

Harold W. Murphy, formerly an assistant profess 
at Notre Dame, has joined the firm's application er 


sineering department 





(Hbituaries 
Frank H. Adams 


FRANK H ADAMS, president ot Surlace (Coml 

Corp.. died at his home in Toledo on Easter Sunday 
Mr. Adams. who was 72, joined the newly-formed 
Surface Combustion Corp in 1927 as vice president 
and general manager. He was president of the lr 
dustrial Furnace Manufacturers in 1929-30 and of the 
Gas Appliance and Equipment Manufacturers in 1939 
10. He served on the national board of the America 
Gas Association and also on AGA’s postwat planning 
committee. In 1953 he was named re iprent ol the Gas 
Appliance Manufacturers Association’s Distinguished 


Service Award 


William J. Grover 


Wittiam J. Grover, who served as marketing director 
for Surface Combustion Corp. from 1944 to 1956, died 
recently at his home in Maitland, Fla. Mr. Grover had 
been on leave of absence for the past two vears. Hi 
first came into the heating industry when he became 
advertising manager of International Heater Co. ir 
the early 1920°s. A few vears later he formed his owr 
udvertising agency, and in 1932 he joined Surface 
Combustion Corp. as advertising manager. Active it 
issociation work, he had served on advertising pro 
motion committees of the American Gas Association 
ind on the publicity and merchandising committe: 

the National Warm Air Heating and Air Conditioning 


Association. 
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23 LEONARD STREET 


STANDARD POWER GROOVE MACHINE CORP. 








THE STANDARD POWER GROOVE 

MACHINE 

@ SEAMS ANY THICKNESS OF SHEET METAL 
FROM 30 GAUGE TO 18 GAUGE 

® DOES A BETTER CLEANER JOB — 3 
TIMES FASTER 

© SEAMS & FEET IN 40 SECONDS 

@ SEAMS EITHER SQUARE OR ROUND DUCT 
CUSTOMERS — 

® NATIONAL SHEET METAL — BROCKLYN, 
N.Y. 

® CARLSON MFG. INC., BARBERTON, OHIO. 

@® BRAD SNODGRASS INC., INDIANAPOLIS, 
IND. 

® MANNEN & ROTH CO., CLEVELAND, OHIO. 

J. ©. ROSS ENG. CORP., NEW BRUNS- 

WICK, N.J. 


WRITE FOR COMPLETE 


NEW YORK, N. Y. INFORMATION 


TELEPHONE WALKER 5-3579 

















£32303 £3 63 
£3 £3 






Look Better — Last Longer 
Superior workmanship and finish in heavy 
gauge metal assures installations of lasting 
beauty. Most designs stamped in any thickness 
up to one-fourth inch. from any metal. Catalog 
No. 36 illustrates all designs and gives complete 
working data. Free on request 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


Sales Representatives in most principal cities. 
Consult your Classified Telephone Directory 








ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t bawe catalog K, send for it NOW. 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N. Y. 











PEXTO 


FERRULE FORMER 


A real PEXTO exclusive, fast 
portable can be 
mounted on bench standard or 


occurote 


vise for moking ferrules on 
the job. Any length up to 7 

up to 24 Gauge... copper 
aluminum, galvanized steel 
Uses scrap metal for ferrules 


Operator inserting 
Write today. 


metal in PEXTO 
Ferrule Former 


1785, SOUTHINGTON 


















HERE’S WHY 


WARM AIR CONTRACTORS * gets you back on 
the ground -floor 


for repair business, 
The Pullman 1.D. Tag Mae | siedioa: netinetel- 
ulin, ~~~, _) lations + keeps you 
means more sales. . /Meyyo” 4 \~ / in touch with good 
a Clog’ 
reminds customers ~~ 


prospects - builds 
to contact you ! 










/ confidence in you 
and your service 


supply of 10 1.D 
tags free with every 
Pullman Never- 
Clog Vac 










Pullman 
Furnace & 
Boiler Vacs 
Are First in 
Sales Because 
They Never 
Clog 






PULLMAN 
VACUUM 
CLEANER 
CORP. 

25 Buick St 
Boston 15, Mass 











Quick Delivery 
to South & West 


AIR COOLED 
CONDENSERS 


Stock Sizes 
3, 5, & 7.5 Ton 





swear 
Magic Aire Division 

UNITED ELECTRIC CO. 

P.O. Box 119 Wichita Falls, Texas 














SAMPLES FREE 
SODER STAINLESS 
STEEL RAPIDLY 





si SINCE - 
4 


PLUXES “= AVLEN | 


SODERING ~~ 
BRAZING & WELDING Cay 
L.B. ALLEN CO.INC. ae 31, Wl. 











9302 Berenice, Schiller Park, It. 
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Be prepared for 


PROFITABLE BUSINESS . . . 


Werm weather is just around the corner and hundreds of 
thousands of heating plants will be shut down for the sum- 
mer season. During the Spring and Summer of 1958 the 
cleaning of these furnaces will be big business. “Be pre- 
pared’’ to get your share of this profitable business. The 
requirements are simple: All you need is a service depart- 
ment, an expert crew and a GENERAL “GIANT FURNACE 
CLEANER. The General ‘‘Giant’’ is the most powerful vacuum 
power cleaner in the furnace cleaning industry today. In 
addition, $300 down starts you in business and earning $100 
or more a day. 


WIRE, WRITE OR PHONE TODAY 
FOR FURTHER INFORMATION AND DETAILS 


or for literature on the New Big General Space Saver 
all weather operation — no parking problems. 


THE GENERAL 


“GIANT’’ 


FURNACE CLEANER 





Wm. W. Meyer & Sons, Inc. 


8259 Elmwood Ave. 
(Suburban Chicago) 


Skokie, tlinois 








panes 


( 
NEW! 


EXTRUDED ALUMINUM 
SHUTTERS 


Shutters of modern design which 
give you ali of these features: Lightweight, 
Full Weather Strip, low Freight Cost, 
Installation, Concealed Pivot Pins, 





pecialties 






Easier 
Rust and corro- 
sion Proof and Natural aluminum finish with fluted 
frames 





Write for complete specifications 


EtGO SHUTTER & MANUFACTURING COMPANY 
2738 W. Warren Dept. 2 Detroit 8, Michigan 
CATALOG > 











Phone: INdependence 3-5127 








BERGER Bros. Co. 


MANUFACTURERS OF 


ALUMINUM 


PIPE —- GUTTER ‘‘K’’ & HALF ROUND 
ALSO COMPLETE LINE OF 
FITTINGS & ACCESSORIES 


SOLD THRU LEADING JOBBERS EVERYWHERE 


Manufactured by 


BERGER BROS. COMPANY 
229-237 Arch Street Philadelphia 6, Pa. 











Classified Advertising 


Rates for classified advertising are 





17 BUSINESS OPPORTUNITY 


t* FOR SALE 





cents for each word, includine 
heading and address. One inch $6.00. 
Count nine words for keyed ad 
dress. Minimum $2.00. Closing date 
20th of month preceding publication. 











7 SITUATION WANTED 








“CORRECT PRACTICE 








17 AGENTS WANTED 


7 SITUATION OPEN 


in OIL HEATING’’ 


A complete reprint of the valuable 
series 





SHEET AETAL ESTIMATOR w 





by J. J. Mirabile 








i EQUIPMENT WANTED 


Manufacturers of warm 


WANTED: CLOSE OUT lot of warm air residentia 
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KEENEY PUBLISHING COMPANY 
6 No. Michigan Ave., Chicago 2, Ill. 











AmeRICAN Artisan, June 195 











Sewice Section 








Rates for display space in the Service 
Section are $12.00 per inch per in- 
sertion. One-inch minimum space ac- 
cepted. Closing date — twentieth of 
the month preceding issue. 











Fi FLOAT VALVES for 
DAN MOREY ’ / 


314 S. Robertson 
los Angeles 35, Calif 


x * * 








Cleat 
Drive 
Notcher 







HANDY 





New 


Clip Punch 


on ducts 
moon 

Hondies up to 3” 
22 ga. or lighter. 





on bench, or on job with 
clamps, or bolts and 
screws. 


REINER & CAMPBELL CO., Inc. 


TOOLS 


For fastening slips or seams : 
. Will push ao “half ; 
through 3 thicknesses ee 
ide, Of 18-ga. steel. No hammer- ——" 
end ing or flattening out to fas- 
or foot operation. Mounts *@" slip to the duct. 


COMPLETE LINE OF SHEET 
METAL MACHINERY 


AND EQUIPMENT 
Quick Set Dividers 


Fastest, most accurate on 
the market. Two sizes for 
circles up to 36” and 48”. 
Removabie stee! points, or 
pencil. No center punch. 


co >= 


Post Office Box 5035, Newark 5, N. .J 














NATIONAL MODULATION CO. 


@ 100 ~AC COMFORT WITHO 
@ REGULATES BLO R SPE 
WITH PLENUM TEMPERATURE 
@ PROVIDES NMATCHED IMFORT 
@® MAKES UP MOMENT TO MOk 
YO OVER-RIDE OR UNDE E 
e HOUR INSTALLATIO? 
@ $37.50 IN LESS THAN DOZEN QU 
30 DAY MONEY BACK ARANTEE 
@ LONG RUN DR MS 


® PROVEN OVER 5 YEARS BY 
OVER 1500 BETTER DEALERS 


UT DRAFTS 
N DIRECT PROPORTION 
AND EFFICIENCY 


MENT HEAT LOSS WITH 


TITIES 5 Year Guarantee 


2730 N. HY. 61 





ORDER TODAY 


St. PAUL 9, MINN. 





SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO 
EAU CLAIRE, WIS. 














Address Changing? 
Tell Us At ONCE! 


\ Ss i ck c = 
he hand Zz t < ere 
es s ¢ ssuc 

Lemer mn 1; , he g wt 
away instead ¥ being et " 
s is they have been in the past 

t email 4 ew 

eu 1ddress 
I is miss hd i ssuc t 
fmericar ivfisar s € 

tant har eve € t | 
your new ind a iddress s 
ind your post office. Deadline is 
the 18th of the preceding month 


for the next issue. Send changes 


and new local postal delivery zone 


AMERICAN ARTISAN 
6 N. Michigan Ave., 
CHICAGO 2, ILL. 
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MONMOUTH 





HUMIDIFIERS 


Mode m vorous 
ro scihies up to 
iH aval 

420,000 BTU 





2 

‘ ic et 

rt- YS - Write for descriptive 

ae teroty Po Ee ae Cee 

a Effective con of humidit 
p tively assured Dy 

he pie tallat 
e c c . at fact ea arge 


~ 


CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohic 


SHEET METAL 
MACHINES & TOOLS 


leckformer Machines 
Chicage Hand Brokes 
Chicago Press Brokes 
Pexto Power Shears 
Pexto Foot Shears 
Pexto Rotary Machi 
Pexto Slip Rolls 
Pexto Bar Folders 


Peer Spot Welders 
Reed Power Rolls 


Whitney Foot Presses 
Pexto Mechanic's Teols 
Black & Decker Teels 
Bett-Marr Bandsews 
Smith Cleat Benders Marshalltown Presses 
Sevage Nibbiers Punches end Dies 
Mipeten Pittsburgh Lock Hammers 
SEND FOR CATALOO 





CENTRAL-WEST MACHINERY CO. 


335 $. WESTERN AVE. CHICAGO 12, IAL. 
PHONE: HAymerket 1-0900 





AIR LOSS 


AIR 
DISTRIBUTION 
IN 30 SECONDS 
with 
safe - fast » positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 











oF $ $ $ WE 
EXPECTING AN ORDER? 


Ye { get it quicker W your posta 
P n be s on the « 

1K er s t ? Ss 
I Pros Or S divide 

s pos ive 3 g 
s ve Be su in 

le ne number when writing t 
these cities; be sure to include 7 
one number in your return address 

after the city. before the state 
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NO. 831 
BARS 


FACE 


VER LOUVERS PARALL 

















SNAP-IN REMOVABLE 


EL ACTION LOUVERS POSITIONING HANDLE 


See these new H & C dual-purpose, money- 
saving Air Conditioning Registers 





‘ ne 


BEEEEEEESEEEESeeeee 
BEEEEEEESScccsseesa 
4} ll ttt} -|-}-|-|- || 
BEBEEEESSSESsssssaas 

















EXCELLENT FOR BOTH 
COMMERCIAL AND 
YEAR-AROUND DOMESTIC 
AIR CONDITIONING! 


The new H&C No. 821 and 831 series 
registers, priced below our TRIPL-AIRE 
commercial line, offer two major 
advantages to the installer. 1. Very 
worthwhile savings on many commercial 
installations. 2. The ideal registers for 








UVERS 





wt@ere 






~ 


IMOOOR COMFO 


> 






al 
ag 


HA 


RT & COOLEY MA 
500 EAST EIGHTH ST. @® 
IN CANADA: HART & COOLEY MANUFA 


year-around domestic air conditioning 
jobs particularly in the replacement 
market where low sidewall registers are 
presently installed. Note the following 
structural superiorities: 


4“USr 


™ PE 
nHEePTH VALVE OPEN 
SHALLOW VEF! 

= ic Tf PRACT 
ADAPTABLE 1O 


REQUIREMENT 


y 


raAILY ANY DUCT 
CALL 






TYPICAL QUALITY IN EVERY DETAIL 


See these fine new registers at your H&C 
Jobber or write for complete details. 


“a 


NUFACTURING CO. 
HOLLAND, MICHIGAN 
CTURING CO., FORT ERIE, ONTARIO 




















Crimp, Bead and Lock-Seam (iss) Galvanized Steel Sheets 
—the zinc stays on 


Pittsburgh Sheet Metal Duct Company uses they shear to length, bend, crimp and punch, 
USS Galvanized Steel Sheets for their complete 


roll, bead and lock-seam the galvanized steel. 
line of ductwork. That’s because they want And no zinc flakes off the base metal. 


nothing but the best. You can get the same superior results in your 


Pittsburgh Sheet Metal Duct Company buys ductwork when you use USS Galvanized Steel 
USS Galvanized Steel Sheets in coils. Then Sheets. 


USS is a registered trademark 


United States Steel Corporation — Pittsburgh 
Columbia-Geneva Steel - San Francisco 
Tennessee Coal & Iron - Fairfield, Alabama UJ it d St t St | 
American Steel & Wire - Cleveland ni e a es ee 


United States Steel Supply - Warehouse Distributors 
United States Steel Export Company 





